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EVEREADY 


FLASHLIGHTS 
& BATTERIES 


Are your dealers stocked up to cash in on this 
avalanche of “National Carbon Line” advertising? 


—The Saturday Evening Post, in color 
—National Farm Papers 
—Special Class Papers 


—Technical Magazines 


Columbia 
Dry Batteries 


It’s a fact that Columbias are 
superior to any substitute that 
has ever been tried for bells, 
buzzers,and gas engine ignition. 
We're telling the public all 
about it, and sending customers 
to your dealers to buy Colum- 
bias. Keep their stock up. 


— Newspapers 


Eveready Flashlights 
and Batteries 


Never before have we carried 
on such an educational cam- 
paign on specific uses of flash- 
lights; the economy of Eveready; 
their absolute safety; the fact 
that Eveready Batteries fit and 
improve all makes of flashlights. 
This means profit for you. 


Tie Up to This Advertising in Your Sales Talks 
—and Remember the Market for Eveready “A” and “B” Radio Batteries 


NATIONAL CARBON COMPANY, 
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With the Editor 


HERE have been a great many 

"T siens of improvement in the elec- 

trical trade during the past few 
months. Now that the inertia of busi- 
ness has been overcome, efforts should 
be made to maintain the momentum 
gained. Especially is this true during 

the summer months, when there is a 
tendency to slacken up a trifle. In- 
creases in retail sales will keep up the 
volume of business, and salesmen who 
are working with their dealers in the 
“Sell "Em Something More” campaign 
will be in a better position to maintain 
their quotas. 

These salesmen. will undoubtedly be 
interested in the prize contest an- 
nouncement on page 17 of this issue, 
which is in connection with the “Sell 
"Em Something More” campaign. While 
it refers to the entire duration of the 
campaign, particular emphasis is laid 
on methods of increasing the summer 
sales of dealer customers. 

* * * 

In the July issue there will be another 
“What and Why Is a Jobber?” article. 
It will outline the service a jobber 
renders to his customers through his 
warehousing facilities, and will be good 
medicine for salesmen to pass along to 
their customers. 

R. J. Strittmatter, sales manager of 
the Apex Electrical Distributing Co., 
will have an article dealing with the 
wholesale and _ retail distribution of 
major electrical appliances such as 
those sold on the time-payment plan. 
“Bob” usually calls a spade a spade, 
and he does it in this article. 

Then there will be one by D. H. 
Colcord on “That ‘Soynething’ in Sell- 
ing,” in which he tells how a_ past 
master in selling has made his success 

* aa * 

These and other features, together 
with the regular departments and con- 
tributions from men in the field and 
Tue Josrer’s SALESMAN staff of writers, 
should furnish additional incentive for 
salesmen to maintain sales at the level 
they have already reached. 
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The New 





Bulldog Safety Switch 


Is Now Ready 


For six years we have been developing an en- 
closed safety type switch that would have the 
strength and dependability that have been unob- 
tainable heretofore. 


Bulldog Safety Switches have been given the most 
gruelling tests under actual industrial conditions 
and today they are ready for the market. We hon- 
estly believe the Bulldog to be the safest and 
strongest switch available today. 


Distributor Contracts 


Will Be Made With a 
Few High-Grade Jobbers 


It will be our policy to sell through distributors and the num- 
ber of such distributors must be limited in each territory. 
Several of the highest grade jobbers in the country have al- 
ready taken Bulldog franchises. 


The Bulldog Switch will be introduced to buyers by our own 
field men who will work in cooperation with our distributors, 
They will be backed by strong, forceful advertising. Prices 
will be comparative. 


In the years to come a Bulldog Enclosed Switch contract will 
be as profitable as a Dodge car franchise. 


Write Today 


for Catalogue 








MUTUAL ELEC RR 


DETROIT 
858 FORT ST., WEST 





Bulldog 


Features 


Rugged construction. 
Quick make and break. 
Interlocking. 

Abundance of wiring 
space. 

Accessibility for repair- 
ing or testing 

Type A switch parts. 

Removable and_inter- 
changeable end plates. 

Drawn Steel boxes. 

Positive operation ur or 
all conditions. 

Backed by an organiza- 
tion with ample manu- 
facturing and financial 
capacity and with 
twenty years experi- 
ence in making 
switches. 
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A Message to Jobbers’ Salesmen 








Preparation for Success 


IDNIGHT study did not stop 
M with Lincoln on the floor before 

the open fire. Many modern 
careers have been made possible by 
reading and, study 
to utilize the drag- 
ging hours in hotel 
lobbies and on 
trains just as well 
as those under the 
evening lamp in the 
cheerfulness of the 
home. 

The _  advertise- 
ments in THE Jos- 
BER’S SALESMAN can 
add much to your 
personal efficiency. 
Although the value 
of advertisements is 
generally —consid- 
ered from the viewpoint of the manu- 
facturer or agent, big dividends are 
also reaped by the readers—both from 
an educational and an economical point 
of view. 

Familiarity with electrical products 
is a valuable asset. Certain it is that 
the advertising pages of THE JOBBER’s 
SALESMAN are as modern an index as 
one can find of “who’s who” in mer- 
chandise made by electrical manufac- 
turers. Like Tennyson’s brook, their 
newness “‘goes on forever.” Each issue 
contains essential knowledge about elec- 





trical products and the methods of dis- 
tributing them. The information given 
in the advertisements is necessary to 
those who are keeping pace with devel- 
opments in the elec- 
trical industry. 

By utilizing your 
spare moments in 
reading advertise- 
ments you are edu- 
‘ating your judg- 
ment. Your regu- 
lar interest in them 
will result in an ex- 
tension of the boun- 
daries of your own 
‘apabilities and give 
you a better work- 
ing knowledge of 
your profession and 
be instrumental in 
placing you in a better position to serve 
your trade. 

After the day’s work is done is a good 
time for laying the foundation for fu- 
ture usefulness to vourself, your busi- 
ness and to your firm. Capitalizing 
their evening hours has been the means 
by which many men have raised them- 
selves to influential positions. 

After the day’s work is done is a good 
time to read the advertisements in THE 
J OBBER’S SALESMAN and to fortify your 
knowledge against the possible future 
need as well as the probable one. 
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“Fair Play is a Jewel,’’ says the Irishman, “wherever it is found”. 


Any man who thinks he can play this game of life,—or business,—on any 
other basis than sticking to good ethics, will not stay long in the game, — 
and this applies to firms as well as individuals. 


When we put the Liberty Hot 
Plate on the market, we adopted 
certain well defined, equitable 
principles to guide us, for we are in 
business to stay,—and to grow. 


One of the most important was 
the full recognition of the jobber 
as a necessary and valuable factor 
in distribution. 


Of no less importance is the 
protection of the legitimate dealer 
in his efforts to sell goods at a fair 
profit and render service to his cus- 
tomers. The price of the Liberty 
Hot Plate is so low that price cut- 
ting is unnecessary to stimulate 
trade. 


Jobbers’ Salesmen will render a 
real service by co-operating with 
us in our efforts to maintain our 
established price and reporting any 
deviation or unfair practises. 






Eleven Points of Superiority 


1 Beautiful nickel finish over copper plating It is the 
best made, best looking, best wearing hot plate on the 


e iarke I rice ™ 
The Liberty Gauge 2 pens yee Pa pele gives large radiating surface. O° O 








Easily ronewable 






3. Strong, beautiful, single-piece, full nickeled grille. . 
i, Three eXtra strong coaster legs cannot injure delicate Retail 
nstrument Co. surfaces, 
5. Joints tight, clean and sanitary, No sharp corners H 
El : 6. Thick asbestos pad retains heat and reflects it up- West of Rockies 
ectrical Division , Ward. 
l 7 Nickeled bottom plate increases strength and protects $2.50 
‘ surface underneath 
6545 Carnegie Avenue 8. Six feet of heavy black double extension cord. In Canada, $3.00 
). Standard two-piece plug fits any lamp or base socket 
CLEVELAND, oO. 10. Cord is secured to bottom plate with pressed lava in- 
sulator. 
ll. Name ‘‘Liberty Hot Plate’’ stamped on und r side is 





your guaranty. Look for it 
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Business Building 


Industry Co-operation and Radio Chief Topics at Annual Convention 
of Electrical Supply Jobbers Association 





HAT is the future of radio? This question was uppermost in 
the minds of many of the jobbers attending the Hot Springs 
convention, and undoubtedly it is a question that concerns 


practically everyone in the industry. 
In the opinion of two prominent radio authorities—Frank B. 









Jewett, vice-president of the Western Electric Co., and David 
Sarnoff, general manager of the Radio Corp. of America—radio has 
already established itself as an important branch of the industry from 
a merchandising standpoint, and its permanence and continued de- 










velopment are assured. 





Many deterrents are arising, but radio is too 
utilitarian to be seriously affected. 
mystery and novelty of being able to “listen in” will gradually sub- 
side, but by the time it does, the broadcasting news, reports, enter- 
tainments, etc., will have become an essential part of our everyday life. 
Radio will grow because of what we hear rather than how we hear. 


It is expected, of course, that the 








) DETERMINATION to take the fullest advan- 

A tage of improving business conditions in furthering 

the sale of electrical commodities was the prevail- 

ing sentiment expressed at the fourteenth annual meeting 

of the Electrical Hot 
Springs, Va., May 24 to 26. 

M. R. Bump, retiring president of the National Elec- 


Supply Jobbers Association at 


tric Light Association, who was one of the principal 
speakers, pointed out the tremendous possibilities for 
further electrical development and made a plea for the 
co-operation of electrical jobbers in the business-building 
movement being sponsored by the N. E. L. A. 


Radio, naturally, came in for considerable discussion, 
there being two addresses on this subject, one by F. B. 
Jewett on the technical side, and one by David Sarnofi 
on the merchandising problems of this new develop 
ment. 
called 
attention to the programs of expansion planned by utility 


Mr. Bump spoke at the opening session. He 


companies, estimating that for the year 1922 approxi 
mately 500 million dollars would be spent. As an indi 
cation of what this expenditure means to the industry h 
said that for every dollar spent by the central stations the 


public spends two dollars. This would mean, therefore, 






























THE JOBBER’SfJJSALESMAN 








an expenditure of two billion dollars for electric service 
and supplies during the year. 

What the possibilities for further development are is 
indicated by the fact that only half the homes of this 
country are wired for electric service, only half the indus- 
trial plants are using electric power and electrification of 
In short, Mr. 
Bump maintains that we have reached only about 10 per 


steam railroads has hardly been started. 


cent of the total possible electrical development. 
Prosperity Dependent Upon Co-operative Effort 


The “Electrify America” movement sponsored by the 
National Electric Light Association was outlined by Mr. 
Bump, who believes that the degree of prosperity we 
achieve in the industry this year is entirely dependent on 
our own activities in co-operative effort. He explained 
that the work must be done locally in each community and 
all electrical interests must work together harmoniously. 
Destructive competition must be eliminated. 

E. W. Lloyd, of Chicago, has been elected chairman of 
the committee which will have charge of the “Electrify 
America’ movement. 

W. E. Robertson, of the Robertson-Cataract Electric 
Co., Buffalo, N. Y., who has served as a member of the 
executive committee of the N. E. L. A., for the past two 
years, was paid a tribute by Mr. Bump, who spoke of his 
loyal services during his term of office. 

Mr. Robertson supplemented the address of Mr. Bump 
by a plea to jobbers to get behind the “Electrify Ameri- 
ca” drive. Over 5,000 jobbers’ salesmen visiting every city 
and town in the country represent a tremendous influence 
in carrying the message of the drive. If jobbers will in- 
terest themselves in this better-business movement, this 
vast army of salesmen will become an important factor 
in the work. 


Permanence of Radio Assured 
Frank B. Jewett, vice-president of the Western Elec- 
tric Co. discussed the present status of radio development 
in an address illustrated by lantern slides and motion 
The 


assured because of the dependence on this form of com- 


pictures. permanence of radio communication is 
munication by the government, especially in time of war 
and also because of its utility in broadcasting news bul- 
letins, weather reports, etc. The present hysteria, Mr. 
Jewett believes, is based not so much on what is heard, 
as on the manner in which it is heard. In other words, 
it isn’t the music, lectures or other popular features that 
are broadcasted that have resulted in the remarkable in- 
terest in radio; it is because of the mystery and fascina- 
tion in being able to receive messages through space. 

However, Mr. Jewett believes that the novelty of radio 
will be replaced by sincere appreciation of its utility, pro- 
vided, of course, that broadcasting is developed along the 
proper lines. In this connection he thought all interested 
in the permanent development of radio communication 
should interest themselves in this problem of broadcasting. 

Mr. Jewett referred to the existing legislation regulat- 
ing broadcasting and stated that further legislation will 
be enacted. It lies with the electrical industry to make 
it unnecessary to further limit radio by laws that will be 
enacted if present chaotic conditions continue. 

The second address on the subject was delivered by 
David Sarnoff, general manager of the Radio Corporation 


of America. He prefaced his remarks with the assurance 
that the policy of his company will be to distribute 
through jobbers. 


Broadcasting Maintenance a Serious Problem 


One of the most important problems confronting the 
radio field today is that of broadcasting. Mr. Sarnoff 
pointed out that it costs about $50,000 to construct a 
broadcasting station and over $100,000 per year to main- 
tain, not including the cost of artists, lecturers, etc. The 
question as to who is going to pay the tremendous cost 
of building and maintaining sufficient stations to properly 
serve the public is one that must be given very serious 
consideration. The practical all-year radius of a typical 
station is not over 100 miles. In considering this problem 
Mr. Sarnoff warned against government control of broad- 
casting. 

Radio, Mr. Sarnoff stated emphatically, is here to stay. 
an instrumentality greater than any we have had any 
experience with before. It is inconceivable that either 
technical or commercial difficulties will stand in the way 
cf the rapid development of this new industry. 

Regarding the merchandising aspects of the business, 
Mr. Sarnoff stated the prime requisites of a radio dealer 
must be ability to render a real service to the user, ability 
to finance a time-payment plan for radio sales and the 
proper handling of renewal business. Time payments 
will be necessary in the radio field, as Mr. Sarnoff pre- 
dicted that by March of 1923 intensive selling methods 
will have to be employed. The question confronting the 
industry is whether the electrical dealer can properly 
function under these requirements. If the electrical dealer 
does not then, in the opinion of Mr. Sarnoff, the music 
dealer, who is already ideally equipped, will supersede the 
electrical retailer. However, Mr. Sarnoff believes that 
radio sales now and in the future can be made a leader 
for sales of other electrical supplies. 


Development of ‘“‘Elixit” Fixtures 


E. Cantelo White, president of the Electric Outlet 
Co., outlined the situation in regard to the development of 
“Elexits,” stating that standardization and production 
problems had been disposed of and that they were now 
ready for distribution. Emphasis was placed on the need 
of these devices to permit the easy removal of lighting 
units without the use of tools or disturbing wiring connec- 
tions. 

“The apparent delay in the development of ‘Elexits’,’ 
Mr. White stated, “has, in fact, been no delay at all, but 
a gain of many years in actual progress, as it has enabled 
the engineers of a dozen wiring-device manufacturers to 
agree on the best possible standard for ‘Elexit’ devices 
not only for the present conditions but also for future 
requirements. 

“The market for ‘Elexit’ devices is very large, indeed. 
There are many times more lighting outlets in buildings 
than there are electric outlets for all other purposes com- 
bined. But the lighting outlet has never been standard- 
ized. The business in ‘Elexits’ is new business that 
never existed before. It is true that wall ‘Elexits’ take 
standard attachment plugs as well as ‘Elexit’ plugs, but 
the latter are not expected to displace baseboard outlets ; 
both are needed. ‘Elexits’ are going to be a big factor 
(Continued on page 91) 
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Buying Instead. 
Selling 


Interview with Fred R. Farmer Brings 
Out the Department-Store Attitude 


Toward Buying as Applied 
to Electrical Jobbing 


By FRANK B. RAE, Jr. 


This is the Seventh of a Series of Twelve 
Interviews With Prominent Manufacturers 


OT leng ago a Boston department store chart- 

ered a special car and sent a company of buyers 

barnstorming across the continent in search of 
merchandise. In each city visited they ran large display 
advertisements announcing .their presence, and inviting 
all and sundry to come and sell. Cash money—the stuff 
which bartenders used to accept with a great deal of alac- 
rity—was offered on the spot to those who had saleable 
stuff at the right price. 

A man who sells the department store trade recently 
told me that all he has to do to see a buyer is to send in 
If the buyer does not know his line, that 
buyer has got to take a look-see; otherwise he'd get fired. 


his name. 
Such is the rule of department stores. A buyer who lets 
a desirable line or item get away from him is out of luck. 
He is competing for merchandise in exactly the same way 
the store competes for customers. 
* * * * 

In talking to the merchandise manager of what I be- 
lieve is Detroit's biggest department store, he told me 
that he spent a large part of his time on the road, visiting 


‘ 


factories and “selling” his store to the manufacturers. 
“Whenever they get out anything new, or whenever they 
have a lot at a particularly advantageous price, I want 
these manufacturers to remember me and submit their 
propositions to my house first. Thus I maintain the lead- 
ership of our store—by getting the newest, best and lowest 
priced merchandise while my competitors are waiting for 
a salesman to come to them.” 

It is significant that department heads in department 
stores are called buyers, not sales managers. It is sig- 
nificant that the people who “shop around’ from store 
to store leave most of their money with the establish- 
ments which have the best selection—establishments that 
are a jump or two ahead of competition. 

All of which I set down here to impress the electrical 
jobbers with a certain principle of merchandising which 


You can't sell 


they do not seem to apreciate, to-wit: 


what you don’t buy. 

These reflections came to me after I had had a talk 
with Fred R. Farmer of the Beardslee Chandelier Manu- 
facturing Co., Chicago. During the conversation I gained 
the impression that Farmer thinks that the jobbers are 
inclined to sit back and make the manufacturer prove that 
his merchandise will sell, instead of going out and buying 
what experience has proven will sell. 

* * * * 


Farmer is a fixture man. That, I protest, is nothing 


against him. When he was young and inexperienced his 
foot slipped and he fell into the fixture business. Being 
in, Fred decided that he would be a kingpin fixture man 
or crack a hame trying. There are very few fixture men 
who can give Fred Farmer much of a handicap and beat 
him to the order, and fewer yet who can beat him to the 
bank with the profits on that order. Which entitles Fred 
to a hearing. 

“The idea of putting all the burden of marketing elec- 
trical products on the manufacturers is bad for everybody, 
and it is particularly bad for the jobbers,” says Farmer. 
“In fixture distribution, the jobbers either dropped out or 
never entered the business because of the amount of detail 
involved. The 
salesman wouldn’t give a customer a chance to buy any 


You know how fixtures used to be sold. 
fixtures ‘as is.’ Before he or she could decide one way or 
the other, Mr. Salesman would suggest changing this or 
that, hanging another doo-dangle here and a tassle there, 
adding an arm or amputating one, and in the end making 
cach particular lighting fixture a special assembly of 
standard parts. 

“Then, too, the fixture dealers used to be too insuffer- 
ably familiar with cost figures. A dealer would find that 
he was paying an extra percent for fixtures equipped with 
sockets, so he ordered ’em sans sockets. He found he was 
paying somebody a fraction more for chain that was as- 
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sembled into lighting unit for chain bought in bulk, so 
he ordered ‘em without chain. Finally, he got hep to the 
fact that he could buy a few pans and canopies and 
lengths of chain and sockets and make his own fixtures— 
which he did to the detriment of his sales volume, his 
peace of mind, his bank balance and the business as a 
whole. 

“I don’t blame the jobbers for condemning the fixture 
business under these conditions, but I point out this fact— 
instead of helping to correct conditions, they let things go. 

“And now they put it up 
to the manufacturers to 


ting back and saying, “When Washington was crossing 
the Delaware I put in a line of fixtures and got burnt so 
bad I haven’t slept well since. The subject came up 
again the day before Lincoln was shot, and we decided 


, 


not to monkey with fixtures.’ 

The manufacturer doesn’t want the electrical jobber 
—or any one else, for that matter—to monkey with fix- 
tures. He doesn’t want the dealer or the contractor to 
build fixtures on the installment plan, simply because it 
is a piece-meal method of doing business and one that 
results in waste and turmoil. 

“The majority of fix- 





prove that fixtures will sell 
under present bettered con- 
ditions, instead of knowing 
that fixtures will sell.” 

* * *& # 

The jobbers should learn 
that fixtures will sell from 
a catalog without samples 
or display room, that they 
come packed in substantial, 
plainly labeled cartons, and 
can be passed into and out 
of stock without any more 
loss, damage or deterio- homes. 
rations that occurs in a car- 
load of carbolineum treated 


How should the jobber 
know this? Exactly as a 
moose with a good spread 
of antlers knows how to get 
through a thick forest—it’s 
his business. 

It’s his business, f’r ex- 
ample, to know about an 
analysis of territory that 
recently was conducted by 
one of the fixture manufac- 





turers. This study showed + 


Distributing Fixtures 


VER 200,000,000 electric lamps 

were sold in the United States now seen in the average 
during 1921, which is proof positive 
of the extent of the lighting business. 
As with lamps, so with fixtures. 
There is a very large volume of busi- 
ness done in lighting fixtures, especi- 
ally those designed for middle-class 


As it stands today, jobbers, for one 
reason or another, distribute but very 
poles. few of these fixtures, and consequent- 
ly fail to participate in the turnover. 

Fred R. Farmer thinks 
so in this article—that by concentrat- turer quantity production 
ing on a few standardized, neutral 
designs, and with carton packing, 
jobbers can handle fixtures with bene- 
fit to themselves and to contractor- 
dealers. Also, they can be distributed 
with just as much efficiency as any 
other staple electrical product. 


“ce 


tures,” says Farmer, “are 
for middle-class homes, and 
experience tells one that 
there is no occasion for the 
great multiplicity of styles 


dealer's ‘forest of fixtures. 
* * & 

“Let the manufacturer 
take some neutral design and 
work it up into different 
styles of center fixtures and 
brackets, and I'll warrant 
you that the dealer can make 
up a better stock and display 
than he could with fixtures 
he assembles. himself, and at 
one-third the outlay — in 
and says money. Give the manufac- 





along with standardized de 
sign and assembly, and he 
can cut down costs and elim- 
inate the waste of fixture 
assembly in a dealer's shop. 
Add carton packing to this, 
and you have solved, in a 
great measure, the problem 
of jobber distribution of 








that as long as a certain 
salesman sold fixtures to the 
small-town electricians on a catalog basis the electricians 
bought fixtures ready-made; and when another salesman 
went in and educated these electricians up to where they 
established show rooms and sold from sample, the elec- 
tricians began to buy parts and make home-brew fixtures. 

It’s his business to know that a good 80 per cent (in 
quantity, not in value) of the fixtures made and sold are 
of types which lend themselves to quantity production 
and jobber distribution. Neutral designs, total assembly, 
complete wiring, dependable finish and carton packing are 
the oustanding features which take this type of fixture out 
of the handicraft studio and make it a standardized item 
of factory-made merchandise. 

It’s his business to know that the business in this type 
of fixture exceeds in volume the business in washing 
machines and electric cleaners, and that it about equals 
the combined business in wire, conduit, BX, tape, knobs, 
tubes and boxes installed in residence buildings. 

In short, it’s the jobbers’ business to sit up and show 
a little interest in this quantity production and carton 
packing movement in the fixture business instead of sit- 


lighting fixtures. 

“Special fixtures are dif- 
ferent, and this is where the manufacturer’s catalog comes 
in to assist in the selection of designs. Special jobs, too, 
have to have individual attention, but the big run of fix- 
tures can be handled just as efficiently and profitably as 
any other,commodity the jobber distributes.” 

* * * * 

In the old days, jobbers met the manufacturers’ sales- 
men with the greeting, “Nothing doing.” If dragged 
into further discussion, their next remark was, “Go get 
a reputation.” And the final clincher was, “Show me 
some business.” 

Jobbers teday are a few jumps ahead of that. But 
I will stick to my assertion that even yet the jobbing 
trade as a whole is not alive to the opportunity which 
is embodied in the department-store attitude toward buy- 
ing. And it can be applied to the distribution of lighting 
fixtures just as well as other electrical products. That 
is the big idea that I carried away from my interview 
with Fred Farmer. 

It all sums up in seven words: You can’t sell what 
you don’t buy. 
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Value of a Lighting Exhibit 


Columbus Jobber Proves Industrial Lighting Demonstrations Give Educa- 
tional Publicity and Build Business 





=< business building means either more cus- we are maintaining it as a permanent exhibit, ready to 


tomers and better acquaintance with the buying work at any minute. And since its installation the exhibit 


public or a greater demand from existing cus-. has proven the value of demonstration as an aid to sell- 
tomers. All together they should make a winning com- ing.” 
bination,” says O. L. Jeffries, president of the Electric While the fixtures and other equipment were being 
Sales Co., Columbus, Ohio. “For these reasons we de- installed, the interest and co-operation of contractor 


cided to conduct a campaign to teach the users of light dealers in and around Columbus were being secured, and 
in Columbus the wisdom of providing more and better all prospects for better lighting were listed, and then 
lighting. classified and grouped. Form letters and circular letters 

“We equipped our third floor with apparatus designed * were sent out, calling attention of these prospects to the 
to make the equipment itself tell our visitors from the exhibit and stating the dates on which demonstrations 
industrial, commercial, display and advertising fields how would be made. Details were arranged so that after 
correct lighting makes profit and displaces loss just as . the exhibit was ready, it was possible to make demon- 
surely as it brings cheer and drives out gloom and grim _ strations to two different groups each day. 


shadows. The exhibit was made in conjunction with the Sterling 

“Besides a portable demonstration we installed several [Electric Lamp Division, National Lamp Works of 
complete systems of industrial and commercial direct General Electric Co. The Electric Sales Co. furnished 
lighting units, and in one corner a fully equipped demon- floor space, tables, chairs and other necessary conveniences 
stration display window. So well convinced are we of as well as all equipment except the portable demonstration 
the value of this ‘showroom’ in selling illumination that outfit. Also, the company provided for wiring expense, 








! ig 
| 


a 


View of the Equipment Installed by the Electric Sales Co., Columbus, for a Permanent Lighting Demonstration, and Which 
Has Been the Means of Stimulating Better Illumination in Columbus and Vicinity. 
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office help for cireularizing and correspondence, adver- 
tising and items incidental to local operations, as well 
as giving the time of its lamp salesmen not required for 
routine work. The Sterling Electric Lamp Division pro- 
vided the services of a demonstrating engineer, and of 
its salesman in charge of the territory as well as that of 
specialists from Nela Park when it was deemed expedient. 
The Division furnished the portable demonstration outfit 
and the foot-candle meters. 

At the opening demonstration William Coale, manager 
of the Sterling Division, spoke to a group of 62 con- 
tractor-dealers, giving them a broader view of the field 
for electric lighting and convincing them that only a start 
has been made in solving the lighting needs of modern 
civilization. The demonstration was then made, and left 
no doubt as to its practical value in an educational cam- 
this 
particular kind. 

For some time 
thereafter, at the 
two or 


paign of 


rate of 
three demonstra- 
a day, the 
bring- 
ing in and enter- 


tions 
work of 
taining various 
organizations 
was continued. 
Forty groups 
and organiza- 
tions were sched- 
uled and_ they 
included 659 
These 


organizations 


persons. 


and groups were: 
Machine 
and 


shops 
foundries; 
architects; metal 
product 

facturers; 


manu- 

con- 
tractor - dealers 
in towns in cen- 
tral and southern Ohio; local manufacturers and deal- 
ers in fabrics and-leather goods; garage, automobile sup- 
ply and repair,nien; hotel men and druggists; dealers in 
hardware, paints and oil; state industrial commission; 
jewelers, florists and wall-paper dealers; contractors and 
manufacturers of furniture, lumber and mill supplies; in- 
surance men; hospital officials; dealers in dry goods, furs 
and millinery; clothiers and shoe dealers; electrical en- 
gineers; municipal lighting plant employes; master bar- 
bers’ association; Columbus Railway, Power & Light Co. 
employes; Panhandle railway shop employes; bakers and 
delicatessen shop keepers; Godman Shoe Co. employes; 
local electrical dealers; grocers, butchers and confee- 
tioners; second barbers’ meeting; state inspection bureau; 
dyers and cleaners; window trimmers; dentists and pho- 
tographers; printers, engravers and lithographers; imple- 
ment, automobile and truck dealers; real estate board; 
Y. M. C. A. classes; Columbus Advertising Club; electrical 
jobbers; high school students; restaurant and _billiard- 
room owners; university student nurses; Engineers’ Club; 
state and city opticians’ organizations; city church feder- 





Display Used to Demonstrate Various Effects in Show-Window Lighting at 
Lighting Exhibit of Electric Sales Co. 





ation; Young Men’s Business Club; Ohio State University 


engineering.classes; furniture dealers. 

After having full opportunity to observe closely the 
reception and effect of the demonstration on those who 
saw it, Mr. Jeffries expressed his approval of the plan 
as a business-building enterprise. 
aware from the first that it would be handled as edu- 
cational publicity and not as a selling or soliciting service, 
and that the results would in a large measure also directly 
benefit his local competitors, yet he felt that his share 
of the returns would more than compensate for the time 


While he was well 


and outlay. He ascribes to the demonstration much of 
the credit for the satisfactory volume of business while 
the demonstrations were being conducted on a schedule 
basis. 
that profits directly traceable to the campaign will soon 
overbalance the 
entire outlay and 
the company will 
be able to build 
continuously by 
follow-up meth- 
ods upon the 
foundation thus 
laid for 
substantial, per- 
manent business 


Since that time developments have convinced him 


very 


gains. 

From the pre- 
valence of dis- 
cussion of illu- 
mination ques- 
tions among 
business and pro- 
fessional men in 
Columbus, it is 
evident that the 
foot-candle 
ter has become 
identified, with 
‘Satisfactory illu- 
mination service, 
and that a great 
majority of the contractor-dealers will hereafter use it in 


me- 


their activities. It is also evident that the engineers and 
opticians who saw the demonstration will be advocates of 
proper illumination, and that through them the people of 
Columbus will better understand what good lighting means 
not only in industrial plants, offices and stores, but in 
such institutions as schools, churches and auditoriums. 
Demonstration brings out the advantage of adequate illu- 
minaticn so quickly and forcefully that it leaves no room 
for doubt in the minds of those who have an opportunity 
to see an exhibit such as now being permanently made by 
the Electric Sales Co. 

Before the close of the demonstration, which was in 
charge of H. W. Culbertson, illuminating engineer, 
Electric Sales Co., and R. W. Wheelock of the Sterling 
Electric Lamp Division, plans were discussed whereby 
a modified form of the demonstration could be made in 
Plans 
were also discussed for making a home-lighting demon- 
stration on a somewhat similar plan, and possibly in con- 


a number of cities in the Columbus territory. 


nection with an electrical home. 
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The Manufacturer, Jobber and 


Contractor-Dealer 


Their Relations Discussed in Speech Before Atlantic City Convention of 


veloping the business of the electric light and power 
industry in the presence of this body of experts, and 
I resolutely decline to talk about specific or detailed 


I HESITATE to speak at all upon the subject of de- 


methods, because I realize 
that my only safeguard is 
to deal 
There are 
kinds of 


in generalities. 
at least two 

generalities 
available to me—one way 
being to use my ingenuity 
in stating in as many 
ways as possible that we 
all ought to get together 
and push the 
and the other way being 


business, 


to select one or two gen- 
eral problems of the in- 
dustry and tell you what 
I think about them. The 
one which most interests 
me is the relation of the 
electric light and power 
company, the 
turer, the jobber and the 
dealer. 


manufac- 


This particular 
subject is a complicated 
and delicate one, notwith- 
standing that the field of 
endeavor of each of the 
parties is theoretically 
clear and the end to be 
achieved is agreed upon 
on all sides. I will not 
risk myself so far as to 
discuss the ethics of this 
relationship, but I am 
going to say a word or 


two about its action and reaction in the field of develop- 
ment of the business of the electric light and power com 


pany. 


In the early days of electricity the inventor-manufac- 
turer covered the whole field, just in the same manner 
that steamboat and steam-locomotive 
turers covered their field; 
machines and they operated them. The rapid growth of the 
electric light and street-railway business into a public ne- 
cessity soon relegated the manufacturer in the main to his 
own job, because both jobs got too much for him. Up to 


this time there was no demand for the work of the jobber, 


the National Electric Light Association 


By GUY E. TRIPP 


Chairman of the Board, Westinghouse Electric & Manufacturing Co. 


— 


A Fair Field and No Favor Necessary for Everyone in the 
Electrical Trade, Says Guy E. Tripp. 





and the two other parties had the field to themselves. It 
was only when the people’in the electrical industry, both 
the manufacturer and the electric light and power com 
pany, awoke to their shortcomings as business developers 


that a job was made for 
the jobber. 
The life of the pioneer 


jobber was not always 
happy in those days when 
light 


followed the practice of 


electric companies 
furnishing free lamp re- 
newals and cut prices on 
a method 





other supplies 
of lottery management 
which defied accurate ac- 
counting on the part of 
the utility and furnished 
a kind of 
which drove the jobber to 
But the jobber 
lived on, not because he 


competition 
despair. 


was of much account as a 
load builder for the light 
or railway company, but 
for the reason that he was 
a convenient warehouse 
for ,the itself. 
He carried supplies which 
had at a 
and 


company 
could be mo- 
that 
was worth a good deal. 
It has 
very recent years that the 


ment’s notice, 


been only in 


jobber has had his oppor- 
tunity as an important 
ally of the utility in the 
field of new-business de 


velopment, and it is only in a comparatively recent 
time that the electric light and power companies have 


recognized the great value of the jobber and dealer in the 


capacity of load builders. 


inventor-manufac- 
that is to say, they built the — the business. 


clearly drawn. 





Manufacturers 


For the purpose of a discussion of business getting it 


The general position of these 
interests in the electrical trade, so far as it has been 
developed, is a perfectly logical result of the evolution of 
Of course, the lines of endeavor are not 


are still in the field as 


operators of public utilities, and they are also in the job- 
bing field, and to a lesser degree some light and power 
companies are still in the dealer field. 
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makes little difference whether a public utility is operated 
by an electrical manufacturer or not, but the policy of 
the manufacturer or the light and power company in 
entering the dealer business may produce an effect which 
may either increase or decrease the rate of the growth of 
the light and power company’s load. 

The relation of the jobber to the dealer is a most im- 
portant factor in the situation, and I shall refer to it a 
little further along. I mention it now only for the pur- 
pose of giving notice that I am going to place upon the 
jobber some responsibility for the dealer, and also to 
charge the dealer to the account of the jobber as an asset. 


Attitude of Manufacturer to Jobber 


But first I ask your attention to the attitude of the 
manufacturer toward the jobber, and here there are a 
number of features involved. What the manufacturer 
wants is a wide distribution of his goods, and where in 
any locality this is accomplished by dealing through inde- 
pendent jobbing houses, no better results being possible 
of attainment by investing his money in the creating of 
new jobbing houses or by the purchase of existing ones, 
the manufacturer, since he ordinarily has other uses for 
his money, will probably not wish to make the investment. 

There is, however, one complication which I see no way 
to avoid, and that is that the jobber in practice, by reason 
of obtaining quantity discounts and for other reasons, 
often finds it expedient to tie up with one manufacturer 
or another as his sole representative in one or all lines of 
apparatus. Therefore we have in such cases a situation 
of the jobbing houses being recognized as the agents of 
one manufacturer or another. This sets up a condition 
under which, on account of the keen competition, manufac- 
turers become critical—many times overcritical—of the 
distribution outlet furnished by the agent’s jobber, often 
for reasons quite apart from the jobber’s ability, and this 
is a force which tends to induce the manufacturer either 
to enlarge the outlet or create new ones. 

What the ultimate result of this tendency will finally be 
it is difficult to state, but, if it should come about without 
any plan or program, simply through force of circum- 
stances that the large manufacturers should to a still 
larger extent control -their own jobbing houses, it brings 
forward an interesting problem as to what the effect will 
be upon the independent jobbers. By “independent” I 
means those who buy their goods from any source which 
they choose and offer any kind of apparatus without re- 
striction. They, of course, are bound to be in competition 
in some cases with the houses owned by the manufacturer, 
and, therefore, as to those cases at least, there must be a 
conflict of interests; but there is certainly one direction in 
which they can establish themselves in the strongest pos- 
sible defensive position, and that is by allying themselves 
with the central-station company. 


Jobber an Ally to the Contractor-Dealer 

If an independent jobber becomes a valuable load build- 
er for the central station in his territory, he may be sure 
of co-operation and support, and that is the central point 
to which my remarks have led, viz., that the greatest op- 
portunity for the highest development of the business of 
the jobber, independent or otherwise, lies in the direction 
of establishing himself, not as a mere vender of electrical 
appliances, but as a great power in the development of 
the electric light and power field of the country. 


It is easy to say that if a jobber attends to his own 
business and sells goods, the result will be what I have 
just mentioned; but that is not the answer. His numerous 
salesmen are all available to spread proper propaganda in 
favor of the central-station company. He can furnish 
service to his customer of a character which will minimize 
criticism of service of the central station, and in general 
he can so conduct himself as to compel the central station 
to become his ally. But his most fruitful field is that of 
the dealer and contractor. By the selection, education, 
support and encouragement of the right men in these 
departments which furnish the touch with the public, the 
jobber may be able to build up a capable trade organiza- 
tion which will not only support his own business, but 
which will also be a business-building organization for the 
central stations and which will command their support. 
He is, in fact, in the unique position in the electrical in- 
dustry—a position which does not exist, I think, in the 
ordinary jobbing trade—of being able to secure valuable 
trade indorsement of a powerful interested party. He is a 
free agent and is no longer in the position of being ground 
between the upper and nether millstones of the manufac- 
turer and the dealer central} station of an earlier time. 

I am not prepared to say that the present tendency of 
the manufacturer to control his distribution outlet will 
grow to any larger proportion than now exists or whether 
it is actually sound frém an economic standpoint, but I do 
believe that whatever the future development may be, it 
will be the result of a slow growth and come about from 
the efforts of the electrical distribution business to find 
itself; and that the pivotal point around whicb the whole 
problem swings is the question whiich system is most de- 
manded in the process of growth and development in the 
electric public utility field, and that demand will be meas- 
ured by the relative value of the support which a given 
system furnishes in the matter of central-station business 
development, and central-station business development is 
only another name for public service. 


Central Station Growth Affects Distribution 


All interests in the public utility field realize that the 
electric light and power business is taking on a new form 
of development and is rapidly becoming a national public 
utility. The growth and rapid expansion of superpower 
lines, which entirely ignore state boundaries and reach 
into the operation of our national railway system, and the 
federal water-power act providing for water-power de- 
velopment on rivers coming within the jurisdiction of the 
United States government—and most of the important 
powers are on such riyers—inevitably tend to bring the 
industry more and more under the eye of the federal gov- 
ernment. 

This, together with the growth of powerful holding 
companies, whose operating properties cover large terri- 
tories, necessarily has an effect upon the problem of dis- 
tribution of electrical apparatus, and it would appear 
obvious that the effect will be in some cases unfavorable to 
the small local jobber. If this is so, we should naturally 
look in the future to seeing an increase in the number of 
larger jobbing houses of the character of many with which 
we are familiar, covering a wide territory. 

I should not, however, regard this evolution as at all 
inimical to the independent jobber. It simply furnishes 

(Continued on page 56) 
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How “Elexits” Are Used 


Announcement Made of Adopted Designs of Plugs and Wall and Ceiling 
Outlets to “Hang a Fixture Like a Picture” 


By E. CANTELO WHITE 


fe word “‘fixture’’ implies fixity or immobility. As 
applied to lighting equipment, fixity was desirable 
in the early days of electric lighting because of 
But 
times have changed, lighting equipment is now relatively 
' rugged, and to make 
it rigidly fixed is a 


the crude designs available for such equipment. 


serious handicap, 
which should be over- 
come in order to ben- 
efit the 
distributers of 


and 
“fix- 
as well as the 


makers 


tures” 
users. 

W ithin the last 
three years this feel- 
ing has rapidly 
grown in lighting cir- 
cles. Everyone that 
seriously considered 
the 


nized 


subject recog- 
that if “‘fix- 
tures” could be made 





more easily mount- 
able and demountable 


they would be readily 


E, Cantelo White 


changed fer newer designs or such as would better suit 
changes in decorative scheme of different rooms or the 
If it could be made to 
“hang a fixture like a picture” improved lighting effects 
would be obtainable and more fixtures would undoubtedly 
be sold. 

These and incidental advantages could be achieved, pro- 
vided a simple, standard method of fixture attachment 


requirements of different tenants. 


were adopted. This meant standardized, interchangeable 
wall and ceiling receptacles and corresponding attaching 
and connecting plugs on bracket and ceiling fixtures. Two 
years have been devoted to the study of the requirements 
of such receptacles and plugs and to the development of 
designs that are satisfactory froma mechanical, electrical 
and esthetic standpoint. Many ideas were tried out until 
the designs of receptacles, plugs and accessory fittings 
now ready for the market were finally adopted and pro- 
duction commenced. 
The basic ideas are the invention of the writer, 
and the patents are owned by the Electric Outlet Co., of 
which he is president. Eleven license manufacturers, 
which include the Arrow Electric Co., Benjamin Electric 
Manufacturing Co., Bryant Electric Co., Cutler-Hammer 
Manufacturing Co., Economy Fuse & Manufacturing Co., 
General Electric Co., Hart & Hegeman Manufacturing 


Co., Harvey Hubbell, Inc., H. T. Paiste Co., Pass & Sey- 


mour, Inc., and Weber Electric Co., assisted in the de- 
velopment of “Elexits,” and will produce them so that 
they are interchangeable. The same catalog numbers will 
be used by all manufacturers to designate the same de- 
vices, thus making it possible to specify exactly what 
items to use for equipping any outlet regardless of where 
the devices are obtained. 

Jobbers and jobbers’ salesmen will find the following 
illustrated descriptive material of special interest becaus¢ 
it is one of the first authentic announcements of the com 
plete “Elexit” line. 


Wall Lighting Outlets 


For a 314-in. round or octagon 
outlet box 11% in. deep, with two 
lugs tapped for Nq. 8-32 screws 
spaced 2%, in. diagonally, and 
fitted with a 3-in. fixture stud— 

Use an LX-101 Elexit recepta- 
cle and an LX-801 finishing plate. 
Attach these direct to the tapped 
lugs of the box with the screws 
furnished with the receptacle. 





LX-151 





Or use an LX-101 Elexit recep- 
tacle, an LX-151 stirrup and an 
LX-301 finishing plate. Screw the 
stirrup to the fixture stud and at- 
tach the receptacle to the stirrup 
with the screws furnished with the 
receptacle. 


For a 4-in. square box 14, in. 
deep with 3¢-in. fixture stud and 
box cover— 

Use an LX-101 Elexit recepta- 
cle, an LX-153 stirrup and an 
LX-801 finishing plate. Screw the 
stirrup to the fixture stud and at- 
tach the receptacle to the stirrup 
with the screws furnished with 
the receptacle. 


For a 4-in. square box with 
No. 52-C-63 box cover— 

Use an LX-111 Elexit recep- 
tacle and an LX-811 finishing 
plate. Screw the receptacle 
directly to the tapped holes of 
the box cover, using the screws 
furnished with the receptacle. 





LX-111 LX-311 


For a 4-in. round or octagon 
outlet box, with No. 54-C-63 
box cover— 

Use an LX-111 Elexit re- 
eeptacle and an LX-811 finish- 
ing plate. Screw the recepta- 
cle directly to the tapped 
holes of the box cover, using 
the screws furnished with the 
receptacle. 
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For old concealed work. 





With a No. 11. collar-clamp 
outlet box used in wiring ex- 
isting buildings with BX 
cable or loom 

Use an LX-111 Elexit re- 
ceptacle with an LX-311_ fin- 
ishing plate. Attach the re- 
ceptacle to the front clamp 


with the screws which are fur- 
nished with the receptacle. 

Or use an LX-101_ Elexit 
receptacle and an I.X-801 fin- 
ishing plate. Attach the re- 
ceptacle to the front clamp 
with the screws which are fur- 
nished with the receptacle. 





For exposed work. With a type 1LXC 
form 1 condulet used in exposed wir- 
ing 

Use an LX-101 Elexit receptacle, and 
an I,X-801 finishing plate if required. 
Attach the receptacle to the condulet 


with the screws furnished with the re- 
ceptacle. “ 
Wall Elexits are “complete conven- 


ience outlets” because they can be used 
for connecting any electrical appliance 
when the proper Elexit plug is em- 
ployed for attachment. This is done in 
the same manner as attaching a light- 
ing bracket equipped with Elexit devices. 


Note Wall outlet 
project beyond the plaster. 


Ceiling Lighting Outlets 


For a 314-in. or 4-in. round or octagon box 11 in. deep with 
lugs tapped for No. 8-32 screws, spaced 2% in. or 3Y, in. on 


No. 11 
Collar-Clamp Box 


boxes must not 


centers, with °4-in. fixture stud, box set flush with ceiling— 
Use an LX-202 Elexit 
receptacle, an  LX-252 


itirrup, an I.X-262  seat- 
ing ring and an I.X-462 
finishing plate. Screw the 
stirrup to the fixture stud 
and attach the receptacle 
to the stirrup, using the 
screws which are furnished 
with the receptacle. 

Or use an LX-200 
Elexit receptacle and an 





LX-400 finishing _ plate. 
Remove the fixture stud 
from the box and attach 


the receptacle directly to 
the tapped lugs, using the 
serews which are furnished 
with the receptacle. 


For 31/-in. or 4-in. round 
or octagon outlet boxes 
1%, in. deep with lugs 
tapped for No. 8-82 
screws spaced 2%, in. or 
314, in. on centers, with 
¥g-in. No-Bolt fixture 
stud 

Use an LX-200 Elexit 
receptacle and an LX-400 
finishing plate. Attach 
the receptacle directly to 
the tapped lugs, using the 
which are fur- 
nished with the receptacle. 

Or use an IL.X-200 Elexit 
receptacle, an LX-254 stir- 
rup and an L.X-400 finish- 
ing plate. Screw the stir- 
rup to the No-Bolt fixture 








screws 


LX -252 LX -202 


stud and attach the re- 
ceptacle to the stirrup, 
using the screws” which 


are furnished with the re- 
ceptacle. 


LX-262 














For 4-in. square outlet boxes 11/4, in. deep, having box cover 
provided with lugs tapped for No. 8-82 screws spaced 2%, in. 
on centers, and any kind 
of %-in. fixture stud, box 


cover set flush with ceil- 
ing— 
Use an LX-200 Elexit 


receptacle and an LX-400 
finishing plate. Attach 
the receptacle to the lugs 
on the box cover, using 
the screws which are fur- 
nished with the receptacle. 

Or use an_ I.X-200 
Klexit receptacle, an LX- 
254 stirrup and an LX- 
400 finishing plate. Screw 
the stirrup to the fixture 





stud and: attach the re- 
ceptacle to the stirrup, 
using the screws’ which 





are furnished with the re- 
ceptacle. 


LX-462 


For 3'4-in. or 4-in. shallow boxes or plates, set flush, and 
fitted with 3¢-in. fixture stud— 

Use an LX-202 Elexit receptacle, an LX-252 stirrup, an 
IL.X-264 seating ring and an LX-464 finishing plate. Screw the 
stirrup to the fixture stud and attach the receptacle with seat- 
ing ring to the stirrup, using the screws furnished with the 
receptacle. 


For 3'4-in. or 4-in. shallow boxes or plates, set on surface 
and equipped with %-in. fixture stud— 

Use an LX-202 Elexit receptacle, an I.X-252 stirrup, an LX- 
266 seating ring and an LX-466 finishing plate. Screw the 
stirrup to the fixture stud and attach the receptacle with seat- 
ing ring to the stirrup, using the screws furnished with the 
receptacle. 


For old concealed work.: With 
a No, 20 collar-clamp outlet box 
used for wiring existing build- 
ings in BX cable or loom— 

Use an LX-200 Elexit recep- 
tacle and an LX-400 finishing 
plate. Attach the receptacle to 
the front clamp, using the 
screws furnished with the re- 
ceptacle. 





No. 20 Collar-Clamp Box 


. ; 
For exposed work. With a type LXC form 1 or type LXC 
form 2 condulet— ; 

Use an LX-200 receptacle, and an I.X-400 finishing 
required, Attach the receptacle to the condulet, 
screws furnished with the receptacle. 


plate if 
using the 


Note—When ceiling outlets are wired for two-circuit fixtures, 
substitute LX-230 or L.X-282 receptacles in place of LX-200 or 
I.X-202 receptacles, respectively. The catalogue numbers of 
plates, seating rings and stirrups remain the same. 


Types of Elexit Plugs 


The following illustrations show the types of plugs used on 
all kinds of lighting fixtures, and on wall and ceiling fans, wall 
heaters, etc., so that they may be securely fastened and con- 
nected by simply plugging them into Elexits, and vet be re- 
movable instantly when desired. ; 


$ @ 


LX-501 





LX-600 


LX-511 


The L.X-501 plug is adaptable for use on all simple commer- 
cial types of electric wall brackets. 

The LX-511 plug is adaptable to ornamental types of wall 
brackets, and is also suitable for use with wall fans, heaters, ete. 
_ The L.X-600 plug is adaptable to all kinds of ceiling lighting 
pg as well as electric appliances to be supported on the 
ceiling. 
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\ \ YHAT have you done to tie in with 
the “Sell "Em Something More” 
‘ampaign for increasing the sales 
of your dealer customers? Have you been 
interested enough in their success to show 
them how additional sales can be devel- 
oped? Have you gone back of any 
dealer’s counter and demonstrated how 
fuses can be sold with lamps, how feed- 
through switches and two-way plugs can 
be sold with socket devices; how, in fact, 
all related electrical devices can be sold 
together to give better service to custom- 
ers and to increase the volume of sales in 
the industry / 
If you have been working along these 


HREE prizes will be awarded for 
the best “Sell "Em Something More” 
stories sent in. There are absolutely no 
conditions except that the stories must be 
a record of actual experiences and methods 
used in helping electrical dealers make ad- 
ditional sales to their customers. Anyone 
can enter the contest. 
A prize of $50.00 in cash will be given 
to the one sending in the best story. 
A prize of $30.00 will be given for the 
story that is rated second. 
A prize of $20.00 will be given for the 
story that is rated third. 
Any story not awarded a prize will, if 
published, be paid for at regular rates. 








Sell "Em Something More 


Sell "Em Something More 





Prize Announcement 


lines with your dealers and using the “Sell 
"Em Something More” campaign as a 
basis for your activities, why not write a 
story about it? Jot down your experiences 
during the five months the campaign has 
been in progress, just as if you were telling 
some other jobber’s salesman how you are 
helping your dealers. You don’t have to 
be a literary genius and your name will 
not be published with the story unless you 
desire it. Just tell detailed incidents of 
your work as interestingly as you can. 

Your story should benefit jobbers’ sales- 
men all over the country, for summer is 
coming and there will be need for boosting 
retail sales during the hot spell. 


$100.00 for the Best Letters 


In awarding the prizes more attention 
will be paid to the record of the results in 
increasing sales than to the literary qual- 
ity. In other words, if you have been 
highly successful in working with your 
dealers, a story of the methods used and 
results obtained will get more considera- 
tion than a literary effort containing a lot 
of theories. 

The judges will be THE JOBBER’s SALEs- 
MAN editorial staff in conjunction with 
several prominent executives of electrical 
supply houses. 

August 31 will be the closing date, and 
the winners will be annuonced in the Oc- 
tober issue of THE JOBBER’s SALESMAN. 
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A Brief for the 


Business Man 


Business Is Coming of Age 


By DR. FRANK CRANE 


USINESS has about done standing 
B around like an overgrown boy, apologiz- 
ing for its existence, and waiting for 
recognition from society. It has been continu- 


ally snubbed, sneered at, 
and given the haughty 
“onee over” for several 
thousand years. All this 
time it has been, as it 
were, in its chrysalis. It 
is now coming out and 
finding its wings. 

In plain English, it 
means that the business 
man everywhere in the 
world is realizing the im- 
portance of his calling, is 
quietly assuming that dig- 
nity which is his due, and 
is about through with 
kow-tow:ng and apologiz- 
ing for being alive before 
that bunch of idlers we 
‘all “society,” or that 
other ancient and honor- 
able bunch we call “no- 
bility.” 

More young men are 
planning to enter a busi- 
iness career in this morning of the twentieth cen- 
tury than in any previous period of the world’s 
history. More young men are looking forward 
to becoming grocers, clothing merchants, rail- 
way managers, mining engineers and manufac- 
turers of the things humanity needs, than the 
number of those contemplating what has com- 
monly been known as the more gentlemanly pro- 
fessions. 

And what is more significant, the girls are 
manifesting a decided preference for the young 
fellows in business over those who take up pro- 
fessions. 

This is really a profound change. 'Time was, 
and not so very long ago either, that there was 
very little difference socially speaking between 
a merchant and a beggar, between the man that 
sold dry goods in the shop and the huckster that 
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peddled knick-nacks from a cart along the high- 
ways. 

They were all classified as being “in trade.” 
Duchesses, milords and miladies looked on them 
as a sort of lower order of 
creation. 

Education was not for 
them, and schools, espe- 
cially universities, made 
no provision for their 
training. All the young 
fellow could learn at 
school was to be a gentle- 
man idler, or one of the 
four professionals whose 
business it is to wait on 
gentlemen idlers, a lawyer 
to look after his proper- 
ty, a teacher to instruct 
his children, a doctor to 
physic him, and a 
preacher to save his soul. 

That sort of thing is 
changing. We are realiz- 
ing that a broad basis of 
general culture is as nec- 
essary for a_ wholesale 
hardware merchant or a 
manufacturer of steam 
fittings as it is for a man whose chief business 
is to play golf by day and gamble by night. 

The reason of this is that this is the age of 
democracy. 

Democracy is the big, new fact of the world 
and is rapidly bowling over all of the bunk that 
heretofore has imposed on mankind. 

And the first-born man child of Democracy 
is Business. 

It is the business man who, other things being 
equal, has the soundest notions of justice be- 
cause justice is the basis of all his operations, 
and the clearest notions of morality because in 
his hands morality is intensely practical, and 
makes the best citizen and voter because gov- 
ernment, after all, is nothing but a matter of 
business. 

Business is coming of age. 
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Pictorial Review of Electrical Developments 





What is believed to be the largest high-tension oil 
circuit-breaker ever built is being installed on the Mt. 
Shasta development of the Pacific Gas & Electric Co. 
It was made by the Westinghouse company and is for 
use on a 220,000-volt system with grounded neutral. 
The net weight is 15 tons, and 2000 gallons of oil are 
required for each pole. 








J. M. 


pianist, recently drew this crowd to the electric store 


Waterbury, the world’s champion marathon 


of the Home Appliances, Inc., in Chicago when he 
was trying to break his own record of 65 hours 25 
minutes and 30 seconds. His repertory ranges from 
“How Dry I Am” to the Chopin mazurka in F sharp. 
The price of a washing machine was reduced at the 
rate of 2 cents a minute for each minute that he played, 
and some patient individual got a machine for $85 
when Waterbury gave up romping across the ivories. 





Here’s the snappiest radio picture we could find this 
month—Miss Marie Devourak listening-in at Neptune 
Beach near San Francisco.—Photo by K. & H. 


Fairly good looking telephone “girls,” eh, what? 
There are twelve of them at the main board of the 
New York police department, which has one of the 


world’s largest private exchanges.—Photo by K. & H. 
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Hugh D. McKay, presi- 
dent, American Airways 
Training School, operat- 
ing a searchlight, in the 
aero lighthouse, — the 
first night guide for 
flyers to be operated in 
America, which was put 
into service at College 
Point, Long Island, at 
the entrance to Flush- 
ing Bay. The light is a 
steady beam thrown 
skyward from a_ high- 
power searchlight beam, 
and is the first of a 
series to be erected 
along the air route from 
New York to Chicago.— 
Photo by Keystone. 























has 


The 
partment of Electricity 





Dentists are using radio 
to divert the minds of their 
patients while undergoing 
treatment. They clamp the 
receivers on, and if there’s 
some music in the air, it’s 
pretty nice.—TIntl. Photo. 





San Francisco De- 





developed what is 


probably the most simple 
and convenient fire alarm 
box in the United States. 
ry . 

Io turn in an alarm all you 
do is break in a thin piece 
of glass and press down a 


lever.—Photo by K. & H. 





Imagine what your boy 
—if you have one— 
would do with a little 
car like this! Wouldn't 
he be the most popular 
kid in the whole neigh- 
borhood? It’s an elec- 
tric put on the market 
some time ago, and is 
operated from storage 
batteries like those used 
in electric trucks. Has 
front and rear lights, 
pneumatic tires, bumper, 
steel wheels an’ every- 
thing. 






























Those who have 
had the _ pleasure 
of visiting the new 
quarters of the 
Tafel Electric Co. 
at 329 West Main 
street, Louisville, 
Ky, say that the 
equipment is the 
last word in the 
handling of elec- 
trical supplies. 
The building is 38 
feet wide and 225 
feet deep, with full 
basement. The of- 
fices are in the 
front of the first 
floor, the remain- 
der being devoted 
to shelf. stock. 
There are 23 sec- 
tions which include 
over 2000 bins. In 
the rear of the 
first floor are the 
assembling aon d 
packing rooms, 
connected by a 
spiral chute to the 
shipping room in 
the basement, 
which is at truck- 
bed level. 
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SUPPLIES 








The Tafel Electric 
Co. was organized 
in 1902, and has 
been wholesaling 
electrical supplies 
since 1914. When 
the company 
moved into its new 
building last win- 
ter, the retail de- 
partment was dis- 
continued, making 
it one of the first 
exclusive jobbers 
in its territory. 
From left to right 
in the center illus- 
tration are: H. 
Wielage, C. Narz, 
E,. C. Monheimer, 
J. L. Rieghart, M. 
McKinney, E. W. 
Smith, vice-presi- 
dent; Paul Tafel, 
president and 
treasurer; N. Tra- 
num, F. T. Kent, 
A. Harrison, H. 
Schmeider, W. C. 
Foster, J. O’Brien, 
A. O'Leary, B. I. 
Folsom, A. C. Link 
and T. Allen. 





Tracey E. Bibbins 


President of the Pacific States Electric Co., San Francisco 
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MEN YOU SHOULD KNOW 


Tracey E. Bibbins, 


ACK in the late 70’s—or it might have been the 
B early 80’s—the casual observer among the citizenry 

of San Francisco might have noticed a crowd gath- 
ered on any corner along Market Street on almost any 
day of the week. Curiosity prompting, the observer would 
find on coming closer that the eyes of the crowd were 
centered upon two small boys in the middle of the throng. 
Were these two urchins play- 


President, 
Pacific States Electric Co. 


instead of him picking a job to his particular liking. 
It was by accident that he landed in the electrical busi 
ness. At that time the first electrical railway in that sec- 
tion of the country was being erected in Albina. He 
landed a job with the construction gang. 
duties were “very intricate.” 


His particular 
They were to push a con- 
struction car around, dig post holes and do various other 


forms of manual labor. 





ing marbles or shooting craps? 
They were not. They were 
pommelling each other as fast 
as they could swing their arms 
and small fists. 

It was the age-old game of 
“Put and Take’’—without the 
top—and one of these diminu- 
might have 





tive combatants 
been recognized as Tracey E. 
Bibbins, now president of the 
Pacific States Electric Co., of 
the 
country’s largest electrical dis- 


“e The 


San Francisco, one of 
tributors and without a ques- 
tion the largest on the Pacific 
Coast. 

For Tracey was encroaching 
upon the “squatter rights” of 
the other newsboys (so they 
thought) who had established 
points 
along the thoroughfare. That, 
little in 


themselves at various 





however, meant 


Personnel 


66 Y IDEA of a successful 
jobbing 
Tracey E. Bibbins, “is that it 
must have a service to offer as 
strong as its men. 
successful 
must carefully select the man for 
sach particular job, and then be 
sure that he is fully inspired. By 
inspired I mean that the head of 
any company must imbue his men 
with the incentive to give the 
best that is in them to their em- 
ployer and to their customers. 
“On personnel and organiza- 
tion rests the entire success of 
any electrical jobbing house.” 


Having hardened up _ his 
muscles he left this job within 
a few months to join the North- 
west Electrie Construction Co., 
which had opened a_ small 
store in Portland. Here Bib- 
bins was everything from of- 
fice boy to 
Later. this firm was absorbed 
by the Edison Electric Mfg. 
Co., which, in turn, was taken 


house,” says 


sales manager. 


executive 
over by the Edison General 
Electric Co. This later 


merged with the old Thomp 
son-Houston Co., to form the 


was 


present colossal electrical in- 
stitution, the General Electric 
Co., of which the Pacific States 
Electric Co. is now a part of 
its distributing organization. 
His position with the Edison 
General Electric Co. was that 
of storekeeper, which also had 





a selling function. Later on, 





Tracey's young life, for wasn’t 
he out to earn his first spending money with the 50 cents 
invested capital which his father gave him? 

Mr. Bibbins, in recounting his youthful encounters, did 
not tell who was the usual winner, but from the nature 
of his first real job to come a few years later we have a 
faint idea on whom we would have placed our bets. 

Tracey E. Bibbins is a native son of the golden state. 
One day in 1866 the sun arose over San Francisco to find 
that in that city was born an infant who was destined 
through sheer force of his own determination to become 
one of the West’s pioneers in the electrical business and 
later one of the industry’s most prominent and influential 
members in that section. In his interview with Tue Jos- 
BER’s SALESMAN representative, Mr. Bibbins did not go 
into detail concerning the industry in those days except to 
say that at the time he entered it “there wasn’t any such 
industry.” 

Mr. Bibbins’ entire business career of 33 years has 
been spent in the electrical fraternity. One day in 1889 
found him in Portland, Ore., without a job—in fact just 
“without” —without job or anything else except three dol- 
lars in change. Having never had the advantages of a 
college education, he was forced to let the job pick him 


after the General Electric Co. 
was formed, he was placed in the supply department at 
Portland, and in 1895 was transferred to a similar de- 
partment in the San Francisco house. In 1902 he was 
placed in charge of the department under Dr. Addison, 
who was and still is Pacific Coast manager of the General 
Electric Co. 

The year 1916 brought about the crowning achievement 
of his career when he was elected president of the Pacific 
States Electric Co. Under his leadership this company 
has made unbounded progress in a wonderful country 
holding out limitless opportunities for expansion. From 
his spacious office in the company‘s modern building on 
Mission street, Mr. Bibbins directs the affairs and policies 
of the company, whose activities extend all along the coast 
and embrace all the territory west of the Rockies. There 
are branches of the Pacific States Electric Co. 
distributing centers of Los Angeles, Oakland, Portland, 
Seattle and Spokane. 

Credit is not only due Tracey Bibbins for the progress 
of his own company, but for the present unity of the 
electrical supply jobbers on the Pacific Coast. Bibbins 
He was a pioneer in the formation 


in the 


is a born organizer. 
(Continued on page 76) 
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Lighting of Kitchens 


Essential Facts for Jobbers’ Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


ue HE kitchen is the work-room of the home. 
Being decidedly utilitarian, the effort in light- 
ing the kitchen is to get good illumination. 
The appearance of the lighting unit is of secondary 
importance. 

The ideal sought is the avoidance of gloom and 
glare. The kitchen is well illuminated when there 
is good intensity of light in every part, when one 
does not work in shadow at the sink or stove, and 
when there is no unpleasant glare. 


Enclosing Globes 


One of the best center lighting units for the 
kitchen is the mushroom shaped, dense white glass 
enclosing globe mounted at the ceiling, and containing 
a 100 or 150-watt daylight lamp or a 75 or 100-watt, 
clear, gas-filled lamp. 

Even with this good general illumination, it is 
often advisable to install a lamp over the sink about 
6 inches from the wall, equipped with a dense white 
glass shade, the bottom of which should be well below 
the level of the eyes of a person working at the sink. 
A 50-watt, white, gas-filled lamp should be used in 
a fixture of this kind. 

In a large kitchen it is frequently advisable to 
install a similar unit over the range, so that light 
will be thrown somewhat into the oven and under 
the hood, if there is one over the open burners. 

In a large kitchen it is also desirable to have a 
similar bracket over the kitchen table, if the latter 
is placed against a wall. When working at a table 
so located a shadow is very often cast on the work 
by the person whose back is turned toward the cen- 
tral ceiling unit. 

Improving Old Installations 


Often the lighting of a kitchen may be greatly 
improved, if lighted with a single unit suspended by 
a cord or rod from the ceiling, by raising the unit 
nearer to the ceiling and by replacing the old flat 
glass shade or tin shade with a more approved type 
and with a suitable lamp. If a shade with open 
bottom must be employed, a white gas-filled lamp 
as the light source should be used. 

Where the old combination gas and electric fixture 
with provision for a lamp to be burned at an angle 


is used—and these old-timers are still common—there 
is little chance for improvement without supplying 
an entire new lighting fixture. Preferably the old 
fixture should be removed. However, if desired, the 
old fixture may remain and a new proper electric 
fixture installed beside it. 

Sometimes, due to cupboards, it is not possible 
to put in a wall bracket above the sink. In such 
cases a small metal reflector may be mounted from 
the bottom of the cupboard to accommodate a 50- 
watt white, gas-filled lamp, or perhaps a smaller 
frosted-bulb lamp will have to be used. 


Convenience Outlets 


No place in the home is the need for convenience 
outlets greater than in the kitchen. 

It is almost as much trouble to climb up on a chair, 
remove the lamp bulb and connect the cord of an 
electric flatiron as it is to heat up an old-fashioned 
sad iron on the kitchen stove. 

More than anything else the lack of convenience 
outlets in the average kitchen hampers the wide- 
spread sale of flatirons, dishwashers, utility motors, 
bread mixers, and even of electric fans. 


Sales Suggestions 


Almost any contractor-dealer can do a good busi- 
ness on kitchen lighting, for the cost to the house- 
holder is so slight that even the renter can well afford 
to make improvements. 

Often it may prove the entering wedge with the 
home owner for re-lighting the whole house, for the 
housewife who has labored for years in an ill-lighted 
kitchen will find good lighting in the kitchen and 
the installation of one or more convenience outlets 
so great a boon that she will insist on adequate 
lighting throughout the house. 


Kitchen lighting as a special activity for the con- 
tractor-dealer is in itself profitable, although there 
may not be a great profit in each individual job. 
But more important is the fact that it surely opens 
the way for the re-lighting of the whole house and 
also the way for the sale of electric appliances that 
could not otherwise be sold. 





This is the fifth of a series giving condensed sales data on lighting subjects, written 


expressly for jobbers’ salesmen. 


Before the series is concluded practically every phase of 
lighting will be considered. Save these pages for your lighting sales portfolio. 
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Westinghouse 






MAKE A DISPLAY OF 
ALL WESTINGHOUSE 
32-VOLT APPLIANCES 


A complete line of 32-volt heating appliances is 
available for sale with the new Westinghouse Light and 


Power Plant. 


These appliances when not purchased with the 
original farm electric plant installations offer advan- 
tages for follow-up sales. 


These complementary appliances often induce the 
sale of the plant itself. Afford prospective farmer- 
customers the opportunity to handle and examine each 


device. 


Proper exhibition facilities strengthen the chances 
of sales. 


Westinghouse Electric & Manufacturing Company 
Mansfield Works, Mansfield, Ohio 
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Adventures of 


Hardluck Sam 


Our Hero Makes the World’s Long-Distance Home Run 


éc6 AH! Yah! Yah! Up an’ at ’em, baby! One 
down and the band’s a playin’! C’mon, Big 


Boy, let’s go! A big lead, pal, and down with 
his arm! Heads up, darling, there he goes! Atta boy— 
HIT THE DIRT'! Yee-ee-ee-ow-hooh!!! ” 

As the last wild yell died out, the runner slid in a 
cloud of dust and arose with another steal to his credit. 
Hardly had he brushed himself off, when the batter 
singled over first and the run went over. Whereupon 
the coacher went into another convulsion, ably assisted 
by the home fans, for their team now held a four-run 
lead, with but two innings to go. 

If you want to see them play for blood, watch two 
small-town teams. In the game we are watching, there 
was rivalry enough to satisfy the bloodiest emperor that 
ever gave Rome a holiday. Heron was playing Murrays- 
boro—two mining towns; nuff sed. So Murrysboro, the 
visitors, had their fastest autos ready for a getaway. 

As the Herons’ half of the seventh ended, there was 
but one person on that seething field who was perfectly 
calm—outwardly. . Majestic and alone, he towered behind 
the pitcher, arms folded, a wad of tobacco in his jaw, 


While his knees 


trembled like harp-strings, -he inwardly cursed the day 


and ripe, raving murder in his heart. 


he learned the game, the man who invented it, and the 
mad impulse that had made him accept the post of umpire. 

For he had a hunch that Murraysboro would overcome 
Heron’s lead. In vain he 
tried to figure a graceful exit, but there was no escape. 
And who—who in all the world—would get himself in 
such a fix, with orders waiting in both towns, if he lived 
to write them? Absolutely no one but the old reliable— 
ITardluck Sam! 

In the first half of the eighth, with vengeful Murrays- 
boro slashing the ball and running hog-wild on the bags, 
came the beginning of the end. With two out, the batter 
singled and tried to stretch it. The second baseman 
dropped a perfect throw in the collision, but snatched 
Hardluck said. “safe!” 

“You big, flat-headed 
Are you blind, 


Every play had been close. 


up the ball, unseen by his mates. 

Out came the Heron manager. 
bum!” he yelled, “Don’t we get nothin’? 
or just crooked? He had him flat!” 

Sam, knowing his only chance lay in a bold front, 
waved him back. “Out of my light, pal,’ he boomed, 
“IT can’t see the plate. Get out of the gutter and let the 
pretty water run!” 

The astounded Heron manager retired and conferred 
with his gang. “Shall we bump him off now, or wait 
till ofter the game and hang him?” 


“Oh, leave him live,” said a cooler head. “We got th 
game sewed up.” ' 

So it went on, but a few moments later the whole Hero: 
team and half the audience gathered around the sweating 
A walk, a single and an error had sent in a run 
and left the bases loaded. 
husky catcher, who hit the first ball for a screeching liner 
to the right-field foul line, just a few inches outside. 

sut Hardluck thought he saw the chalk fly, called it fair, 
and three runs went in, tying the score. 

It took ten minutes’ hard work to save Sam from the 
angry mob, and the air was cleared when the big catcher 
was nipped at the plate. Sam heaved a sigh of relief, 
but his joy was short-lived, for Heron failed to score 
in its half, and when Murraysboro came to bat in the 
ninth he would have given all he possessed to be at 
home, where the police would not let bad men kill umpires. 

His fears were well grounded, for Murrayboro got 
a run in its half, and when Heron came up for the last 
desperate effort, there ran through the crowd that low, 
homicidal hum that precedes rope and bullets. A fiendish 
resolve settled in Sam’s heart, in which he was aided 
by the Herons, who quickly got two men on bases by 
the fearful sacrifice of two outs. 

Their heavy end was up, and when the next batter 
smashed the ball the Murrayboro shortstop dashed in 
and snared it for a play at home. With a runner tearing 
in from third, Hardluck raced for the plate, resolved to 
call him safe, no matter what came of it. Alas! As the 
runner slid safely into port, Hardluck stubbed his toe. 
His right hand accidentally jerked back over his shoulder, 
and the crowd, mistaking the unwilling motion for the 
“out” signal, poured onto the field with a roar that 
rocked the stands. , 

As the fleeing Murrayboro boys leaped into their autos, 
they saw Hardluck disappear into the cornfield, wit! 
the maddened pack baying at his very heels. 

“Well,” sighed “Pop” Avery, manager of the Murrays- 
boro team, “that bird Jinks has more crust than a govern- 
ment mule! He’ll never make Heron again, but if he 
lives I’ll see that he gets all there is in our town, and I'll 
pay all his doctor bills.” 

As the victorious team pulled up before the Hotel 
Logan, a wild yell of joy went up from the leading cars. 
Pop Avery stuck his head out, and then fell back in his 
seat, fainting, while from the veranda came a quavering 


umpire. 
Then came Murraysboro’s 


voice. 
“Boys,” gasped Hardluck Sam, “Boys, WHAT KEPT 
YOU SO LONG?” 





HOSE who have read the “Hardluck Sam” stories, published monthly in THE JoBBER’s 
SALESMAN, as well as those who have heard of them without the opportunity to read, will be 
interested to know that the first twenty-four adventures, covering two years’ publication, are now 
available in book form. They are on sale by THE JoBpeEr’s SALESMAN and will be sent postpaid 


anywhere in the United States for 50 cents a copy. 
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Every Well Lighted Show Case Shouts: 


Here I Am!! 


and ail eyes are attracted to the goods displayed. 


The well lighted Show Window creates desire and brings 
people into the store. Every well lighted Show Case not 
only sells them what they are interested in—but other 
merchandise as well. Light all Show Cases with 





Actual Size 


The Scoopette 


X-Ray Scoopettes 


An 
STANDARD FOR SHOW CASE LIGHTING 
X Ray Reflector 
Used by leading merchants and electric shops. Every Scoopette 
Recommended by display men and electrical contains an X-Ray 
dealers everywhere because — Reflector of the same 


high quality as the 
famous X-Ray Show 


Scoopettes light the display uniformly without glare. Window Reflectors. 


Scoopettes pass rigid electrical inspection everywhere. 
Scoopettes use standard medium screw base lamps. 
Scoopettes light any show case with 40% less electricity. 


Uses 
Standard Lamps 


Scoopettes are small and permit a full view of the display. The 15-25 watt (G- 
Scoopettes increase the temperature in the case but 2%. 1814 Bulb) stand- 
Scoopettes light every case effectively and economically. 


ard base lamp _ used 
in the Scoopette saves 
on renewals, and can 
be secured at any 


Electric Shop. 


For Every 
Show Case 
Whether cases have 
wood frames or not, 
square or round ends, 
Scoopettes will light 
them effectively at 

small cost. 

Every Scoopette out- 

fit is complete includ- 

I Am” ing all fittings and wire 

pe ge Face of ready for installation. 
: Standard finish, black 


Emery, Bird, Thayer Co. 
Lighted with X-Ray Scoopettes. nickel. 





In Standard Packages for 
immediate Shipment from Jobbers Stocks 


National X-Ray Reflector Company 


New York CHICAGO Los Angeles 
31 W. 46th St. 231 W. Jackson Blvd. Security Building 


Engineers in all principal cities. 
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When You Can’t Boost Lay 
Low 


HAD been extremely anxious to 

sell a particular buyer on my list, 
and was tired of being asked by the 
sales manager, “How did you make 
out with him?” 

Every time I went to his city I made 
a call and left my card in case he was 
One day I man- 
aged to catch him by himself and he 
looked as though he was about to side- 
step me once and forever. He started 
“What is wrong 


too busy to see me. 


at me in this way: 
with the sweeper that we carry now?” 

“Not a thing that I know of,’ I 
answered. 

He looked me over rather critically 
and said, “That is twice you have 
answered me in that same way during 
the last three months. Would you tell 
me what was wrong if you knew?” 

“Mr. Blank,” I said, “it is this way. 
You have a great deal of respect for 
the salesman that sells you that line, 
don’t your” 

“T surely do,” he answered. 

“Well,” I said, ‘“‘so have I, and if 
my line was on your floor and he was 
trying to sell you his line, he would 
probably say, ‘Don’t you think it 
would look more progressive if you 
had two of the leading lines for your 
customers to choose from?’ I'll bet 
you a dinner that if he would see my 
sweeper on your floor the next time 
he calls, he would congratulate you on 
your selection.” 

He didn’t take the bet, but he 
bought a dozen of my sweepers, and 
we had the dinner anyhow. 

D. P. WitiiaMs. 


* + * 


Just a Suggestion 


HERE happens to be a small 

lighting plant in a town in my 
territory, and upon several visits I 
noticed that the owner and manager 
seemed at a loss to know how to build 
up the revenue from it. The plant 
is operated in conjunction with a flour 
mill and even though it is in service 
for 7 hours every evening it was not 


Little stories of 
untustal sales ~as 
told by salesmen. 


paying for itself. Service is furnished 
on a flat rate basis. 

A few months ago the manager 
asked me what he could do to help 
matters, and I suggested that he try 
to sell a number of flatirons to his 
lighting customers and then run the 
plant half a day on some week day, so 
those who bought the flatirons could 
use them. In this way he could get 
additional service charge from 
every flatiron user and increase the 
revenue from the plant. 

He thought this arrangement might 
work out quite well, and gave me an 


an 





initial order for 50 flatirons. On my 
next trip I found that he sold all but 
a few of the flatirons, and he gave 
me another order, ‘saying that the 
scheme was a good one. 

Sometimes a little suggestion like 
this will make a real customer and 
friend for the salesman. 

L. F. 


* * * 


The Bully Capitulates 


sé OU can’t get that big stiff to 

buy, but since you’ve got to go 
over this route it won’t do any harm to 
introduce you.” Degnan said this to 
me as we started into Beftkin’s store 
in Bangor. Degnan was giving up the 
road to take a position in the office, 
and I was delegated to take up his 
New England territory. 

Once inside we went through the 
formality of an introduction. When 
we emerged I endorsed all that Deg- 
nan said about Beftkin, even though 
it was a little raw. If first impres- 
sions count, I was certain he was a 
big, insulting stiff. The first words 
out of his mouth after he learned I 


STONE. 














was to succeed Degnan were: “You 
needn't bother about coming in here 
with your goods—I’m sick of being 
pestered with lines I don’t want. I’m 
satisfied with the goods I’m carrying, 
and so are my customers—your line 
is too high for me, anyway. Good 
day.” 

I struck that town a dozen times 
without ever going near him. His 
tongue was too oily for me. However, 
I always passed his store and re- 
gretted that I didn’t have him on my 
list. 

He had two wonderful windows 
going to waste. They were of the old- 
fashioned order and about as lifelike 
as the old wooden Indians that used 
to decorate the entrance of grand- 
dad’s cigar store. 

On my thirteenth visit I couldn't 
resist going in to see him, although | 
really didn’t know what I would do 
once inside. It is strange though, how 
fast an idea will cross a fellow’s mind 
when he’s face to face with the crucial] 
moment. As soon as he espied me he 
said, sneeringly: “I suppose you're 
going to drop your bag like Degnan 
did, and start your line of talk. Well, 
let me tell you that you might as well 
save yourself. What I said to Degnan 
dozens of times goes for you, too. | 
guess he wised you up a bit as to 
where I stand.” 

“You're a bit off,” I laughingly re- 
marked, “I came in here to buy, not to 
sell,” 

He was taken off his guard and 
showed it. I proceeded to buy about 
three dollars worth of odds and ends, 

“But,” he said, after I finished and 
started to go, ““what’s the idea? What 
are you going to do—open up a store?” 

“Oh! just want to dress a window,’ 
I said nonchalantly. Before entering 
the electric line I had taken a short 
course in window dressing and always 
utilized this in driving home my sales. 
“It’s for Mether’s, up on Park Street; 
he’s short on irons and these things, 
so, being nearby, I thought I’d give 
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An Expression of 
Jobbing Judgment 


ILLIAMSON-made Lighting 

Fixtures are carried in stock 
in large quantities in over forty 
different Jobbing Centers. 


HY do Forty of the Foremost 

Legitimate Jobbers of the 
Country Merchandise Williamson 
Lighting Fixtures? 


Because the Williamson Policy provides 100°, 
Protection to Jobber, Dealer and Consumer. 


More than 400 salesmen are daily presenting 
Williamson Lighting Fixtures to the trade. 


R. WILLIAMSON & CoO. 


CHICAGO SAN FRANCISCO 





NEW YORK 
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hard ones. 


supply game. 





that was a “hard nut to crack.” 


Remember—no name published unless desired. 


$5.00 for Every Letter Published 


We Will Not Publish Your Name 


Surely there never was a jobber’s salesman who didn’t make some sale 


When you think back over your sales record, couldn’t you pick out 
some of them that looked impossible when you first tackled them / 

No use being ingrown about it. 
“cracked the nut” and landed the order. 
unless you want us to. And probably your story will give encouragement 
to some of the old-timers and many of the new-comers in ‘the electrical 


Write us an 


Wouldn’t be any fun if they were all 


account 
We will not publish your name 


But we will pay 


of how you 








vou a chance to make a little fortune. 
Savvy!” 

That 
window dressing. 


started a discussion about 
“Why, your window is so dead you 


ought to have curtains down on it out 


of respect. Don’t mind if I’m out- 
spoken; that’s my nature. (Degnan 
had informed me that he was _ out- 
spoken to a fault). Do you know 


what I would do if that window was 
I'd cut it down to a foot of 


of a 


mine ? 
the ground, and build a_ sort 
staircase effect, and— 

“Fill it up with your goods, I sup- 
pose, he put in. 


“Not necessarily,” I said, “but you 





would find my goods would not be 
outdone if they were there.” 
This  give-and-take 


continued for a long while, but with 


conversation 


no results, so I made my bow and de- 
parted with a bag full of stuff I had 
I sold them for half what 
I payed for them and felt like a rank 
This man Beftkin surely had 


no use for. 


failure. 
it on me. 
Kight weeks later I struck the town 
route 
walked down, as customarily, to look 


again, and after finishing my 


over Beftkin’s store. 





When I observed his windows I was 
mad through. There was a complete 
rearrangement of his windows, mod- 
I dashed 
street and into his store. 
As on the previous occasion, I didn’t 
know just what I would do once I 
confronted him. 


eled after my suggestion. 
across the 


I felt a certain some- 
thing approaching anger. The man 
had taken something I felt belonged 
to me. 

I calmed down a bit when I met 
him. He surprised me by extending 
his hand. “I thought it was getting 
near your time to get around again. 
How do you like my windows? Never 
mind, I know what you will say. It 
needs your stuff for a finishing touch, 
eh!” 

I tried to speak, but he continued, 
“Since I grabbed that advice of yours 
about the windows, I have been going 
great. I never knew there 
much in that. 


was so 
I’ve been waiting for 
you to come along with some more ad- 
vice. This time you can put your stuff 
in; it seems my trade is changing; I’m 
getting some of the richer class.” 

I betrayed no emotion of a joyful 
nature, but, believe me, I could have 
hugged the big stiff. 

Tuomas A. Doran. 


* * * 


How We Landed 
“6 L” AND I went fishin’ on 
Droudequoit Bay. You don’t 
know who “Al” but he 
fisherman, not only for fish, but for 
business also. 


is, is some 


Well, we hired a scow, one of those 
50-cents-for-all-day types and after 
we had most of the real good ones 
out of the water and into the boat, Al 
boasted that he could walk along the 
deck of our boat, which was about an 
inch and a half wide, without trans- 
ferring it into a submarine. 

We were drifting toward shore in 
about 2 feet of water when the swells 
from a steamer caused our “‘yacht’”’ to 
hit a rut and little Al stepped into the 
bay. 

Now Al didn’t 
tip over, on account of the nice muddy 
bottom, so I advised him to stand on 


comes our order. 


his head in a farmer’s yard while I 
sorted out all the fish 18 inches long. 





“SWE WENT HOME FEELING WELL REPAID-” 


Al spied the farmer’s wife washing 
on a scrubboard in the hot sun at the 
side of the house, and when I got 
around he had practically persuaded 
her to buy a washing machine for 
their house, which had electric service. 
With what little assistance I was able 
to give, the deal was closed. 

Al said, “he was sorry he felt dry 
again,” but we went home, feeling well 
repaid and happy for the fish and 
business we caught. 


E. H. 


HaMBLer. 
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Co-operating with the Jobber 


You jobbers and jobbers’. salesmen who attended the recent convention at Hot 
Springs had a good opportunity to learn the advantages and benefits to be derived 
from co-operation in the Jobbing Trade. 


Wherever you see a group of men getting together to boost an industry, you are go- 
ing to see bigger business for all of them. 


Since away back in 1889, thirty-three years ago, when we first started in business. 
we made up our minds that the road to Big Success lay through the Jobber. ‘‘Co- 
operate with the Jobber’ has been our slogan ever since. And it has been a good one. 


ra 

The Jobbers have brought their problems to has won the recognition of prominent electrical 
us and we have taken our problems to the Job- engineers and the largest industrial plants. 
bers. Difficulties and obstacles that might not 


. . roud of our many Jobbing connec- 
otherwise have been so readily overcome have We are proud of y J 8 


been swept aside by joint action arrived at tions and of the spirit of co-operation that has 


through friendly conference. always existed between the Jobbing Trade and 


our own organization. It has made possible 


On our part, we have always given to the Bigger Sales, both for the Jobber and for our- 
Jobbing Trade a line that we could conscien- ee 
tiously stand back of. Through a long period 
of years “‘Union’’ Renewable and Non-renew- The “Union” line is a good line to tie to, 
able Fuses, ‘‘Union™ Electrical Protecting Ma- first, because it sells on sheer merit; and sec- 
terials and Conduit Fittings, have been recog- ond, because it is the product of a house that 
nized as standard. To handle these goods is to operates on the principle of Jobber co-opera- 


share the prestige of an established line that tion. 


Yours for Continued Co-operation 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch and Outlet Boxes, Cut-Out Bases, Fuse Plugs, Automobile Fuses, 
Renewable and Non-Renewable Enclosed Fuses 


CHICAGO NEW YORK 


REG. U.S. PAT. OFF. 
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VEA ‘NO-BURN-OUT 
HEATING ELEMENT 


At the Panama-Pacific Exposition a 
VEA NO-BURN-OUT HEATING 
ELEMENT in a non-automatic iron 
was left attached to ourrent all day 
long, every day from the opening to 
the closing of the exposition—11 
months, 


A test equal to 25 years of ordi- 
nary household use. 

For 3960 hours this element, stand- 
ing idle on an asbestos pad, con- 
verted the current into ironing heat. 


But the element remained intact 
and showed no signs of wear. Is it 
any wonder then that the iron was 
awarded a Gold Medal? 














HEATING 
REG. UE ner. OFR 


DOMANCO 
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A Sensational Price -Value 


He Jobber and Dealer who is selling irons today 


4 and wants to sell more of them should know about 


the New Domanco. 
priced, high quality iron. 


It fills the demand for a popular 


Answering the Big Question: “Will Jt Stand Up” 


Dealers everywhere today are looking care- 
fully into the quality of the devices they stock, 
with a view to cutting down service expenses. 
The New Domanco falls right in line with this 
idea. We know that it will do everything a 
perfect iron should. And we want you to 
know it, too! 


The Vea Heating element will not burn out. 
We can stand on this statement because the 
No-Burn-Out Element is basically right in 
design and construction. Severe and prolonged 
tests have proved its worth. 


We do not sell a guarantee. ‘The New 
Domanco does not need one. 


But we stand behind every New Domanco 
[ron we sell to the trade and are always pre- 
pared to make good on our statement, “A New 
one FREE if the Vea Element EVER Burns 


out.” 


New Features 


Besides its perfected element, the New 
Domanco has several new features that help to 


sell. 


We have succeeded in producing a full 
nickel-plate finish which gives the iron a dis- 
tinctly aristocratic and pleasing appearance. 
It is comparable only to the luster found on 
highly polished silverware and is just as en- 
during. 


Then there is a heat reservoir giving perfect 
and even heat distribution over the entire iron- 
ing surface. You've really got to see and 
examine a New Domanco Iron to appreciate 
it. 


Bigger Profits Than Ever 


We haven’t stopped at turning out a better 
iron at a lower price. We have increased its 
profit-earning capacity, too. 


Not only will the New Domanco be your 
largest selling iron but it will also be your most 
profitable one. 


If you feel that a bigger iron business is 
worth winning get a New Domanco today. 
Examine it thoroughly and test it out in any 
way you see fit. 


Or better still—write or wire us 
for a sample order and full details. 


This same message is being carried to all electrical dealers in June issues of retail trade journals 


The Dover Manufacturing Company 
Dover, Ohio, U. S. A. 


Central Western Distributors: Standard Electric Sales Co., Chicago 
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Replacement Merchandising 

The electrical industry as a whole 
has not wakened up to the fact that 
and 


there is already a_ tremendous 


growing replacement business in ap- 
We have all been thinking 
so much about saturation that we have 
forgotten about evaporation. 
Statistics indicate that one-third 
of the 7,000,000 wired homes in the 
country are equipped with electric 
But the statistics didn’t re- 
of the 
others 


pliances. 


cleaners. 
that 


years 


some cleaners are 


old, of 
‘em eight, and so on down to the ma- 


veal 


ten nine, more 


chine that was installed the morning 


the electrical census taker came 
around. The total number of clean- 
ers now in service must be not less 


than two and a quarter million. 
Making free use of the law of aver- 
ages, it is apparent that something like 
225,000 cleaners are wearing out an- 
nually, giving ten years’ service as a 
fair “‘life”’ And 
the number, of course, is growing. 
The “Sell "Em Something More’ 
slogan, which is so popular every- 


for a good cleaner. 


’ 


where just now, might well be revised 
by the cleaner salesman into “Sell 
Ty" 

rhe 


business is 


‘Em Something More Modern.” 
opportunity for renewal 
fully 25 per cent as large as the op- 
portunity for new business, and when 
the mythical saturation point of even 
the present wired homes is reached 
the renewal business will be larger 
than the total production of electric 
cleaners for 1921. 

* * + 
Automobile Production 
There is some similarity, at least, 
the 
activities of the automobile and elec- 


between production and _ sales 
trical industry, and the following fig- 
ures from the Department of Com- 
merce regarding automobile and truck 
production give a note of further op- 
timism to the electrical industry. 

New records were made in April 
for the output of both passenger cars 
and trucks, compared with the pre- 
ceding ten months for which figures 


With the reports lack- 


available. 


are 





ertinent S 






B5) 
Vv, 


7. 2 


ales Facts and 


Figures 


eee.) 





ing for only a few small companies, 
the total April production of passen- 
ger cars amounted to 196,512, or an 
increase of nearly 30 per cent over the 


March production of the _ identical 
firms. The April truck production 
totaled 21,944 machines, compared 
with 19,449 from the same firms in 


March. 

The following figures give the pro- 
duction for identical firms for the first 
four months of the year: 


Passenger Cars Trucks 

January . $1,638 9,204 

February 109,039 12,968 

March 152,647 19,449 

April ..196,512 21,944 
* * * 


Sale of Lamps Helps Sale of 
Other Supplies 

The accompanying chart is taken 
from Light Touches, published by the 
Westinghouse Lamp Co., and gives an 
idea of the average sales that follow 
the installation of ten 100-watt lamps. 
Every sale of lamps totaling $10 calls 
for the purchase of other electrical 
material valued at $100. 

A study of this chart should show 
how the sale of one commodity in- 
fluences the sale of other commodities, 
and how everybody should aid the 
sale of electrical products. 

It is apparent that following the 














BACK OF THE LAMP 
GF *10 10-100 WATT LAMPS 
SS $5 WIRE 

Zi *10 CONDUIT 
BS *2 SWITCHES 
7A |) HOLDERS ¥ SOCKETS 
K< 
SY $15 REFLECTORS 
ae 
i, 
4/4 “25 LINE MATERIAL 
Za 
N $12 TRANSFORMERS 
th 
1) 920 GENERATORS 
Ly 
$110 TOTAL 











Chart Showing Sale of Electrical Prod- 
ucts With Ten 100-Watt Lamps. 


installation of lamps there is a finan- 
the 
jobbers and dealers, and time and 


cial return to manufacturers, 
again investigation has proven that 
after such an installation the sale of 
electrical appliances has only just 
begun. 

* * * 


Industry Steadily Gaining 

May, 1920, is the date usually asso- 
ciated with the beginning of the recent 
period of depression. It was in this 
month that the general level of prices 
began to decline. During the twelve 
months that followed prices on the 
average dropped 50 per cent. It has 
required the better part of another 
twelve months for businss to catch its 
breath after that memorable slide. 
That this has been accomplished and 
that business is rapidly adjusting it 
self to the lowered plane is further 
emphasized by the figures received by 
the Department of Commerce during 
May. 

Commercial and industrial move- 
ments show, for the most part, a steady 
gain, although some reverses, such as 
cotton consumption, are noted. The 
decline in coal production, due to the 
strike, has so far caused no interfer- 
ence with industry and very little un- 
easiness. New records have been 
made in the building operations and 
in production and _ stocks. 
Iron and steel production held its new 
level, and the marked increase in the 
unfilled orders of the U. S. Steel Corp. ° 
indicate more active buying. Prices 
are steadier, with small increases in 
many commodities. Reports indicate 
that retail trade is improving. 


gasoline 


Building contracts awarded in the 
27 northeastern states amounted to 
$353,161,900 in April, thus exceeding 
all records. The former 
high record was reached in July, 1919, 
when the total was $317,698,000. The 
total amount of floor space in the nine 
classes of building for which this is 
recorded amounted to 58,146,000 sq. 
ft. in April, compared to 51,957,000 
in March and 34,471,000 sq. ft. in 
April, last year. 


previous 
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To Help You Reduce Your Costs of 











Getting Orders--and of Filling Them 








ECESSITY is forcing jobbers to 
seek means of holding down the 
cost of doing business. And yet no 

plan for doing this can possibly succeed if 
it overlooks the fact that the existence of 
the jobber depends upon two things, 
neither of which can be sacrificed: 
1. He must furnish the manufacturers 
the most efficient and economical 
sales channel. 


2. He must render adequate central- 
ized service to users of electrical 
supplies. 


A first-class, up-to-date catalogue offers 
the most economical single aid toward 
accomplishing both of these objects. 

Fhe very comprehensive report of the 
Accounting and Statistics Committee of 
the E. S. J. A. indicates that in spite of 
the great value of the catalogue to the 
jobber, it represents less than one per cent 
of what he spends to sell his goods. But 
the best electrical supply salesman in the 
country would be the first to say that an 
effective general catalogue produces many times 
one per cent of the orders secured by the rest of 
the sales investment of the company. The catalogue 
will increase the effectiveness of every salesman, 
and in addition will greatly increase the percentage 
of mail orders—the most profitable orders of all. 


The difference between the cheapest possible 
“makeshift” catalogue with the poorest service on 
the one hand, and the very best there is, on the 
other hand, represents but a small fraction of one 
per cent of the jobber’s cost of selling supplies. 
Too much of your success is at stake for you to 
gamble on the possibility of so trifling a saving. 


The difference, if any, required to secure the Don- 
nelley standard of compiling and quality, and the 
Donnelley experience in serving the leaders of the 
industry-for nearly twenty years, represents the 
most profitable part of your entire catalogue invest 
ment. 


Get ready to do the maximum business in 1923 
by starting work on a new catalogue now. 











A DONNELLEY CAT- 
ALOGUE 


E have something of great 
read for jobbers of 
electrical supplies who 
contemplate the issue of cata- 


logues during the next few 


months. 


One of our layout men will be glad 
to go over the matter fully with 


you—without obligation. 


R. R. Donnelley @ Sons Company 


Jobbers’ Catalogue Headquarters 


731 Plymouth Court 


CHICAGO 
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PERTINENT SALES FACTS AND FIGURES 





| The information given on this 
page relates to no single manu- 

| facturer’s products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





What are the different applica- 
tions of ventilating fans? 

Ventilating fans, as the name im- 
plies, are used whenever it is neces- 
sary to remove hot or foul air, acid, 
dye, paint or other noxious fumes, 
dust, gases, etc., from a room or en- 
closure. They are practically indis- 
pensable in residence, restaurant and 
hotel kitchens, schools, theaters, audi- 
toriums, large buildings, shops, fac- 
tories and numerous other places. 

It is a mistake to associate venti- 
lating fans only with warm weather, 
for the simple reason that ventilation 
and cooling are entirely separate and 
distinct functions. Unlimited 
opportunities exist through the appli- 
cation of ventilating fans to all-the- 
year-around purposes. It has also 
found that various industries 
have their busy peaks occurring at dif- 
ferent periods of the year, and it is 
only natural that ventilation is needed 
the most at these periods. Popular 
opinion has had it that desk and wall 


sales 


been 





ExHAUST FAN 











Incorrect Method of Installing an Elec- 
tric Ventilating Fan. 


their use confined to the 
summer season, when, as a matter of 


fans have 


fact, they have innumerable uses dur- 
ing other seasons. The same applies 
to ventilating fans, only to a much 
greater degree. 





How are ventilating fans usual- 
ly installed ? 

Fans for ventilating kitchens, 
stores, offices, factory buildings, etc., 
are usually arranged for mounting in 
a wall opening, transom or upper half 
of a window and exhaust directly into 
the open air. It is customary to equip 
them with an automatic shutter which 
opens for the passage of air when the 


Data Sheet on 


VENTILATING FANS 


fan is in motion and closes to keep 
out rain, snow and wind when the fan 
is idle. 

Fans for ventilating theaters, lodge 
halls, auditoriums and other public 
buildings are often installed in a pent- 
house on the roof, and the air is drawn 
from the room through registers in the 
ceiling. If the “blow in”. system is 
used, air is forced in at one end of the 
room and exhausted at the other, the 
idea being to cause a complete move- 
ment of air across the entire seating 
area. The air forced in may be heated 
or cooled, depending on the outside 
temperature. 

To secure the most effective installa- 
tion in ordinary rooms the ventilating 
fan should be put on a side of the 
room opposite to the windows or other 
openings that serve as inlets. This is 
shown by the accompanying illustra- 
tions. 

In factories, mines and other in- 
stallations where heavy-duty ventila- 
tion is necessary, a fan with a housing 
is often used, the fan being driven by 
a direct-connected motor or through 
chain or belt drive. Mine fans are 
generally mounted in compact weather- 
proof housings leading directly to 
special ventilating shafts. This 
method is also applied to many indus- 
trial operations where the noxious 
gases to be drawn off are localized. 


What sizes of propeller fans are 
manufactured ? 

Sizes varying from 12 in. to 72 in. 
in wheel diameter are made, the 16-in. 
to 36-in. sizes having the most gen- 
eral application. 


What are the construction fea- 
tures of the most common types? 

Six blades are generally used on 
propeller fans, these being attached 
to a hub on the motor shaft. The 
motor is supported by a bracket exten- 
sion of the fan-enclosing ring, which 
has a flange to facilitate installation. 
The motor is totally enclosed to pro- 
tect it from dust and fumes, and often 
has self-cooling features to prevent 
overheating when air at high temper- 
atures is handled. 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





Fans for heavy-duty ventilation are 
sometimes of the drum type, a large 
number of lateral blades being fas- 
tened at an angle to the periphery of 
a spider-web drum. This construction 
permits of operation at very high 
speeds. 





What types of motors are used ? 

Alternating-current motors of the 
induction type (single, two or three- 
phase) and direct-current motors of 
the series type, with adjustable-speed 
regulators, afford considerable range 
in the volume of air moved per minute. 
Single-phase motors in the smaller 
sizes are of the commutator type or 
split-phase type, while the large ones 
have special starting switches. 


What determines the size and 
kind of fan to be installed? 

The rate at which the air in a room 
should be changed will govern the size 





of fan. For instance, if a room is 25 
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Complete Circulation of Air Is Obtained 
with This Method. 


by 60 ft. with 10-ft. ceiling, the cubi- 
cal contents is 15,000 cu. ft. If the air 
is to be changed once every 5 minutes 
(which is an average figure) divide 
15,000 by 5, which gives 3,000 cu. ft. 
as the amount of air to be moved per 
minute. From tables prepared by ven- 
tilating fan manufacturers it will be 
found that the 18-in. size will be prop- 
er for ventilating a room of these 
dimensions. 

Slow-speed fans should be installed 
in offices, stores, banks, etc., where 
quiet operation is necessary. High- 
speed apparatus can be used in res- 
taurants or hotel kitchens, factories, 
mines, etc. 
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Dig Sales Possibilities of ILG Ventilating Fans 
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R. E. E. BROOKS of the Post- Oct. 23-30 
Glover Electric Company is another jobber’s 1922 

salesman who is cashin~ in on the big sales possibil- 


ities of ILG Ventilating, Fans. 








Brooks has learned that there is a volume of ILG 
Ventilating, Fan business right around every dealer's corner, 
and he goes after business with his eyes and ears open. 
Recently he happened to run across a metal platin3, shop where 
investigation showed the need of ventilation. He inter- 
viewed the Superintendent and made an easy sale for a 


36” ILG Fan. 


And Brooks says, “The air conditions in this metal 
plating, shop were typical of those which exist in hundreds of 
factories, hotels, theatres, stores, restaurants, etc.—and they are 
just around every dealer's corner, and one side of the street is 
equally as profitable as the other.”’ 


Don’t overlook thebi3sales possibilities in ILG Ven- 
tilatin3, Fans. Our national advertisin3 is stirrin}, up keen dealer 
interest and increasin?, consumer demand. Read ILG TELL- THE ILG IS THE ONLY VENTILA- 
TALES — a24-page illustrated book that tells everything from TING FAN MADE WITH A FULLY 
the dealer’s and jobber’s viewpoint. It is sent free upon request. ENCLOSED SELF COOLED MOTOR. 





FOR OFFICES - STORES: 
FACTORIES * PUBLIC BUILDINGS * 
RESTAURANTS: THEATRES: HOUSES Etc - 
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1LG ELECTRIC VENTILATING CO, 2854 N.crRAwForRD AVE. CHICAGO 
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Carroll Company Incorporates 

The Carroll Electric Co., Washing- 
ton, D. C., which has been in the job- 
bing field over 21 years, filed articles 
of incorporation April 1, the firm re- 
taining the same name and officers. 
The latter Harry R. Carroll, 
president ; D. Carroll, 
president; Harry W. Clayton, secre- 
tary. According to a statement by 
Louis D. Carroll, the company will 


are: 


Louis vice- 


continue to operate the co-partnership 
arrangement as it has in the past. The 
activities of the company will be con- 
fined to the jobbing of electrical sup- 
plies, appliances and machine sup- 
plies, with branch offices in Baltimore 
and Norfolk, Va. 


* * 


Jobber Writes Radio Book 
“The Radio 


has recently been pub- 


A 96-page booklet on 
Telephone” 
lished by Bertram W. Downs, son of 
B. B. Downs, president of the St. 
Paul (Minn.) Electric Co. It is 
written in popular style, and takes up 
the principles underlying radio com- 
munication and the application of dif- 
ferent kinds of equipment. The 
booklet sells for 50 cents, and has al- 
ready gone into the third edition. 

* * * 


New Jobber in Pittsburgh 

The General Lamp & Fixture Co. 
has been organized in Pittsburgh, with 
Frank H. 


treasurer: 


Roseman, president and 
Henry D. Fulton, 
president, and Arthur C. Mack, secre- 
The company will do a manu- 
and 
fixtures 


vice- 


tary. 


facturing jobbing business in 


lighting and electrical sup 
plies, offices and factory being located 
at 6014 Centre Radio 
paratus will be manufactured by 
the 
Radio Manufacturing Co. 


* * * 


Illinois Electric Co. to Build in 
Los Angeles 

According to C. B. Hall, manager 

of the Illinois Electric Co., at Los An- 

geles, a tract of land has been pur- 

chased at Boyd and San Pedro streets 


avenue. ap- 


an 
General 


associated company, 





where a modern warehouse and offices 
will be erected as soon as plans can 
be completed. The new building will 
have more than 35,000 sq. ft. of floor 
space and provision will be made for 
future additions. The has 
formulated quite extensive plans for 
expansion in the southwestern terri- 


company 


tory, and the new building is one of 
the first steps in this plan. 


* * * 


Schwemmer Becomes Sales 
Manager for Carroll 
GaN. well 
known to the electrical trade, both in 


Schwemmer, who _ is 


Washington, D. C., Chicago, and in 


the Twin City territory, has recently 





——— - ~ 














G. N. Schwemmer 


accepted the position of sales man- 


ager for the Carroll Electric Co., 
Washington, D. C. In 1910 Mr. 


Schwemmer was connected with the 
National Electrical Supply Co., Wash- 
ington, leaving that company to go 
with the General Electric Co. at its 
During the past eight 
years he has been associated with the 
St. Paul Electric Co. in sales promo- 
tion work. 
known to his friends and associates as 


Chicago office. 


Mr. Schwemmer, who is 



















“Kirk,” will relieve Louis D. Carroll, 
formerly sales manager, of the sales 
promotion work of the Carroll Elec- 


tric Co. 
* * ¥* 


Interstate Electric Co. Now 
Broadcasting 

One of the first jobbers to install a 
radio broadcasting station is the In- 
terstate Electric Co. at New Orleans, 
La., which is operating a station in 
with the Orleans 
Item, one of the evening papers in 
that city. The station is located on 
the of the Interstate 
Electric Co.’s building and has al- 


connection New 


seventh floor 
ready caused a considerable amount 
of comment 
in the South. 

The company has installed a com 


in electrical circles 


plete stock of radio supplies and is 
distributer for the Radio Corp. of 
America, Brandes Co., Croslley Mfg. 
Co., C. D. Tuska Co., Pacent Co., 
Baldwin Radio Mfg. Co., Remler Ra- 
dio Mfg. Co., Magnavox Co. and a 
number of others. 
*¥ * * 
Hillis Wins Cup 
In the golf tournament held during 
the Del Monte convention of the Pa- 
cific Coast Division of the E. S. J. A., 
C. C. Hillis, vice-president and treas- 
urer of the Electric Appliance Co., 
again demonstrated his skill in the 
game, winning the Jobbers’ Trophy. 
* * * 


Crawford Goes to Scranton 
Wilson It, 
with the sales organization of the Rob- 
ertson-Cateract Electric Co., Buffalo, 
N. Y., is now in charge of the general 


Crawford, formerly 


supply line of the Scranton Electric 
Construction Co., 625 Connell build 
ing, Scranton, Pa. 
* * * 
Trained Golf Balls for Jobbers 
at Hot Springs 

In spite of a few days of rain the 

jobbers attending the E. S. J. A. con- 


vention at Hot Springs, Va., got in a 
lot of golf. Welcome, indeed, were 
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The only plug fuse that clearly shows its true condition at 
all times. 


The only plug fuse that completely meets the call for con- 
sumer convenience; obtainable in handy retail packages, 
four for 25 cents. 


‘‘There Can Be No Substitute for Safety and Certainty”’ 


‘Reasons Why : 


1—Easily inspected; capacity plainly visible. 
2—Small, strong, clear window securely attached. 
3—Link melts immediately under window. 
4—"Drop-out”’ link an exclusive feature. 
5—Insulation cap has fluted grip. 

6—No breakage thru handling or use. 

7—Light weight minimizes freight costs. 
8—Screw shell securely attached. 

9—Priced right to jobber and consumer. 


10—Packed both in usual standard package quantities, 
and in attractive colored retail packages. 








Jobbers’ Salesmen: 


Tell your dealers we will send 
this Counter Stand free, post- 
age paid. 


It holds a retail package and 
four fuses in display. Simple 
and quick to adjust, attractive- 
ly colored, effective in present- 
ing the Clearsite construction, 
and assures quick easy sales. 








To say the NAME; to show the FUSE; is to. make'a SALE. 


Economy Fuse & Mfg. Co., Chicago, U.S.A. 


SALES OFFICES IN PRINCIPAL CITIES 
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What? That 
Sterett, general manager of the 
Appliance Co., Dallas, Texas, 
Teddy Roosevelt 
As a general 
manager his friends say he makes an 
eagle-eyed dove hunter. Once in a while 
too, it is said, Mac goes on a snipe hunt. 


This clearly proves. it. 
Mac F. 
Electric 
still wears suspenders. 
did, so why shouldn’t Mac? 





several gross of ““Duraball” standard 
1.62’s distributed by Peter S. Klees 
and W. E. Sprackling of the Tubular 
Woven Fabric Co., manufacturer of 
“Duraduct,” whence the name. _ It 
seems that “Pete” and ‘“Sprack” have 
cultivated profound respect for the 
rough and traps, so they procured a 
number of the white pellets when the 
latter were very young and trained 
them to stay on the fairway and run 
for the cup when they were on. the 
green. Being sympathetic golfers, 
they brought along a supply in the 
endeavor to assist the ‘“Homestead”’ 
management in making their fellow 
golfers, as well as others, a happy one. 
It was necessary to use several nib- 
licks to hold ’em back, and there were 
many cases of “lost balls,” but every- 


body got one. 
* * # 


Goodliff Goes With Parr 


John D. Goodliff, who has been con- 
nected with the Northwestern Electric 
Equipment Co., New York City, for 
the past ten years, has accepted the 
position of sales manager of the Parr 
Electric Co., 77 Warren street, New 
York City. 








E. S. J. A. Jobbers Report on 


Trend of Business 





Give Percentage Comparisons for First Three Months of 
1922 as Against Same Period Last Year 


REPORT showing the compar- 
ative and decreases 
in the percentage of sales for the first 
three months of 
with the same period during 1921, has 
been issued by Franklin Overbagh, 
general of the Electrical 
Supply Jobbers’ Association. The re- 
ports were made by 107 main jobbing 


increases 


1922 as compared 


secretary 


houses and 14 branch houses, out of 
a total of 132 
branch houses that hold membership in 
the association. 


main houses and 65 


In the first zone, which includes 
Maine, New Hampshire, Vermont, 
Massachusetts, Rhode Island and Con- 
necticut, ten houses submitted reports, 
two of which reported increases of 10 
per cent and eight reported decreases 
of 3.1, 4, 5.8, 8, 11,16, 16 and 25 per 
cent, respectively. 

In zone two, which includes New 
York and New Jersey, 18 houses re- 
ported, nine of which showed increases 
of 0.45, 2, 4.24, 10, 20, 20, 21 and 
31.4 per cent, respectively. Nine re- 
ported decreases of 3, 3.5, 8.7, 12, 
20.4, 24, 26, 28.73 and 39.34 per cent. 

In zone three, which includes Penn- 
sylvania and West Virginia, 14 houses 
reported, three of which showed in- 
creases of 6, 6 and 7 per cent, respect- 
ively. Eleven reported decreases of 
25.6, 33, 11, 29.2, 50.2, 21, 28, 25, 44, 
33 and 48 per cent, respectively. 

In zone four, which includes Mary- 
land, Delaware, District of Columbia 
and Virginia, five houses reported, two 
of which showed increases of 16.6 and 
2.95 per cent, respectively. Three re- 
ported decreases of 5.4, 15 and 10.6 
per cent, respectively. 

In zone five, which includes Ohio 
and Kentucky, 11 houses reported, two 
of which showed increases of 1.6 and 
15.7 per cent, respectively. Nine re- 
ported decreases of 27, 24.98, 15.3, 
16.21, 28, 7.8, 17.7, 27.81 and 26 per 
cent, respectively. 

In zone six, which includes Mich- 
igan and Indiana, nine houses report- 
ed, five of which showed increases of 
11.2, 15, 13.93, 18.81 and 2.2 per 
cent, respectively. Four reported de- 
creases of 10.7, 23, 2.17 and 33 per 
cent, respectively. 





In zone seven, which includes North 
Carolina, South Carolina, Georgia and 
Florida, four houses reported, which 
showed decreases of .92, 25.3, 25.5 
and 24 per cent, respectively. 

In zone eight, which includes Wis- 
consin and Illinois, eight houses re- 
ported, two of which showed increases 
of 2.6 and 7.2 per cent, respectively. 
Six reported decreases of 25, 7.5, 6.8, 
12.13, 20 and 14 per cent, respectively. 

In zone nine, which includes Ten- 
nessee, Arkansas, Alabama, Missis- 
sippi and Louisiana, four houses re- 
ported, which showed decreases of 
16.1, 15.9, 40.5 and 0.5 per cent, re- 
spectively. 

In zone ten, which includes Min- 
nesota, North Dakota, South Dakota 
and Iowa, seven houses reported, two 
of which showed increases of 19.67 
and 19 per cent, respectively. Five 
reported decreases of 31, 15, 8.8, 24 
and 39.9 per cent, respectively. 

In zoné 11, which includes Nebras- 
ka, Kansas and Missouri, nine houses 
reported, which showed decreases 
of 22.3, 15, 1, 18.7, 6.96, 25.7, 
14, 24 and 1.5 per cent, respectively. 

In zone 12, which includes Oklaho- 
ma and Texas, two houses reported, 
one showing an increase of 27.6 per 
cent, and the other a decrease of 21 
per cent. 

In zone 13, which includes Mon- 
tana, Wyoming, Idaho and Utah, five 
houses reported, decreases of 34.2, 
21.9, 29, 29.20 and 38 per cent. 

In zone 14, which includes Colo- 
rado, New Mexico and Arizona, three 
houses reported, one of which showed 
an increase of 25 per cent. Two 
reported decreases of 20 and 1.2 per 
cent, respectively. 

In zone 15, which includes Wash- 
ington and Oregon, six houses report- 
ed, five of which showed increases of 
3.46, 11.83, 31.7, 23.6 and 1 per cent, 
respectively. One reported a decrease 
of 8 per cent. 

In zone 16, which includes Califor- 
nia and Nevada, six houses reported, 
four of which showed increases of 6.5, 
4.71, 9.5 and 25.4 per cent, respect- 
ively. Two reported decreases of 20 
and 1.81 per cent, respectively. 
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The Magee ElectriCoal has practical merit—and 


every one you sell, sells another. 


Every- 


thing in your favor 





Electricity 





Coal For 





For Summer 






Winter 


The Range for Double Service—Electricity and Coal 


A masterpiece combining the mechanical and the artistic 


EALIZING the porular demand for electrical 

cooking we have combined in compact form a 
complete electric and coal range, practically the 
only one of its kind in the United States. 


7 Magee ElectriCoal, 46” in length and 58” 
in height to center of the electric oven, is 
dual in its makeup, one-half being devoted to elec- 
tricity and the other to coal, which offers the con- 
venience of using both fuels at one time, or inde- 
pendently, as the case may require. 


HE electrical equipment (“Edison”) includes 

an electric oven, a broiler and three cover units, 
with an attachment for connecting washing or iron- 
ing machine, flatiron or other similar devices. 


(Dept. P.) 


Send for booklet and information. 


MAGEE FURNACE COMPANY 


Boston, Massachusetts 


t lg electric oven, insulated on all sides, is a per- 
fect Fireless Cooker, baking being accomplished 
after the electricity is turned off, resulting in 
maximum economy. 


Ts coal range is complete in every detail, from 
the very reliable baking oven to the efficient 
brass coil for heating water. 


‘i Magee ElectriCoal is made in beautiful gray 
- Por-cel-a (fused enamel—washable) or in 
original black, both nickel-trimmed, with polished 
top surface and white enamel splasher. 


WPHESE ranges are so carefully packed and crated, 


- with instructions so complete, that they can be 
shipped and installed anywhere. 
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Ohio Association to Meet at 
Cedar Point 


The tentative program of the annual 
convention of the Ohio Electric Light 
Association, to be held at Cedar Point 
on July 11-14, has been announced. 
Reports of the technical committees 
will be made the first two days, and 
on Thursday, July 13, there will be a 
joint session with the Ohio Electrical 
Contractor-Dealers’ Association, which 
will be addressed by representatives 
of the Electrical Supply Jobbers As- 
sociation and the National Association 
of Electrical Contractors and Dealers. 
In the afternoon there will be ad- 
‘ dresses by A. K. Baylor of the Gen- 
eral Electric Co. and W. L. Goodwin 
of the Society for Electrical Develop- 
ment, 

* * 


% 
Young and Swope Head Gen- 
eral Electric Co. 

A broadening of the engineering 
service of the General Electric Co. 
and increasing its prestige here and 





Gerard Swope 


abroad is forecast by important 
changes in the directorate recently 
announced. 

Following a meeting of the board of 


directors, held in New York, May 16, 


IGEST OF THE N 





C. A. Coffin retired as chairman and 
was succeeded by Owen D. Young, 
long associated with the company as 
vice-president. The position of presi- 
dent was filled by the election of 
Gerard Swope, president of the In- 
ternational General Electric Co., 
succeeding E. W. Rice, Jr., who re- 
quested to be allowed to devote his 
entire energies to the further upbuild- 
ing of the scientific, engineering and 
technical phases of the company’s 
work, and who will become honorary 
chairman of the board of directors. 
Anson W. Burchard, for many years 
identified with the company as vice- 
president, with particular reference to 
public utilities and foreign investment, 
was elected vice-chairman of 
board. J. R. Lovejoy, vice-president 
in charge of sales, elected a 
director, as was also G. F. Morrison, 


was 


vice-president. 

Mr. Coffin, who has been for 40 
years a leading influence in the de- 
velopment of the corporation and was 
founder and creator of the company 
and its predecessor, the Thomson- 
Houston Co., will continue as a di- 
rector. 

Mr. Young, the new chairman of the 
board, is a lawyer by profession. He 
was born in Van Hornesville, N. Y., 
Oct. 27, 1874, and is a graduate of St. 
Lawrence University and Boston Uni- 
versity Law School. In addition to 
his in the General Electric 
Co., he is chairman of the board of 
directors of the Radio Corp. of Amer- 
ica, director of the Electric Bond & 
Share Corp., Bankers’ Trust Co., and 
many other organizations. 

Mr. Swope, the new president, has 
both engineer and commercial 
training. He was born in St. Louis, 
Dec. 1, 1872, and after receiving his 
elementary education in the local pub- 
lic schools, was graduated from the 
Massachusetts Institute of Technology 
in 1895. That: fall he entered the 


interest 


an 


employ of the Western Electric Co. 
Starting in the shops at Chicago, where 
he was first assigned, he worked his 
way up, department by department, to 
His first pro- 


an executive position. 





the - 








motion was to the power apparatus en- 
gineering department as designing 
engineer. Next he organized and was 
first manager of the company’s St. 
Louis house, opened in 1901. Four 





Owen D. Young 


years later he was called back to 
Chicago and made manager of the 
power apparatus department. When 
in 1908 the company went out of the 
power apparatus field, Mr. Swope 
was transferred to New York as gen- 
eral sales manager, and in 1913 he 
was elected vice-president. This con- 
nection he severed Jan. 1, 1919, to be- 
come president of the International 
General Electric Co. 
2 (#5 @ 


N. E. L. A. Considers Com- 
mercial Activities 

The development of more business 
in the electrical industry in order 
to take advantage of the opportunitiés 
for expansion was one of the most im- 
portant subjects that came before the 
forty-fifth annual convention of the 
National Electric Light Association, 
held at Atlantic City, N. J., May 
15-19. During the year considerable 
work has been done in this direction 
by the association, and reports of this 
work as wel] as future plans were dis- 
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Lewis Safety Switches 
have behind them 
QUALITY POLICY PRICE 


DO YOU REALIZE THE TREMENDOUS ADVANTAGE 
YOU HAVE IN SELLING A LINE OF SAFETY 
SWITCHES COMBINING THESE THREE ESSENTIALS? 





Lewis SAFETY SWITCHES 
are constructed of the best 
materials obtainable, are 
rugged and durable, of the 
quick-break positive-make 
type, and meet the require- 
ments of both the Industrial 
Electrician and Electrical 
Contractor. 





j 17 Catalog No. 12211 
LEwIs POLICY recogniZes This represents Multiple Circuit Type of 125 Volt Service Entrance 
° Switch. So constructed that branch fuses are accessible without 
the constructive Jobber as opening main door of cabinet, and adaptable to all types of 
1e s. 


meter 











an important factor in the 
distribution of its products, and provides both sales assistance and an 


attractive margin of profit. 


Lewis Prices are the lowest possible commensurate with durable con- 
struction. 


Write us today for our proposition. 


Lewis Electric Company 


Main Office and Factory, Minerva, Ohio 
Western Sales Office: 431 S. Dearborn Street, Chicago 
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Cash In on the 
Big Building 
Boom! 


Have you watched the 
building statistics? 


Have you noticed the big gain? 


It is predicted that this country 
is in for the biggest building boom 
in history. This will mean a big 
demand for everything electrical. 
Steel City Wiring Devices and Con- 
venience Outlets will help to solve 
some of the problems of your cus- 
tomers. You can. unhesitatingly 
recommend them because they are 
made right, priced right and have 
stood up under the most rigid serv- 
ice tests. 


Better familiarize yourself with 
all their good points. Send for our 
convenient catalog. A few of our 
specialties are illustrated in this 
space each month. 


Remember, we make everything 
used in modern wiring installa- 
tions, and have a reputation to 
maintain. You will find it com- 
paratively easy to sell the ‘‘Steel 
City Line.” 


LET’S GO! 


“Sell ’em Something More” 


Ghectrice Ca 


1207-1223 Columbus Avenue 
PITTSBURGH 23 23 PA. 














cussed at the convention in a sym- 
posium given by representatives from 
different branches of the industry. 

In his opening address President 
Milan R. Bump contrasted present- 
day conditions with those of a year 
ago, and said that there was more new 
work in contemplation then at any 
time in the history of the industry. He 
called attention to the “Electrify Am- 
erica’ movement, and asked the 5,000 
delegates and visitors to lend their 
support to it. 

H. A. Lane, director of the joint 
committee for business development, 
explained the purpose of the move- 
ment. He said that there would be no 
campaign, but a continued effort 
spreading over a number of years to 
get the interest of all branches in 
co-operating for greater electrical de- 
velopment. The purpose is not to 
establish a big organization at some 
central point to carry out a plan, but 
it is to get local interest back of the 
movement by the formation of co- 
operative leagues in every large city, 
the central stations to take a leading 
part in the activities. 

In the symposium on business de- 
velopment, Henry L. Doherty of H. 
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Poor Tommy—not a friend in the world. 
T. B. (Tommy) Jones, star salesman for 
the Electric Appliance Co., Dallas, Texas, 
says the reason he looks that way is be- 
cause Mac Sterett raised h—. Mac ‘sent 
him into the army and he hasn’t been the 
same since, but we aren’t inclined to take 
any stock in that excuse because Tom 
travels the famous Mt. Pleasant territory, 
famous for the distillation of corn liquor. 
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2 Models 
Now 





Retails at 
$10 Complete! 


Get Behind This Fast-Selling 
STAR ELECTRIC FAN! 


The Star Electric Fan—now 
made in two models—con- 
tinues to be the most popular, 
fastest selling electric fan ever 
produced. Retailers are order- 
ing them in large quantities— 
and it will be only a short time 
before the sweltering public 
will be making thousands of 
purchases. 


Finished in sparkling nickel, 
with trouble-proof motor. 8-in. 
fan blades and 6 ft. of cord. 
The Star is a super-value at its 
remarkable retail price of $10. 
Remember two models now 
being manufactured; Univer- 
sal type motor—for any cur- 
rent. Induction type Motor— 
for Alternating Current. 


Fitzgerald Manufacturing Co., 


Torrington, Conn. 





Other STAR 
Electrical Leaders:— 


The famous Star Electric Massage 
Vibrator—Retails ...... calianupnae $5.00 


The Star Electric Hair Dryer—A 
wonderful seller! Going big every- 


whetex-festele .................-.-.. $12.50 


Star Violet Ray Outfits. 
ae 2 ae 


rete $12.50, $25.00 and $50.00 


Three fast 


Star Electric Toaster. Reversible 
type. All nickel finish—Retails at 
PORE I Le LO $5.06 


Star Electric Heaters. Two remark- 


able items.__............. $5.00 and $9.00 











$$$ $$$ 
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It’s a Safe Bet 





That 8 out of the 10 customers on 
whom you call have immediate use for 
some “‘Unilets.”” Don’t pass up the op- 
portunity of swelling your monthly 
sales by neglecting to mention “Uni- 
lets” every time you call on a contractor 
or industrial. 


APPLETON products include ‘‘a fit- 
ting for every requirement.” They are 
nationally known as products of qual- 
ity, built with an engineering experi- 
ence behind them to be conveniently 
and easily installed. 


“Unilets’” are furnished in either 
Black Enameled or Hot Galvanized fin- 
ish. Other fittings in Black Enameled 
or Electro-Galvanized, according to . 
where they are used. 


You will find in our catalog a fitting 
to meet the most difficult or unusual 
wiring problem. Get one. 


The Portable Type Reelite is something that 
your customers are looking for. They are an es- 
sential part of the lighting equipment in factories, 
etc., for use around machines and for lighting 
during erection of machinery or repairing. 


The Reelite eliminates the expense of replacing 
cords, for there is no excess cord to be left lying 
on the floor, subject to the deteriorating effect 
of oil and grease. When thru with Reelite, wire 
can be reeled up out of the way. 


Construction: Reelites are black enameled, Drop 
Cord Type is 544” in diameter with 12 feet of 
approved portable cord. Portable Type is 714” in 
diameter with 25 feet of approved portable cord. 
Either type furnished with cover which can be 
mounted to 314” or 4” Outlet boxes. 


Appleton Products Incdude 
“Unilet>.”’ Out'e” Poxes ard Covers, Laundry Fittinas, 
Locknuts and Bushings, Meter Terminal Fittings, En- 
trance Fittings, ‘“‘Pagrip’’ Metal Moldina and Fittings, 
Conduit Clamps and Hangers, also Switch Boxes. 





PLETON ELECTRIC COMPANY 


GENERAL OFFICES AND FACTORY: 
1703 Wellington Avenue at Paulina 


CHICAGO 








L. Doherty Co., spoke for central- 
station companies; Guy E. Tripp 
spoke for the manufacturers, his ad- 
dress being given on other pages of 
this issue; W. E. Robertson of the 
Robertson-Cataract Electric Co., Buf- 
falo, in speaking for jobbers, said 
that they could co-operate with other 
electrical interests in putting on elec- 
tric home shows and special sales 
drives for seasonable devices; Far- 
quson Johnson spoke for the National 
Association of Electrical Contractors 
and Dealers, and W. W. Freeman 
spoke for the Society for Electrical 
Development. 

In addition to the reports of the 
chairman of the different sections and 
committees, there were addresses by 
C. D. Jackson, president of the Na- 
tional Association of Railway and 
Utility Commissioners, and W. A. 
Durgin of the Department of Com- 
merce, and a paper by Attorney-Gen- 
eral H. M. Daugherty, in which he 
stated he was in favor of public own- 
ership of utilities through investment 
in their securities and was not in favor 
of government, municipal or political 
ownership. 

Among the high notes of the con- 














“So this is Birmingham,” says S. G. 
Neuberger, manager of the automotive 
department, Interstate Electric Co., Bir- 
mingham, Ala. “Well who’d have thunk 
it!’ S. G. is the first man you meet 
when you step in the door of the Inter- 
state company and you always get the 
glad hand, but Oh boy! keep your left 
hand on your pocket—he’s out after the 
orders and he gets them. 
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H. W. KILKENNY 


Perhaps you wonder why Kil keeps Kil S 
his hat on. The bald fact is—well, d ays. 


For Speedy Work—use DURADUCT 


Your men can work faster out on the 


job if they use DURADUCT, because 


—it 1s easy to place it in position on 
account of the small outside diameter. 


—it is easy to fish with its Roller-Bear- 
ing Wireway. 


—it is easy to cut and makes a clean end, 
due to its Single Wall. 


Altogether, it’s a pleasure for a work- 
man to do a wiring job with DURA- 
DUCT. 


TUBULAR WOVEN FABRIC CO. 


Pawtucket, R. I. 
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SUCCESSFUL SALESMEN 


must be 


Energetic—Honest—Persevering—Resourceful— 


Confident — Ambitious — Experienced — 
Loyal — Fair 
and have faith in the product they sell. 


That brings us right up to 


Duncan Watthour Meters 


AEPIN APS 
>. {8 @& 224 8 eR 
“1 PON? 3A3 Ws f ; 
Bb Ness Nes sfeh) 
LG t 4 6 f 7 3) 


5” Kiowatr Hours “85.47 





315321. 





No other piece of apparatus used in the electrical field is so 
universally popular, so highly esteemed as the Duncan Meter. 
Used all over the world, it meets the most exacting require- 
ments of up-to-date plants. It is the most accurate and most 
reliable meter on the market and its many thousands of users 


sing its praises. 


If you want to climb the ladder of fame—and of course you 
do—get “hep” to the opportunity the Duncan offers you. 
Then get 


Convince yourself that what we claim for it is so. 
busy and tie to it. 


Pushing the Duncan will mean more profits for you and your 
house and a long list of satisfied customers, whose ‘‘latch- 
string’ will always be out to you. 


DUNCAN ELECTRIC MFG. CO., 
LAFAYETTE, IND. 


Manufacturers of Meters for more than 20 years. 























vention were evidences of a closer 
friendship between the _ different 
branches of the industry, and a keener 
appreciation of the opportunities for 
expansion not only in the central- 
station field but in other fields as well. 

The following officers were elected: 
President, Frank W. Smith, United 
Electric Light & Power Co., New 
York; first vice-president, Walter H. 
Johnson, Philadelphia Electric Co.; 
second vice-president, Franklin TT. 
Griffith, Portland Railway, Light & 
Power Co.; third vice-president, J. E. 
‘Davidson, Nebraska Power’ Co., 
Omaha; fourth vice-president, R. F. 
Pack, Northern States Power Co.., 
Minneapolis; treasurer, Walter Neu- 
muller, New York Edison Co. 

W. E. Robertson was re-elected to 
represent the jobbers on the executive 
committee, and James R. Strong, 
president of the National Association 
of Electrical Contractors and Dealers, 
was elected to represent the contrac- 
tor-dealers. 


* * * 


Philadelphia Electrical Show 


Electrical interests in Philadelphia 
are planning to hold an electrical show 
in the Commercial Museum next Octo- 
ber, under the auspices of the Electric 
Club of Philadelphia. The plans in- 
clude the exhibition of an electrical 
home and models of correct show win- 
dow and industrial lighting. 


Westinghouse Sales for Year 
Total $100,000,000 


In spite of the adverse conditions of 
the past year, the sales of the West- 
inghouse Electric & Manufacturing 
Co. amounted to almost exactly $100,- 
000,000, as shown by its annual re- 
port, dated March 3i, 1922. This is 
the largest volume of business handled 
by this company except during the 
abnormally active previous three years. 
Manufacturing costs were high, how- 
ever, as these could not be reduced 
as rapidly as prices fell. Futhermore, 
the expense of development work and 
about $1,500,000 for depreciation of 
inventory were charged against manu- 
facturing costs, so that the increase 
in surplus was only slightly greater 
than the amount paid out in dividends. 

Chairman Guy E. Tripp states in 
his report: ““The contraction in orders 
booked continued throughout the year 
until January, 1922, when there began 
a substantial improvement which has 
In addition to 
indications 


since been maintained. 


the for an in- 





favorable 
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UTSIDE of Edison sockets, the ratio 

of convenience outlets in wired homes 
runs less than one to every seven rooms. 
Some day every wired building will be 
completely equipped with convenience 
outlets. Until that happy day, shall we 
retard the sale and stop the making of 
appliances, or shall we make the use of 
appliances more popular by using such 
outlets as are now available? 


THE BENJAMIN 


SWIVEL 


Attachment Plug 


on a cord-connected appliance makes that appliance useful and usable right now, It popu- 
larizes the use of those appliances because it stops cord troubles and because in daylight or 
dark it is a one-hand, always-ready attachment plug. 


Made in styles and types to suit every requirement. Take the message to your dealer cus- 
tomers, to speed up the sale of cord-connected appliances by insisting on their being equipped 
with Swivel Attachment Plugs. We will be glad to give you full information if you will 


address nearest office. 


BENJAMIN ELECTRIC MFG CO. 


847 W. Jackson Blvd., Chicago 


247 W. 17th St., New York 580 Howard St., San Francisco, Cal. 
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The Lamp That Leads 


EMERALITE is the recognized LEADER of LAMPS 
because it represents conscientious devotion to an ideal 
supported by persistent national publicity. 

The wise dealer knows the danger of substitution and 
identifies himself with leaders—they sell easier, need no 
apologies and please his customers. 












Every Em- 
eralite has 
this  attach- 
ment that con- 
verts ordinary 


electric light 
into eye-saving 
daylite. 

Uses stand- 
ard Type B 
lamps. 





















H) My 


aaseveenvr™ 








KIND 


TO THE 


EYES 


Did you ever see a customer 
who was dissatisfied with his pur- 
chase of an Emeralite?> PRICE 
will never be a _ substitute for 
VALUE in lamps or anything else. 
Honest merchandise fairly priced 
and nationally advertised de- 
serves boosting. 


There is an Emeralite for every 
location. If you can’t find just 
what you want in the catalog, 
write us. 

See that your dealers display 
Emeralites prominently. 


H. G. McFADDIN & CO. 
37 Warren Street, New York City 


Makers of Lighting 
Devices since 1874 














National Desk Lamp 














creasing demand for the regular lines 
of your company’s products, a large 
demand for radio telephone receiving 
apparatus has recently developed with 
a prospect of its continuance for an 
indefinite period. It should be pointed 
out, however, that the ensuing year 
promises to be a period of keen com- 
petition.” 

The income account for the year 
is as follows: 


Gross ecarsings .................... $99,722,026.09 
oo a” ee eens 93,461,846.00 
Net manufacturing profit...... 6,260,180.09 
Ciner tee 8 ss, 2,678,808.65 
eons Income... .............. 8,983,988.74 
Interest on bonds and notes.. 3,096,600.08 
Deen eG Le: 5,837,888.66 


“Electrical Domestic Comfort” 


Electrical interests in Oregon were 
responsible for the preparation and 
staging of a playlet, “Electrical Do- 
mestic Comfort,” which was presented 
at a meeting of the Oregon Association 
of Electrical Contractors and Dealers 
at Corvallis. It brought out the ad- 
vantages of electrical service in the 
home. T. H. Murphy of the Portland 
Railway, Light & Power Co.; J. F. 
Barrett, Portland dealer; F. H. Whit- 
tlesey, secretary of the association; D. 
B. Stuart, superintendent of light and 
power at the Oregon Agricultural Col- 
lege were instrumental in giving the 
play, which was acted by members of 
the dramatic classes of the Agricul- 
tural College. 


* * * 


Form Public Utility Informa- 
tion Bureau 

One of the important steps taken 
during the convention of the South- 
western Electrical and Gas Associa- 
tion, held in San Antonio, Texas, May 
3-6, was the creation of a Public Util- 
ity Information Bureau for Texas, 
which will be established in Dallas 
and be in charge of George McQuaid, 
a veteran newspaper man of Texas 
and Oklahoma. 


> 2 2 


Goodwin Talks at A. I. E. E. 
Ladies’ Night 

The Rochester (N. Y.) section of 
the American Institute of Electrical 
Engineers held a ‘ladies’ night” 
meeting at the Chamber of Commerce 
assembly hall April 28, featuring a 
radio demonstration and an address 
on “Electrical Appliances to the 
Home” by William L. Goodwin of the 
Society for Electrical Development. 


Previous to his address in person, 
Mr. Goodwin broadcasted his talk, 
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ony & H” 
Radio Button Switches 
Radio Tumbler Switches 


A Spot O’lite Where the Switch is aa 





H & H Lighting switches can now be furnished 
with Radio (luminous) buttons, or indicators, for 
all conditions of service. 


It is the judgment of architects and contractors 
that buyers of switch equipment should very care- 
fully consider the value of the luminous feature 
which we are prepared to furnish in its most con- 
venient form on H & H switches. 


As no heat is used when inserting the luminous 
unit in switch parts, maximum luminosity and 
length of service is assured. (Process Patent 
applied for.) 


Circular mailed upon request. 





R B (Radio Button) prefixed to catalog number indi- 
yy cates switch to be supplied with a radio luminous push 
“@\* button or switch lever. 


THE Hart Go HEGEMAN MreCo. 


HARTFORD, CONNECTICOT 





RB8401 





‘“‘The Line 
of Least 
Resistance’”’ 
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Home ix Outfit 


$25.00 








There is a Violet Ray boom on 
now. The public has _ stopped 
questioning and is buying. Im- 
press this upon your dealers. 





This HOME OUTFIT is a compact, attractive package product. 
If displayed, it will sell. Have your dealer connect one so that 
his customers can try its beneficial, soothing effect. He will 
find it a splendid aid in his ‘Sell "Em Something More” efforts. 
The price is within the reach of all of his customers. The article 
is fully guaranteed. 


HALLIWELL ELECTRIC CO. 


305-309 E. 43rd St., New York City 

















Mr. Manson, chief engineer of the 
Stromberg-Carlson Telephone Manu- 
facturing Co., rigging up an outfit to 
receive the message and open the 
meeting by radiophone. Local con- 
tractors displayed various types of 
radio equipment, washing machines, 
vacuum cleaners, and other appli- 
ances. 

The meeting was attended by nearly 
500 people, half of which represented 
the prospective buyer, the housewife. 
Electricity and the uses to which it 
may be adapted to relieve the drudg- 
ery of housework was the subject of 
Bill’s address. 


* * * 


Circuit-Breakers Topic at 


A. I. E. E. Meeting 

Interest is being manifested in the 
circuit-breaker symposium which will 
be a feature of the meeting of the 
American Institute of Electrical En- 
gineers at Niagara Falls, N. Y., June 
26-30. The papers to be presented 
are: “Baltimore Oil Circuit-Breaker 
Test,” by H. C. Lewis, chief of tests, 
Consolidated Gas, Electric Light & 
Power Co., and A. F. Bang, testing 
engineer, Pennsylvania Water & 
Power Co.; “Interrupting Capacity 
Tests of General Electric Oil Circuit 
Breakers at Baltimore,” by J. D. Hil- 
liard, General Electric Co., and “Tests 
on Westinghouse Oil Circuit-Break- 
ers at Baltimore,” by J. B. MacNeil. 
of the Westinghouse Electric & Manu- 
facturing Co. 

* * * 


Extensions in Baltimore 

The Consolidated Gas, Electric 
Light & Power Co., Baltimore, Md., 
will make extensions to its distribution 
system in the downtown section of 
Baltimore. Contracts have been 
awarded to the Westinghouse Electric 
& Manufacturing Co. for a 16,000-am- 
pere, 25-cycle, booster converter with 
an air-blast transformer and switch- 
board, which will be installed in the 
McClelland alley substation. 


* * * 


Lighting Code for State of 
Washington 

An industrial lighting code for the 
state of Washington is now being 
drafted by a committee of electrical 
workers, electrical contractors and the 
safety division of the State Depart- 
ment of Labor and Industries. Day 
Morgan, an electrical engineer, has 





been engaged to gather data and draft 
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C-H Wail Elexit 
Receptacle 
LX 101, 


Oval Plate 
LX 301, 


Plug LX 511 


C-H Elexit Ceiling Plug 
with cover. 


C-H Threaded 
Elexit Ceiling C-H Elexit 
Plug. Wall Plug. 


C-H Elexit WallReceptacle —_— 
LX 111 with Narrow Oval C-H Elexit Ceiling Receptacie 
Plate LX 311 LX 200 with flush plate. 














Ready to Go 


Elexits, which have begun to appear 
in specifications for wiring during the last 
few months—have now become a reality. 


C-H Elexit Receptacles and Plugs are now in 
production—ready to go into the home or 
building—ready to give the user the ultimate 
lighting convenience and flexibility. 


The Receptacles are for installation in wall 
and ceiling outlet boxes;—the Plugs,—for at- 
taching to lighting fixtures to make them 
Elexeliers at once movable, interchangeable, 
detachable. 

Elexits permit the expression of personal 
taste and individual preference in the selection, 
placing and replacing of lighting fixtures. They 
allow of proper selection because different types 
may be actually put in place and lighted in any 
room. Final choice can be more easily made. 

Complete information on C-H Elexits wiring 
devices sent on request. 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Dept. 
Milwaukee, Wisconsin 














eH Plexits 

















THE JOBBER'SJSALESMAN 


























THE SEASON’S 
BIG SENSATION 





“TURNS TOAST AS TOAST WAS 
NEVER TURNED BEFORE” 


NEW DOUBLE 
REVERSIBLE 
TOASTER 





MADE IN AMERICA 


Turn Knob at Top 
of Toaster and the 
Twin Racks Turn. 
at the Same ‘Time. 


LIST PRICE 
$7.50 EACH 


a 


SOLE DISTRIBUTORS 


Geo. Boregfeldt & Co. 


16th St. and Irving Place 


NEW YORK 























the code with the assistance of W. L. 
Meachem, electrical contractor of 
Seattle; F. G. Heller, of the electrical 
workers, and J. H. Lewis, electrical 
inspector for the Department of Labor 
and Industries. The code will embrace 
yard and factory lighting and also the 
correct arrangement of skylights and 
windows. The plan is not to incur 
expense by forcing factory owners to 
replace present lighting equipment, 
but to provide a standard for future 


installations. 
* * * 


Elected President 


Carl G. Schluederberg, executive 
assistant to the manager of the supply 
department of the Westinghouse EI- 
ectric & Manufacturing Co., has been 
elected president of the American 
Electro-chemical Society. Mr. Schlue- 
derberg has been active in electro- 
chemical circles for a number of years. 
He is a member of the Pittsburgh 
Section and has been a member of the 
board of directors of the society for 
the past six years. 

* * * 


“The Circuit Breaker” 


_The electrical contractors of Brook- 
lyn and Queens, 44 Court street, 
Brooklyn, have started the publication 
of “The Circuit Breaker” which will 
be issued monthly. The first issue con- 
tains considerable material dealing 
with the contractor-dealer field and 
gives a summary of activities in 
Brooklyn. 

- & & ® 
Buffalo Baseball League 
E..D. O’Dea, of McCarthy Bros. 


-| & Ford, Buffalo, has been elected 


president of the Electric Baseball 
League of Buffalo, recently reorgan- 
ized. Teams representing his com- 
pany, Robertson - Cataract Electric 
Co., Buffalo General Electric Co., and 
other firms in the industry will play a 
schedule at Delaware Park this sum- 


mer, 
* & 


Suggests Electrical Week 

B. S. Smith of Washington, D. C., 
writes in to inquire why electrical in- 
terests do not have an “Electrical 
Week,” in which dealers, jobbers, cen- 
tral-station companies and manufac- 
turers could participate. During 1915 
and 1916 the Society for Electrical 
Development staged “America’s Elec- 
trical Week” and “Electrical Pros- 
perity Week,” but since that time 
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TeCap No. 6772 
Parallel Blades 


TeCap No. 6771 
Tandem Blades 

















These quick-selling devices are new and novel 
and willinterest your trade 


Imprinted Circulars Hubbell TeCaps, wired to appliance 
dens: te’ eae Haieiiein, Dia hana: cords, fit Convenience Outlets or Plug 
some circulars illustrate and describe Bases, and provide an extra set of Te- 
our electrical specialties and carry Slots taking ordinary plug cap blades. 
dealers’ imprints. Proven sales helps. pee in , 

Write for oe. 218 and 209. F Hubbell TeTap ‘Ten gives dealer com- 


plete assortment of popular devices in 
display container for ready sake. Com- 
pact—inexpensive-—advertised in GOOD 


HOUSEKEEPING. 


HARVEY HUBBELL 


ELECTRICAL AG0') SPECIALTIES 


BRIDGEPORT CONN. U.S.A. 











2255-U 


*o 















Pull 


Or | we? Socket Plug 


Triplex 
N91 N?2 Te 







































3190 6700 


ELECTRICAL SPECIALTIES 
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A Good Line to Tie to— 
The MARATHON “OK” Line 
of Motors, Ventilating, Fans 
Ceiling Fans and Grinders 


Prices just about half those usually charged. Quick sellers 
on the price argument, and fine repeaters on their performance 
records. 


List Prices (Write for Discounts) 
Marathon “OK’’ Motors—Guaranteed | year) 


110 volt, 60 cycle, A. C.; Split phase, fan-cooled, operating at 1740 rpm. 


JA: | ee eae ..$13.50 1 HP. .... 
JA: | ane oe Sate in sie 14.50 WERE o: on canosencccbavesdsesctie=ss CO 


Also two and three-phase at same price as single phase. 


Grinder and Buffer—!/4, H. P. Motor, 6 inch abrasive wheel, 


OPES OT CE EE ee nee ee eek Oe Ee ee ee Ws Ree eer 25.00 
Same, with D. C. Motor—32 or 110 volt............2..0222.222eee eee 27.00 
Same, with D. C. Motor—220 volt....................02 0c cece cece cece ee ee eee ee 28.00 
16-inch Ventilating Fan, with 4% H.P. Motor, moving 3000 cubic 

BE api ana eh PERIGEE os cin oo os dn nectce eens seed soeseeeuas .. 30.00 
18-inch Ventilating Fan, with 14, H.P. Motor, moving 5000 cubic 

Dsne ier ania RNIN. 222085 NE cn sae cee 35.00 
20-inch Ventilating Fan, with 14 H.P. Motor, moving 5000 cubic 

BOE OE ie er INS: = ook ssn ck ben ee ee 40.00 
Ceiling Fan—16-inch with 14 H.P. Motor....................22.-.-..-------- 38.00 
Ceiling Fan—18-inch with 14 H.P. Motor......................2...........-- 40.00 
Ceiling Fan—20-inch with 14 H.P. Motor...................0.22...2.....---- 42.00 


Our Local Advertising Helps 


will give any dealer who gets behind this line the command of 
the entire electrical device situation. 


Send for Bulletins and Discounts 


Marathon Electric Manufacturing Co. 


36 Island St. 


Wausau, Wisconsin 

















there have been no combined activities 
in that direction. 

Wouldn’t it be a good idea to set 
apart some week, say in an off-season 
period, in which an “Electrical Week” 
could be held in every part of the 
country? 





The Manufacturer, Job- 
ber and Contractor- 


Dealer 
(Continued from page 14) 

an enlarged opportunity for outstand- 
ing vision, courage and ability. It 
also furnishes a greater field for a 
more comprehensive co-operation with 
the central-station interests and for 
the establishment of a _business-get- 
ting value which will be an insurance 
for the future. 

If I have made myself intelligible, 
you will understand that I have been 
leading up to the following summary 
of the situation between the manufac- 
turer, the jobber, the jobber con- 
trolled by the manufacturer and the 
independent jobber—viz., whatever is 
the soundest method of distribution 
that will in the end lead the proces- 
sion, and one of the tests of which 
is the soundest, generally speaking, 
will be the relative character of pub- 
lic service which either one system or 
the other renders in the development 
of the field at the central station. 

I have devoted a lot of space to the 
outline of one of the tests which I 
think will help to determine the best 
method of distribution of electrical 
supplies and have based my whole 
system argument on the premise that 
the central-station companies will fur- 
nish an equal opportunity of endeavor, 
and that they will judge the activi- 
ties of all who work in their field 
solely from a standpoint of results, 
with a full understanding that co-op- 
eration means joint action. 

I regard the problem as essentially 
a local one and believe that it is im- 
possible to proclaim a policy which 
can be reduced to a list of rules and 
regulations for individual power com- 
panies, but in general if the manufac- 
turer, the jobber and the dealer are 
to be regarded as branches of the in- 
dustry whose value is to be measured 
by the help they give in the develop- 
ment of the business of central-sta- 
tion companies, then the National 
Electric Light Association must carry 
the banner of a fair field and no 
favors. 
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E’S R. V. OYLER, of the 
Edison Electric Company, 
Berkeley, Cal., and one of the 
livest Edison Mazpa Lamp Agents. 
He started out to sell Better Light- 
ing to Berkeley merchants. Here 
is the result of his activities on his 
own block alone: 


Visited 26 stores. 

Got 11 jobs (all but one includ- 
ing new wiring). ; 
Sold 65 reflectors and 65 75- 
watt and 100-watt lamps for 
store windows. 


You can do what Bob Oyler did 


Sold 75 lighting units and 75 
75-watt and 100-watt lamps for 
store interiors. 


“T went after the merchants on the 
basis of improving their business by 
better lighting,” says Mr. Oyler. “It 
wasn’t hard to prove this to them. 
Needless to say, I am going to extend 
my activities to other sections. I have 
found that store and window lighting 
is one of the best types of business to 
go after for two reasons: first, you get 
the business on a non-competitive 
basis; second, you get your money back 
quicker.” 


YOU can do what Mr. Oyler is doing. We have prepared a 
complete selling plan for Edison Mazpa Lamp Agents, showing 
how to sell Better Store and Window Lighting, and are furnish- 
ing our Agents with the sales helps needed. Merchants are be- 
ing prepared for your sales letters and calls through five full 
page advertisements in The Saturday Evening Post. 


Write today to the district office serving you for particulars. 
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Electrical Convenience is a 
topic of conversation in thou- 
sands of homes this year 

[G ia 
| 20D HOUSEKEEPING 
“ae Ei 


General Office 
Schenectady, NY. 


G-E National Advertising 
will help the dealer sell 
the electrical idea 


G-E National advertising, starting next 
month in prominent magazines of large 
circulation, will feature complete electri- 
cal convenience. It will paint an allur- 
ing picture of the comforts to be had if. 
the home be properly wired. 

This advertising will direct to contrac- 
tor-dealers’ stores thousands of those 
whose interest in electrical equipment 
for the home has been aroused to the 
buying point. 

Complete wiring and G-E Reliable 
Wiring Devices are being made increas- 
ingly easy to sell. The model electrical 
homes now being built from coast to 
coast are giving an added stimulus to 
public interest. 


lectric 
pany %iene 


ie 


6S 
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A New Market for 
An Old and Tried Product 


Electrical dealers can broadcast some good news to the thousands 
of owners of wireless telephone and telegraph sets. The Tungar 
battery charger puts an end to the annoyance and expense of 
taking storage batteries to a service station for charging. 


Connected to any alternating current lighting circuit the Tungar 
charges the battery quietly, quickly and at a small cost for current. 
An overnight charge once or twice a month will keep the battery 
in perfect condition, lengthening its life and increasing its effi- 
ciency. An added selling point for the Tungar is that it can also 
be used for charging automobile starting and lighting batteries 
and to furnish direct current for a variety of electrical experiments. 


£ 


The Tungar will be promoted this year by extensive advertising 
in radio papers. It is dependable, easy to sell and offers a satis- 
factory profit. Ask our nearest office or distributor for further 
information. 


Jobber’s sales of Tungars can now be greatly increased by calling deal- 
ers’ attention to this new market. 


General@Ele ctric 


Saag Company 



















Five Amp. Tungar Battery 
harger 


Charges one 6-volt lead cell 
battery at 5 amperes, one - 
volt battery at 3 amperes or 
one 18 volt battery at 1.5 
amperes. 


There is also a 2 amp. size 
which will charge a 6-volt 
battery at 2 amperes, or @ 
12 volt battery at 1 ampere. 


Sales Offices in 
all large cities 
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Western Red and Northern White 


CEDAR POLES 


PRESERVATION 





The Brand of Quality 


Better Preservation for Poles 


THE VALENTINE-CLARK CO. 
Minneapolis Spokane 
Philadelphia Toledo Chicago New York 


























How Old Bill Fell Down 


By J. E, Bullard 


to the rest of us. 














That new 


I T CERTAINLY was a surprise 


washing-machine proposition was 
the best we had been able to offer 


to the dealers for years. 


It was a 


new machine, the price was very low, 
and they could make a big profit on 
it. Everybody went out and made a 
killing on it the first trip. That is 


everybody but Bill. 
Old Bill fell down. 


much more 


He didn’t sell 


many 


machines as the next lowest man on 
the list. That wasn’t at all like Bill 
and we thought he must be sick or 


getting old and losing his punch. 


If 


anybody else had made such a poor 
showing on those machines as Bill did 


I’m sure he’d have been fired. 


As it was, Bill got called on the 
carpet, but you see Bill Spicer has 
been leading the sales force right 
along and we were not surprised that 
he didn’t seem worried either when he 


went in or when he came out. 


We 


were the fellows the surprise was 


being cooked up for. 


Well, as I said before, that wash- 
ing-machine proposition was the best 


one we'd ever had. 


There was a long 


profit in it for the dealers, in fact, 
the profit was enough to more than 
make up for any lack of demand 
because the manufacturers hadn’t got 


around to advertise it very much. 


To 


tell the truth, we played up the big 
profit strong, and showed the dealers 
that they were going to get a lot ot 
money that otherwise would have been 
put into advertising, but that enough 
would be done to help them move the 
stock. Those dealers sure did bite. 

We had such a good line of talk 
that we got every dealer to stock up 


to the limit. 


Business surely did look 


good on that trip. The first day we 
got back to the office after we started 
out with that offer we sure were a 
happy bunch, but our elation didn’t 


last long. 


The very next time we 


called on those dealers they began to 


jump on us. 


chines wouldn’t sell. 


They claimed the ma- 
They wanted 


us to take them all back. We had 
to take some back, and it wasn’t 
pleasant to come back and face the 
boss. This time it was us who had 


to come in on the carpet. 


He got us all in the office, that is 


everybody but Bill; it seemed that for 
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Another Arrow Product 
An attachment plug armored 
against injury with a sure 
grip on the cord 


The old 
method 


O MATTER how many times the cap is accidentally 
pulled out and dropped on the floor the cord does not 
pull from the binding screws and the cap is not broken. 

The Armored Attachment Plug costs slightly more than 
the ordinary plug, but it saves its cost in repairs and replace 
ments. 

The Caps RH (43” cord hole) and RI (14” cord hole) 
are standard and interchangeable so that they can be bought 
separately if desired. 

This plug is particularly suitable for industrial work and 
garages. 

Attachment Plugs with Armored Cord Grip Cap. 


Cat. No. List Price Std. Pkg. 
RH-8200 with 43” cord hole 85e 50 
RI-8200 with '4” cord hole 35¢ 50 


THE ARROW ELECTRIC CO. 
HARTFORD, CONN. 





The new 
method 











The complete line of Wiring Devices 
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The Type “C” 
Enclosed Switch 





Notice the operating mechanism— 


large cast iron handle, heavy strap-iron cross bar, strong 
barrel-type spring.” A strong combination where strength 
is needed. Even if the contacts were badly burnt (the 
positive quick‘ break«goes a long way to prevent this, how- 
ever) the switch could be operated on account of this 
rugged construction. ~ Don’t overlook this selling point. 


The rest of the switch is made just as well. Armco Ingot 
Iron box-baked enameled finish—heavy copper parts— 
generous wiring space. 


And the price is about the same as what it costs to 
install a knife switch in an ordinary iron box. 


This is only one type of a complete line. Send for in- 
formation on other types. 


The Trumbull-Vanderpoel 
Electric Manufacturing Co. 


Incorporated 


Bantam, Connecticut, U. S. A. 





some reason or other Bill was excused. 


+ We figured that he had gotten his the 


first time. 
Well, as soon as we were nicely set- 


-tled the boss passed around the cigars 


ard told us to light up. I knew then 
that we were in for it. There wasn’t 
one of us who could guess what he 
had up his sleeve. He started out by 
telling us we thought we were a fine 
bunch of salesmen, but that we were 
just a lot of boobs and that he was 
going to prove it. Then he pulled a 
sheet of paper out of a pigeon hole 
in his desk and started in right. 

“You fellows think you’ve sold a 
lot of those washing machines, don’t 
you?” he asks. 

We nodded our heads because there 
didn’t seem to be much else that we 
could do. 

“Well,” he says, “as near as I can 
figure the thing out you haven't sold 
any. You took a lot of orders on your 
first trip with them, but we’re having 
a hard time to collect the money for 
them and it looks to me that unless 
you start out and sell these machines 
we'll have to take most of them back 
or lose a lot of customers. You know 











On the door mat at 68 East Chestnut 
street, Columbus, Ohio, you will find the 
inscription, “The Enzor-Hoel Co.,” which 
means service in commercial and residen- 
tial lighting. Holding up the building in 
this picture you may see C. C. Hoel, sec- 
retary and treasurer of that company. 
“It’s an ill wind that blows nobody good,” 
is Hoel’s motto. “Every dark and rainy 
day means more lamp business.” 
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Test HEMGO TWIN- LITE Plugs 


For QUALITY 


You will find that they are not injured by heat, mois- 
ture, blows or pulls and that they give perfect service 
without deteriorating. 


For TURNOVER 
Measure the rate of turnover on HEMCO TWIN- 
LITES against other electrical items you carry, and 
you will find they stand at the top. 


For PROFIT 
Quick turnovers mean quick profits. And when you 
sell HEMCO TWIN-LITES you are sure of satisfy- 
ing and holding your customers. 
Write for our Special Display Material 
Address Dept. 16 


George Richards & Company 


557 W. St. ote CHICAGO, ILL. 


New York Office, 344 E. 40th Street 


PACIFIC ay 5 9 AGENTS, NEW ENGLAND AGENTS, 
Geo. A. Gray Co., Pettingell-Andrews Co., 
589 Mission St., San Francisco. Boston, Mass. 
SOLE EXPORT DISTRIBUTORS, 
Cornelius-Scott-Sargeant, Inc. 29 Broadway, New York City. 





Some Remarkable 
Sales Records 










Averages 3 Plugs Daily 

The Electrical Equipment Co., 
of Martintown, W. Va., report 
average sales of 84 HEMCO 
plugs per month, an average of 
over 3 plugs per day. They con- 
sider HEMCO TWIN-LITE 
Plugs an exceptionally profit- 
able line. 









A Special 15 Day Sale 


The leading electrical com- 
pany of Danville, Va., sold 112 
plugs during a 15 day campaign. 
The plan involved special win- 
dow and counter displays using 
our special display material. 









Reorders Every Week 


Carl Stach, Iowa City, Iowa, 
writes, “I can say Hemco i 
TWIN-LITE Plugs are one of 
the best sellers I have ever seen. 
I have to keep ordering about 
every week to keep enough on 
hand.” 











Sales Steadily Mounting 
The Page Electric Company, 
| Geneva, New York, talk Hemco 
TWIN-LITES when selling ap- 
pliances and constantly display 
TWIN-LITES in their cases 
and windows. Sales are mount- 
ing every month. 








TWIN-LITE Quality Wins 


The durability of Hemco- 
TWIN-LITES is_ constantly 
kept before customers by E. L. 
Tibbals & Sons, Pontiac, Michi- 
gan. They write, “We throw 
the plug on the floor and give it | 
other severe tests to demon- 
strate its unbreakable quality, 
and in nine cases out of ten the 
sale is made.” 








Hemco TWIN-LITE Plugs are 








supreme in QUALITY, in AP- 
PEARANCE and in SELLING 
POWER. 
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BRUNT 


Highest Quality 


PORCELAIN 


KNOBS, 
TUBES, 
CLEATS, 
SPECIALTIES 














DRIVE-IT KNOB 


Pe. 





BRUNT 








Our goods are marketed through the jobber 
AMERICAN REPRESENTATIVES 


ST. LOUIS, MO NEW YORK, N. Y ‘G 
J é NE - , BIRMINGHAM, ALA. 
H Wallis & Co. W. D. Stewart W. H. “sor ~~ 
1409 Syndicate Trust Bldg. 1123 Broadway Jefferson County Bank Bldg. 
ee ON SAN FRANCISCO, CALIF. CHICAGO, ILI 
Sone erick Kerr Sales Agency Edward F.’ Meyers Sales N 2 
342 Sherlock Bldg 663 Mission Street 305 Mareunte Bide si sles 


CANADIAN REPRESENTATIVES 


TORONTO, ONTARIO WINNIPEG, MANITOBA 
Luggan Import Sales Co. Russell, Fowler Co 
162 King Street, West 06 Notre Dame Avenue 


The Brunt Porcelain Company 
Columbus, Ohio 




















we're not the only people who are 
trying to sell goods, and if these 
dealers get it into their heads that we 
are trying to put anything over on 
them they’re going to do most of their 
buying elsewhere in the future, and 
you fellows have given ‘em that idea.” 

He seemed to be getting pretty ex- 
cited; still we couldn’t help seeing 
that he was talking more for effect 
than in earnest. He had something 
else he was going to pull on us, and 
we didn’t have to wait long either. 
After he’d made it very plain all we 
had in the cavity where our brains 
ought to be was just some rancid gela- 
tine he shot this question at us. 

“How many washing machines do 
you suppose Bill Spicer sold on this 
trip? You all know how badly he 
fell down on his first trip. I believe 
you were all secretly glad that he did 
fall down. It was the first time I'd 
ever known Bill to fall down and I 
was surprised myself, but how many 
machines do you think he sold this 
last trip?” 

We didn’t know, so we couldn’t an- 
swer. We hadn’t seen Bill much 
since we'd got back, and probably he 
wouldn’t have told us how much he’d 
sold if we had, but we’d have found 
out in a few days. We always do. 

“Well,” says the boss, “I'll tell you 
that he sold more machines than any 
one of you sold on the first trip. I'll 
change that statement. He actually 
sold more machines than any of you 
fellows took orders for on your first 
trip. You'll have to admit that you 
really didn’t sell any machines at all. 
Bill Spicer did sell some machines on 
that first trip. That was what he was 
doing—selling machines and not tak- 
ing orders.” 

I’d suspected all the time that 
there was some good reason why Bill 
had fallen down. Now I began to see 
the light. He hadn't fallen down at 
all. We had. 

“Do you know what Bill did that 
first trip?” the boss was asking. “He 
was selling those washing machines 
to the dealers. He told me all about 
it when I questioned him after that 
trip. I kind of thought at first that 
he was a little off the track myself, 
but it has worked out just as he said 
it would.” 

Old Bill always has such a good 
reason for what he does that I believe 
that if he committed murder he could 
show the jury that was the only thing 
to do, and that he was rendering great 
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ROO OODLE 





f 
P&S BR and 1162 a : 45 


P&S BR Mounted on Shallow Box 
with P&S 1162 BX Box Adapter 





a> 


5 a 1 


BOO OUCLE 





P&S BR and 1163 


P&S BR Mounted on Deep 


lal 





P&S 1162 4” Box with P&S 1163 
BX Box Deep Box Adapter 
Adapter 





P&S 1163 


Deep Box 
Adapter 





7 
= 


P&S S19 


P&S BR FivIo BRASS BASE 


For Shallow or Deep Boxes and “Old Work” 
Interchangeable with All Fluto Bodies 


P&S 1162 and 1163 are Made 
to Use with BR 











S21 





Made by P&S $22 


Pass & Seymour, Inc., 


Solvay, N. Y., U.S. A. 
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Get acquainted, men, 


with this Trade-Mark 


 ascinaie Electric Appliances 
sound the latest note in im- 
provements in electric irons, 
grills, toasters, percolaters and 
electrical toys—such as steam 
engines and miniature cooking 
ranges. 


They are quick to sell because 
their exceptional good features 
are so obvious. They never fail 
to make good because they are 
built for service in every sense 
of the word. 


COMPLETE line 

of Empire Elec- 
tric Appliances never 
fails to arouse favor- 
able comment. Their 
prices are as attractive 
as their strong selling 
points and the satisfac- 
tory service they give 
make repeat sales a cer- 
tainty. 





Note the patented base. No 
rest needed with the Empire 
Iron. Extra roomy handle; 
unusually long heater plug. 
Heat is scientifically distributed 
to edges of iron. Observe the 
long tapering point. 





_Empire Percolators are made in _twe 
sizes—six and eight-cup capacity. Heat 


unit is patented and is removable; being 
entirely surrounded by liquid. quick per- 
colation is assured. Easily cleaned because 
there are no hinges or crevices. Insulated 
base prevents injury to table. Undoubt- 
edly, the greatest percolator value on the 
market today. 


Write for Price List and Illustrated Folders. 
Made only by 


EMPIRE TRANSFORMER CO. 


2000 Southport Ave. te: 


CHICAGO, ILL. 

















service to mankind by doing it. Prob- 
ably he'd be right; too. 

“You fellows,” continued the boss, 
“just went out and sold them the 
proposition we had to offer. You 
made those dealers believe that all 
they had to do was to buy a lot of 
machines and then sit down and let 
the profits come rolling in. And 
when the machine didn’t sell those 
dealers got sore, and you couldn't 
blame them, now, could you? 

“Well, Bill went at it altogether 
different. He didn’t say much about 
the profits, but he did talk that ma- 
chine. I guess he’s sold one of those 
machines to pretty nearly every dealer 
he calls on, and by selling the ma- 
chine I mean he’s got the dealer to 
send it home and let his wife try it 
out. He’s got those dealers enthusi- 
astic, and what is the result? The 
next time he goes around and talks 
about the chance they have to make a 
profit, they buy. 

“T’ll tell you something. Some of 
Bill’s dealers sent in orders for ma- 
chines before he got around to them 
the second time. Those fellows are 
enthusiastic about this new machine 
and the proposition we can offer them, 
and they are going to make some real 
money out of it. .You see it makes a 
lot of difference whether you sell the 
machine or just some easy profits.” 

It was a funny thing we hadn't 
thought of this before. It was just 
Bill’s way of selling things. First he 
teaches his dealers how to sell goods 
and then he sends them the goods they 
have to have in order to sell. We'd 
all got so excited over the fine busi- 
ness that was coming our way all of 
a sudden that we plumb forgot all 
that advice that Bill at one time or 
another had given us. 

“Now,” went on the boss, “you've 
gone and got us into a dirty mess and 
the least you can do is to wash us out. 
What I want every one of you men to 
do is to take one of these machines 
home and do the washing there your- 
self next Monday. I guess your wives 
will be able to teach you. I’ve just 
written each of ‘em that you’re going 
to do the washing and that I’m look- 
ing to them to see that it’s done right. 
After that lesson, I guess you'll be 
able to go out and show the wives of 
the dealers that this is a good ma- 
chine, and believe me if you do that 
we won't have to take back any ma- 
chines. I’m looking to you to get 
going and wash this bad blot from 
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Prastic Price Reductton 
WiREMOLD 


OW conbuit 
4 


5 in 
__ foot lots~- 
te a 45] 3 lots of 000 
feet and over- 


We pay the Freight. et in 1,000 foot lots 
c 3522 Lots of 5,000 feet and over 


Angeles ° : We Pp ay the Freight _ 


Wiremold Conduit is now made 
in Four Wire Size as well asin 
the standard Three Wire Size. 
Thenew Four Wire Size enters 
all present Wiremold Fittings 
with a simple connector. 


THE HIGHEST GRADE CONDUIT 


NOW SELLS AT THE LOWEST PRICE 


Think of it! You can now sell Wiremold 
Conduit for $35 in five thousand foot lots 
East of the Rockies! And for $51.50 West 
of the Rockies! With the freight prepaid 
ps soem from factory or warehouse 
stocks. 


Push Wiremold Conduit. The contractor 
makes most money if he recommends and 
installs Wiremold Conduit on surface jobs. 
Once he gets to know Wiremold Conduit, 
he won’t use any other conduit. That means 
that you will find Wiremold Conduit easier 
a every order will bring a re- 
order, 


It is easier and speedier to install, and com- 


bines handsome appearance and complete 
protection. It is is now the most economi- 
cal conduit on the market. It gets the con- 
tractor new business by enabling him to 
quote lower figures, no matter what the sur- 
face wiring job is. No expensive tools re- 
quired—just a hacksaw, screw driver, and a 
bender. 


Now that Wiremold Conduit is also made 
in four wire size—now that the price has 
been reduced—there is every reason why 
every jobber and contractor in the country 
should carry, recommend and use Wiremold 
Conduit. Get behind Wiremold Conduit 
and you can build up a substantial Wire- 
mold business. 


THE AMERICAN WIREMOLD CO., HARTFORD, CONN. 


WirEMOLD 


CONDUIT 
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A House Number You 
Can See in the Dark 


The Luminite Number 
—made of moulded glass. 
—framed in pure copper. 


—absolutely weather- 
proof, 


—attachable anywhere. 


Retails 
for 


$1.00 


‘“‘Glow in the Dark.” 





Jobbers’ salesmen will find a real interest among contractors 
and dealers for the Luminite Number. Sells on sight to house 
owners and hotel managers. Fill in the summer valley of 
your sales curve with this easy seller. 


Other Luminite Products 
THE LUMINITE 
PENDANT 
eliminates Zropin?, in -the 
dark for the electric lipht 
pull chain or key socket. 
Saves the nerves and shins. 
Sells on sight. Specify in 
your order whether you de- 
sire the pendant for the 

chain or key socket. 





THE LUMINITE 
SWITCH LOCATOR 
lights the way in the dark to 
that ever elusive wall switch. It 
is attached by removing, one of 


AG 











Luminosity ] the screws in the plate and plac- 
Guaranteed jf ing, the locator on it as you would 
5 Years YU) a washer, then replacing, the 

3 — —S screw. It is most practical and 








; attractive. 
fs! 2.5¢ 
Price rN 
Dealers and distributors are ordering faster than we can supply the 


demand. Big profits to dealer and wholesaler. We supply electros, 
literature, catalog inserts and display cards. 


Write us today for samples and prices. 


MANUFACTURED BY 


THE LUMINITE CORPORATION 
Newark, N. J. 


24-30 Scott Street 

















our escutcheon and to do it with this 
washing machine. That’s all I’ve got 
to say. Now go to it.” 

He had the goods on us, and the 
next Monday we were a merry lot of 
washerwomen. I don’t know how 
many washings we fellows did before 
we got that stock moving we'd un- 
loaded on those dealers, but after 
awhile it did start going because the 
machine really was so good the deal- 
ers couldn’t help getting enthusiastic 
about it. But we couldn’t help feeling 
that we’d done much better if we'd 
started in washing at first the way 


Bill did. 


Your Job—What Is It 
Worth to You? 
By James F. Hall 


VERY jobber’s salesman is a 





success in his territory only to 
the extent of his personal interest in 
his work. 

Are we enjoying the association we 
have with the personnel of our trade? 
Are we eager to find out what prob- 
lems may be awaiting us upon our ar- 
rival in this or that locality? Do the 
reoccurring calls upon the dealers of 
our trade become boresome and 
monotonously humdrum? Does the 
“old job” appeal to us only as a nec- 
essary evil in the course of our get- 
ting a living? 

I hope that such is not the case 
with the majority of us, and subse- 
quently to the credit of our work as 
jobbers’ representatives. 

But there have been moments of 
temperamental melancholy to which 
we have all been subject, and the 
thing for us to realize at such times 
is that we are lowering the efficiency 
of our service to the firm, to the trade 
and to ourselves. 

We can, if we are inclined to do so, 
make every day’s work a program oi 
effective accomplishment, with its re- 
sultant reward of a pacifying satis- 
faction in having completed a day of 
honest endeavor, which is always pro- 
ductive of tangible results, whether 
immediate or shortly developing. 

Just how may we, in the ordinary 
procedure of our work, accomplish 
this degree of efficiency and satisfac- 
tion in our function as jobbers’ sales- 
men? Primarily by lending our en- 
tire thought and interest to the indi- 
vidual help of each of the accounts 
with whom we come into contact. 

We will find instances where we 
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The Hidden Detail 


Back of the most carefully planned light- 
ing effects is the dependence placed upon 
the wiring of the house. Using just any kind 
of wire means difficulties in the construction, 
and the possibility of trouble to the house- 
holder after the job is finished. Using a de- 
pendable standard wire insures satisfaction 
to everybody concerned, contractor, archi- 
tect, owner, and even the workmen who in- 
stall it. 


Choose which kind of work you will stake 
your reputation upon and remember that 


the PARANITE label means thirty years of 


leadership in wire manufacture. 


Indiana Rubber & 
Insulated Wire Co. 


Jonesboro, Indiana 
Chicago, 210 S. Desplaines St. 
New York, The Thomas & Betts Co., 63 Vesey St. 
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am -SAVE 


“The Quality Incandescent Lamp” 








Four Years Ago— 
Unknown 


{ #& \ Today— 
3 / || Unquestioned Leaders 





The Reason—Quality 


























SAVE ELECTRIC CORPORATION 


615-623 Front St. 220-254 36th Street 
TOLEDO, OHIO BROOKLYN, N. Y. 


Executive Offices: Toledo, Ohio 

















can profitably stimulate the dealer's 
interest in certain appliance special- 
ties of our line. In other instances a 
development of the dealer’s attentio: 
toward a special interest in this or 
that product, with a subsequent profit- 
able reaction for all parties con- 
cerned. And our task is to intelli- 
gently lend the proper thought to 
each situation as the particular in 
stance may warrant. The various 
possibilities awaiting us will invari- 
ably demand a respectable amount of 
individual thought. And if we do not 
appreciate this privilege, of what use 
is this organ of our body which is 
graced by the prevailing styles of the 
season in headgear. Right at this 
juncture of the day’s work is where 
your self-interest and enthusiasm will 
prove itself of major or minor cali- 
bre; hence your value to the trade 
will be recognized as extraordinaril 
worth while, or as of an extremely 
mediocre degree. We can experienc: 
the satisfaction of genuine accom- 
plishment, or the discouraging factor 
of indifference toward our occupation. 
and consequent reaping of indifferent 
results. 


You and I must realize that the as- 
sumption of particular interest in 
some individual product, or idea, for 
an individual situation, will be pro- 
ductive of mutual profit and satisfac- 
tion for ourselves and our dealers, as 
the opportunity may present itself; 
it will give us an added personal in- 
terest in the opportunities of our ordi- 
narily routine work. In _ following 
out this line of reasoning to a defi- 
nite example, we might refer to a 
salesman’s profitable interest in the 
development of the lamp business to 
a more satisfactory volume among his 
individual accounts. Or the thorough- 
ly worth-while stimulation of the vol- 
ume of sales on a particular washing 
machine line, or a line of ironers, 
toasters, vacuum cleaners, or any of 
the additional appliances lacking in 
the past a specific sales promotion 
effort on our part. 


Don’t you think this idea would 
actually prove worthy of serious con- 
sideration? Just give it a consistent 
trial, and not only will your personal 
opinion of its worth be exalted, but 
the tangible results in the way of in- 
creased volume of orders will soon 
present themselves. To this will be 
added a sincere personal interest in 
the work, an appreciation on the part 
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Ask your 


When the question of your new catalog comes up, 
whom do you consult as to the type of catalog 
desired? 


Do you consider the arrangement of the tabulated 
matter, size, make-up and appearance of the 
catalog from a sales-increasing point of view, or 
do you place the order for a catalog as such, letting 
the question of price and delivery determine where 
you get them? 


Do you consult your salesmen? Your salesmen 
_are the ones who should determine your catalog. 
They know! 


Ask your salesmen 
If a catalog helps them get orders. 


If your present catalog is sufficiently up to date 
to be of maximum assistance. 


If they would rather carry a 1,000-page catalog 
if they could get one having but 600 to 700 pages 
covering the same number of items. 


lf they would not prefer a catalog having the 
cuts and all data relating to them together 
(and not scattered over the page), providing 
quick and easy reference for them and quick 
presentation to their customer, enabling him 
to visualize and grasp all information sought 
at one view. 


salesmen 


We leave it to your salesmen 


They want a catalog that in its mechanical make- 
up suggests a high class house—it’s good business. 


They want a catalog containing a comprehensive 
detailed listing of only such material as you carry 
in stock or that has a market in your territory—it 
helps them to concentrate their sales efforts. 


They want a catalog listing each item intelligently, 
with the important technical points brought out 
in the description and having up-to-date, depend- 
able list prices easily located—it gives them con- 
fidence and saves their time. 


They want a catalog in which each item is listed 
separately with its own illustration, description and 
list price—it avoids confusion and eliminates errors. 


They want a compact, concise, easily-handled 
book—it relieves the physical strain that comes 
from carrying heavy salesman’s catalogs on their 
daily rounds. 


They want our Column fj Unit National Standard 


Size Catalogs, for they measure up to this standard. 


Ask your salesmen 


Ask us to send one of our Column a Unit Cata- 
logs, National Standard Size, for your inspection. 
Show it to your salesmen. 
it. The natural consequence will be that we will 
be asked to discuss details with you, which we 
shall be glad to do at your convenience. 


Get their opinion of 


Ask your salesmen 


WYNKOOP HALLENBECK CRAWFORD CO. 


“Printing Headquarters” 
Compilers and Printers of Electrical Supply Catalogs 


THE COLUMN K UNIT CATALOG 
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NATIONAL STANDARD SIZE 


80 LAFAYETTE STREET 
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NEW YORK CITY 
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Why Not Send For Your Copy? 


We're waiting to hear from all you salesmen and 
sales managers because we have a new Bulletin 
No. | which has lots of information that will help 
you get some good business. 


“Glass Insulators for Power Lines” 


is its name and it’s written so you can under- 
stand every word. It will give you a new line 
of attack and help you land some business in 
glass insulators up to 33,000 volts. 


Drop us aline. We'll send 
. s 
enough copies to go around 


Hemingray Glass Company 


Offices and Factories 
Muncie - Indiana 


Manufacturers of Glass Insulators since 1863 














GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many, Many Years 







The 
Mercury 


Automatic 


Time Switch 


Is the simplest device of its kind 
ever produced, 
A MERCURY CONTACT 
IS THE SECRET 






It eliminates all friction, arcing and corrosion. 
Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. 
Send for Literature, 


Mercury Time Switch Co. 


31 E. Woodbridge St. 
Detroit, Mich. 


Eastern Representatives 
Manufacturers’ Distributing Co., 291 Broadway, New York City 


“Sell "Em Something More” 








of your dealers, and a realization by 
the firm that you are an invaluable, 
thinking, progressive type of a go 
getter that is paying dividends on th: 
investment that it is making in vou 
And you unquestionably will realiz 
that a dividend producing investment 
soon is rated or quoted on a plane 
equivalent to its earnings. Whicli 
means, for you and me, additional re- 
muneration and respect in a direct 
ratio to the constructive efforts that 
we put forth. 

So let’s get away from the haphaz- 
ard, indiscriminate, careless attitude 
toward our work that permits us to 
squander our time and the dealer's 
with promiscuous palaver on tem- 
porary conditions, with procrastinat- 
ing, ineffectual comments on this or 
that, usually winding up the whole 
conversation with the negative, non- 
productive and muchly abused trade 
phrase, “You don’t want anything 
today?” or “When will you give me 
an order?” on this or that item. 

Our work will not appear to us or 
to our confederates as a monotonous 
humdrum game of chance. Sure-fire, 
sane and intelligent accomplishment 
may be secured with the proper, in- 
tensive effort upon your part and 
And we may govern this in- 
dividually in direct proportion to the 
honest effort expended in the course 
of our every day’s work. 

Extend your personal interest to- 
ward some specific product, and prac- 


mine. 


tice a little intensive sales promotion 
on it, if you happen to feel yourself 
slipping into a rut with the general 
and details of 
selling. 


miscellaneous your 





A Two-Hundred Dollar Match 


By C. A. Smith 
Author of “Hardluck Sam” 

JOBBER’S salesman, assisted by 

a lighting expert, was endeavor- 
ing to close a store-lighting deal for 
a small town electrical dealer. The 
price of the installation was only about 
$200, but the advertising benefit prom- 
ised several duplicate orders. Ac- 
companied by the dealer, the supply 
man and the expert entered the pros- 
pect’s store. 

It was a clothing establishment, 
which, for stock and appearance, 
would have done credit to a much 
larger town. Both the store and the 
stock were immaculate, and the fix- 


tures highly modern. The _pro- 
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». 1150. Best Heater Plug With 
Push Thru Switch. 
No. 935. Best Heater Plug. 
PAT’D—PAT. PNDG. 








“BEST” Plugs are in 


popular demand 
because of their: 


1. Neat design. 
2. Solid construction. 


3. Absence of wires or 
solder. 


4. Heat resisting compo- 
sition. 

“BEST” Plugs will prove a reve- 

lation—in satisfaction to your 


dealers and quick, repeat profits 
for you. 


NEW. YORK 
476 Broadway 


Discounts on Request 


HENRY HYMAN & CO., Inc. 


Manufacturers 


SAN FRANCISCO 
711 Mission Street 


AN IDEAL SELLING COMBINATION 





No. 500. Best Duplex Plug. 


PATENTED 


CHICAGO 


212 West Austin Ave. 




















TL. ‘CHRISTMAS TREE 
USAJITE LIGHTING OUTFITS 


embody many superior features that mean pleased cus- 
tomers and repeat orders. 

Usalite Christmas Tree Lighting Outfits eliminate neces- 
sity of stocking four different sizes—8 light, 16 light, 
24 light and 32 light. Usalite Outfits are made in units 
of 8 lights so arranged that two units can be quickly 
attached to make a 16 light, three units for a 24 light 
and four units for a 32 light. 

Each Usalite Lighting Outfit is packed in a special litho- 
graphed box with holly design. 


“The Outfit that Radiates Satisfaction” 


Write for literature, prices and discounts 

















UNITED STATES ELECTRIC MFG. CORP. 


476 Broadway, New York 
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**HANG YOUR FIXTURES ON AN ARM OF STEEL” 


OVER A MILLION 
GRAYWYN FIXTURE HANGERS 


SOLD IN ONE YEAR || | 


dee eee be 





1—Hangs the fixtures straight. 

2—Fasy to install. 

3—Eliminates boards & screws. 

4—Fits any type outlet box. 

5—Saves time and money. 

6—Self-adjusting. 

7—Made perfectly. 

8—Fully assembled 

9—Packed in handy cartons 
10—Unlimited guarantee. 


10° 


AT ALL TOBBERS 























Step 2 


Just 2 steps 
to install it 





THE CHESAPEAKE 
ELECTRIC CO. 


38 S. Calvert St. Baltimore, Md. 

















Federal-National 
Renewable Fuses 


in quantity production 


Federal-National Renewable Fuses are depended upon to keep 
the wheels of the world’s greatest industrials turning. 


Ford Motor Company use more fuses than any other concern 
in the world. They rely entirely upon fuses for protection for 
their electrical equipment. 150,000 Federal-National Renew- 
able Fuses are backing up the production of 1,250,000 Ford 
cars per year. 


Federal-National Fuses are the most efficient in operation— 
the simplest in construction—the easiest to reload. Their 
powder-packed refill cartridges insure longer life to the fuse 
case proper. We do not use cheap bare elements. 


Lower upkeep cost—less loss from interruption of service due 
to longer time limit of blowing which takes care of line surges 
—combined with a maximum of protection. 


Jobbers’ Salesmen—Write Us Now for Full Details Regarding 
This Profit-Making Line 


FEDERAL ELECTRIC COMPANY 
8700 SOUTH STATE STREET 


CHICAGO 
91 New Montgomery Street 


130 West 42nd Street 
San Francisco, Calif. 


New York City 


Branches in all large cities. 


























prietor’s manner and _ conversation 
stamped him as efficient and progres- 
sive, welcoming new ideas, and striv- 
ing for improvement in his already 
well-ordered store. 

The sale had barely started when 
the lighting man proffered cigars. 
The others having accepted, he lit his 
own smoke. Then ignoring a gor- 
geous brass cuspidor, he flung his 
smouldering match inthe very center 
of a beautiful new rug in front of the 
hat-mirror. The proprietor’s gaze 
followed the match to the rug, shifted 
to the lighting man fer an instant, 
and then returned to the match. The 
talk went on, but ever and anon the 
prospect’s eyes went back to the 
match on the rug. 

The jobber’s salesman was the only 
other to catch the play and see its 
deadly effect. It put him in agony. 
In vain he inserted himself into the 
conversation, striving to fix the haber- 
dasher’s attention on the deal. He 
even picked up the match and disposed 
of it properly. He got a grateful 
glance, but no more. The “psyscho- 
logical moment” is no respecter of 
persons. The prospect, unusually 
sensitive, was hurt and _ indifferent. 

Rave all you please about splitting 
hairs and super-sensitiveness, call this 
tale an exaggeration if you will, but 
the fact remains that the sale was 
never made. Furthermore, after the 
two travelers had left town, the dealer 
‘was told why, and he never got over 
it. I said two hundred-dollar match, 
but what did it really cost? 

Moral: Don’t carry expensive 
matches. Buy cheap ones, so you can 
afford to throw them into a cuspidor. 





Staging the “Close”’ 
HE newsboy yells: “Six lives 
lost; get a morning paper and 
read about it.” We find that six 
horses were burned to death in a liv- 
ery-stable fire. 

The real estate broker drives you 
down the beautiful residence street, 
even though it’s out of his way. He 
puts you in the proper frame of mind. 

Robert Mantel as Hamlet changes 
his costume and make-up three times 
during the play—to fool the audi- 
ence, yes, but to sell Shakespeare. 

The teacher that instructs your 
child knows the answer, but juggles 
the figures to create a problem that 
the child may learn. 

The circus man puts a tent over 
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his circus. It excites curiosity—folks 
want to know what is inside that 
tent! 

The fiction writer tells just enough 
of his story in the first chapter to 
coax you into the second. 

Lincoln joked with his cabinet on 
the eve of critical battles. 

“Billy” Sunday breaks up the fur- 
niture to stimulate attention. 

Every artist—whether ringmaster, 
writer, statesman, preacher, actor, 
teacher or salesman—has tricks of his 
trade; artistic technique. 

A jobber’s salesman without stage 
properties is like a gate without a 
hinge or a carpenter without a ham- 
mer. 

To sell a man what he does not need 
is an economic wrong, but to fail to 
cell him what you are convinced he 
needs is a greater injustice to him and 
to his customers. It’s a long throw 
from what you think he needs to the 
signing of the order, and “artistic” 
means to that end are absolutely 
necessary. 


There are two critical bits of stage 


property in any sale: gaining an 
audience and getting the order signed. 
The “close” is the great test of a 
salesman’s resourcefulness, 

I wanted an addressing machine. I 
wrote for an agent. He called, gave 
a snappy presentation and demonstra- 
tion of his machine. I was sold. Any 
order-taker could have sold it. In- 
stead of “closing’’ me he switched off 
to comparing his machine with his 
competitor’s. He taught me a lot of 
things to look for that I hadn't 
thought of..I began to think, “Guess 
I’ll call up these other fellows and 
have them come out.” I did, and he 
lost the sale. 

At some point in the conversation 
the customer is 100 per cent sold, but 
he will not stay sold more than a min- 
ute—he will either go on over the 
line and reach for your pencil or slip 
back. 

The following methods of “closing” 
are old to experienced salesmen, but 
the new man should know them: 

“Let me take your pencil a mo- 
ment, Mr. Brown, so I may correct 
the last item before you sign.’”’ If he 
gives you the pencil, he unconsciously 
surrenders. 

“How do you wish these shipped, 
Mr. Brown?” 

“Is there any item, here, Mr. 
Brown, that you want special serv- 


























Be Prepared! 


The fan season will be in full swing SOON. 


If you haven’t laid in your stock of 


acine Fans 


don't delay. The demand will be big. Remember, 
there have been many seasons when the demand ex- 
ceeded the supply. 


Racine Fans 


are your “One Best Bet.’’ They are correct in design, 
rigidly built and a splendid “‘buy.”’ 


If you haven't received our attractive jobber sales plan 
better do so at once. It means more liberal compensa- 
tion to you and your customers. 


Write, wire or phene today. 











12-inch, 110-volt Universal Fan—4 Speeds 


Retail Price, $17.00 


We also make an 8-inch and 10-inch, 4-speed, non- 
oscillating fan, finished in black enamel, with brass 
— and brass plated guards—a beauty and a fast 
seller. 


We also manufacture the Little Gem Sewing Machine Motor and Bracket 
Attachment and a fine line of Small Motors for grinding, polishing and 
driving small machinery. 


HIGH SPEED UNIVERSAL MOTORS I 





Standard Electric Sales Co. 


GENERAL SALES AGENTS 
105 W. Monroe St. Chicago, Il. 


Export Dept., Singer Bldg., 149 Broadway, New York. 
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“the PAD dependable 


The One Heating Pad 
Your Dealers 


Can Afford to Push 





Three 
Heat 
Pad 


12x15 
$9.00 
List 


Made in 220V, 110V and 32V 


Talk “Standard” Pads all the 
year round. There’s a mighty big 
market—a market that hasn’t been 


scratched yet. 


Wake up your Dealers and in- 
cidentally put more life in your 


summer pad sales. Every family 
has a hot water bag that should 


be replaced with a “Standard” 


Heating Pad. 


Break away from the thought 


that pads are winter specials. 
“Standard” sales are not any more 
seasonal than sickness. 


Tell your dealer to follow up 
those homes in which there is any 
sickness—it is in the sick room 


that the pad has the greatest use. 


And tell him to give a more 
thoughtful service to his custom- 
ers by putting a “Standard” pad 


their homes. 


in each of 


Maybe business 
can’t be founded 
on sentiment but 
we know you 
can build on 
thoughtful serv- 
ice. 





Standard Electrical Appliance Co. | 


« Beverly, New Jersey 


of Heating Pads 


Manufacturers 


Exclusively. 











ice on; if you'll check it (offers pen- 
cil) before you sign?” 

These may sound a little stagey, 
but failure to make it easy for the 
buyer to indicate that he is sold often 
loses an order. 





Tracey E. Bibbins 


(Continued from page 23) 


of all things electrical on the coast, 
was one of the organizers of the San 
Francisco Electrical Development 
League, the California Co-operative 
Electrical Campaign and the Pacific 
Coast Division of the Electrical Sup- 
ply Jobbers’ Association. 

Although the famous poet, Edgar 
Guest, says that there is no self-made 
man, that everyone with whom a man 
comes in contact aids in his advance- 
ment in one way or another, Bibbens 
has chiseled out his own career. Even 
though he did not even graduate from 
the grammar school, he says that 
“whatever I have got from business 
or whatever position I have obtained 
in it, has been the result of education 
in the school of experience and hard 
knocks.” 

“T have always made it a point to 
“The early 
stages of my early business career 
I was fired 


several times. I 


study business,” he says. 


were far from successful. 
without 
was just not fully enough equipped to 


ceremony 


succeed. 

“After all is said and done, though, 
I believe any one of my enemies and 
all of my friends will say that I have 
always tried to be just and shoot 
straight. I think that is due to the 
fact that my father was a very strong 
man whose religious principles were 
very high.” 

“My idea of a successful jobbing 
house, like our own, is that it must 
have a service to offer as strong as its 
By this 
I mean that the successful executive 
and organization must carefully se- 
lect the man for each particular job 
and then see that he is fully inspired. 
By inspired I mean that the head of 
any company must imbue his men with 


men and their inspiration. 


their opportunities and furnish them 
with the proper incentive to strive and 
give the best in them to their em- 
ployer and their customers. This is 
my message to the young executive.” 

Mr. Bibbins is a member of the 
Bohemian Club, Commercial Club, 
Clairmount Country Club, and numer- 











ous organizations. 








Wed Dewily 


REG.U S PAT OFF 


Pliers 
for 


Electricians 
—land— 


Linemen 
are the Leaders 
Plier is 


“RED- DEVIL” 
something more than a 
_ piece of metal given a cer- 
tain shape. If it is worth using 
at all, it is because someone 
knew how best to select the 
metal for the particular purpose, 
how to treat it, how to forge it, 
how to finish it. 


It is because “Red Devil” Pliers 
are made by men who do know 
these things 
that they have 
become the ac- 
cepted leaders 
in their field. 








Red Devil 
No. 50, 
made in 4, 
5, 6,7 and 
8 in. sizes. 
One of the 
hundred 
styles 


“Red 


Pliers have an all 
year ’round popular demand, are 
nationally advertised and sell at 
a substantial profit. 


Devil” 


Send for complete catalog 
and latest trade price list. 


SMITH & HEMENWAY CO. 
INC. 


Manufacturers of “Red Devil’ 
Electricians’ Hand Tools 


266 BROADWAY NEW YORK, N. Y. 
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Take No Chances—Demand Klein Climbers 


You cannot blame the “old-timers” for demanding Klein Climbers! A good 
climber is a matter of life and death. 


re 








Protect your outside gangs with the climbers that have been standard for 65 
years. Every single Klein Climber is carefully forged from the finest of spring 
steel we can buy—hardened and tempered under expert supervision and sub- 
jected to rigid factory tests before sold. 





Setain Clamps 

Sleeve OT vetoes 

Climbers ee on 8 Pe: ‘ 

Tool Belts The gaff itself is made of a special steel, hand tempered and tested, and securely 

“poy dene ie riveted to the leg iron in such a manner that it will not come loose. 

ae crew mec 

Wire Gri = ocean - 

Tree _ « Che shape of Klein Climbers, the set of the angle and the temper are all the 

wen Ba q product of years of experience, and designed for safety, ease and comfort. 
APrcoa) urnaces 


‘Staysalite Torch Play Safe. Buy Klein Climbers. 


Mathias 
Established 1857 









& Sons 


Chicago IIL USA 
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Maintenance Service Will Be 
Next Step 


When radio settles down to a steady 
business a new responsibility will be 
placed upon the manufacturers and 
distributers of sets, it is said in some 
quarters. The users of the radio- 
phones will demand service in much 
the same way that the automobile 
owners or the telephone subscribers 
demand that their equipment be kept 
in operation. 
already 
taking steps to establish service de- 
partments, where the bewildered radio 
fan may summon aid when the set re- 
fuses to work. A few dealers today in 
selling sets quote prices for installing 
and two or three months’ service. 

This tendency, experts assert, can 
be expected to increase until the 
owners of a particular kind of receiv- 


Some manufacturers are 


ing apparatus will have their sets in- 
spected at regular intervals, renewal 
of parts made when needed and the in- 
strument kept in first-class order at all 
times. 
* & # 
Erner & Hopkins Organize 
Radio Department 
A complete line of receiving sets 
and radio parts is being handled by 
the Erner & Hopkins Co., Columbus, 
Ohio, which has organized a depart- 
ment in charge of Harold E. Day. 
The company is distributing the prod- 
ucts of the Radio Corp. of America, 
Clapp-Eastham Co., Federal Tele- 
phone & Telegraph Co., Magnavox 
Co., and others. 
* * 


“Wired Wireless” for Central- 
Station Companies 

In an address before the electrical 
apparatus committee of the National 
Electric Light Association at the At- 
lantic City convention, Gen. George 
O. Squier stated that central-station 
companies are the logical medium for 
broadcasting entertainment news over 
their circuits by means of “wired 
Gen. Squier expressed the 
belief that broadcasting through lamp 


. %? 
wireless. 


sockets would meet with universal pub- 
lic favor and that it opens a good op- 
portunity to public utilities for cre- 
ating good-will. He said that broad- 
casting over ten miles of cable and 
through ‘the “intervening transformers 
had been successfully accomplished in 
Chicago with a 50-watt sending set. © 
* * * 


Starts Radio Department 

A radio department has been start- 
ed by the Mine & Smelter Supply Co. 
in its main store at Denver. The new 
department is under the direction of 
I. C. Dodge. 

* * * 

Demonstrates Western Electric 


Loud Speaker 


A number of representative elec- 
trical jobbers and dealers of Cleve- 
land and other northern Ohio cities 
listened to a successful demonstration 
of a new loud speaker brought out by 
the Western Electric Co. The dem- 
onstration, which was given in the 
rooms of the Electric League of Cleve- 
land, and which was preceeded by a 
dinner, was held under the auspices 
of the Cleveland branch of the West- 
ern Electric Co., A. M. Collins, local 
manager, presiding. The clarity with 








Got 
Then don’t forget 
to take along a portable receiving set. 
The beauty of it is you can get far enough 
away from the office so they can’t call you 
on phone, but hook up the old radio and 
you can hear the news, baseball scores 


Are you all set for your vacation? 
plenty of tackle, ete.? 


and concerts every day. Kellogg is mak- 
ing a head set of particuiar sensitiveness 
and reliability for this very service, and 
the vacationers are beginning to buy them 
by the scores. 





which the instrument reproduced the 
radio music was a feature of the dem- 


onstration. 
* * * 


No Increase in Insurance 
Contrary to the prevalent opinion 
that the installation of radio equip- 
ment increases the rate of insurance 
on buildings in which it is installed, 
a ruling of the Suburban Fire Insur- 
ance exchange, which is maintained by 
the leading fire insurance companies of 
the United States, announces that 
radio installation is considered in the 
same class as the installation of elec- 
tric light wiring which has no effect 

on insurance rates in most states. 

* & * 


To Equip Mail Planes 

Transcontinental mail planes will 
soon be equipped with radio. The 
planes will also be equipped with di 
rection-finding devices which will 
greatly aid the pilots in fog or heavy 
weather. The sets will have a range of 
200 miles so that the planes will 
always be in contact with some station 

* * * 


Plans for Long-Distance Radio 
Communication 

High-power stations of the Radio 
Corp. of America will be completed 
this year at Bogota Bay, Colombia, 
and in Cuba, and the great Buenos 
Aires station will be in operation by 
the middle of 1923, according to E. J. 
Nally, president of the company, who 
has returned from conferences in Eu- 
rope at which a working agreement 
was reached among the chief radio 
companies of England, France, Ger- 
many and America. From any part 
of the United States messages may be 
relayed speedily to Buenos Aires, 
South Africa, Java, Calcutta or Mel- 
bourne, when the radio building pro- 
gvams of the great American and Eu- 
ropean countries are completed. At 
present France has the most powerful 
station in the world in the American 
built Lafayette towers near Bordeaux, 
but this will be superseded by the end 
of this year by the Port Jefferson sta- 
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AUTOMATIC 
ELECTRIC 


, LONG RANGE 


a scientific organization 
with over thirty years 
outstanding leadership 
in the telephone world. 


Automatic Electric HEAD SETS are de- 
signed with a powerful single pole electro- 
magnet, and a complete soft iron magnetic 
path. Both weak and strong signals are 
reproduced with maximum clearness and 
entirely without distortion or foreign noises, 
whether used with crystal, V. T. detectors 
or multi-stage amplifiers. 


The Automatic Electric HEAD SETS are 
made only in one style and resistance — the 
very best! Resistance has been subordinated 
to a definite scientific design which gives the 
best results under all conditions. 


The perfected product of 





LIST = $700 
PRICE COMPLETE 


We have a fixed and definite jobber-dealer policy that 
will work to the best advantage of all accredited — 
trical or radio jobbers and large manufacturers of c 

plete receiving sets. Every precaution is poser a 
retain good will by the fullest co-operation. 


Write for discounts and other details. 


Automatic Electric Company 


ENGINEERS, DESIGNERS & MANUFACTURERS OF THE AUTOMATIC TELEPHONE IN USE THE WORLD OVER 


HOME OFFICE AND FACTORY: CHICAGO, U.S.A. 
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The 
Peirce Wireholder 
for RADIO USE 


Are you selling your share of Peirce 
Wireholders for Radio use ? 


They give the Radio Fan just what he wants. 


An insulator compete in itself — nothing 
else required for supporting the aerial and 
running the lead to ihe instrument and to 
ground. 


Easy to install—no tools required—simply a 
jab, a few turns and it’s in, ready for use. 


Mechanically and electrically correct. 
The base is made of steel, hot galvanized. 
The insulator is made of vitrified brown 
glazed porcelain. 


The cost is low. 


Carried in Stock by Leading Radio Dealers 


HUBBARD & COMPANY 


PITTSBURGH, PA. 








tion of the Radio Corp. The station 
under construction at Ste. Assise, near 
Paris, will be second. 

The British radio chain connecting 
England with all parts of the empire 
will have one station comparatively 
close to Argentina; that will be the 
station at Bathhurst, in Gambia, on 
the extreme western point of Africa, 
where the continents of Africa and 
South America make their closest ap- 
proach. 

The plans of France for extremely 
long-distance communication are cen- 
tered in the station at Ste. Assise. 
This station is expected by its pro- 
moters to communicate with Saigon, 
Indo-China, 5,500 nautical miles; 
Buenos Aires, 5,950 miles, and, of 
course, many nearer points. 

Holland is building one station at 
home and one in Java for communi- 
cating a distance of 6,100 miles, al- 


most entirely overland. 
* * * 


Radio at Pageant of Progress 
Arrangements are being made to 
hold an international radio congress 
during the Pageant of Progress in 
Chicago, July 29 to Aug. 4, the con- 
gress to be composed of leading scien- 
tists and experts from different coun- 
tries. Public sessions will be held, 
open to all interested in radio. It is 
proposed to erect a large broadcasting 
and receiving station, which will be in 
operation during the exposition. There 
will also be a radio school, which in 
connection with manufacturers’ ex- 
hibits, will be one of the features of 
the pageant. 
* * 
Organize Company to Make 
Baldwin Receivers 

Baldwin receivers, which are well 
known to those familiar with the radio 
field, are to be manufactured by a 
new company just organized in Salt 
Lake City, Utah. Nearly a hundred 
prominent business men of Utah are 
interested in the new company, which 
will be headed by David A. Smith, 
Lester D. Freed and Joseph F. Nib- 
ley. The company is capitalized at 
$1,000,000 and has purchased a site 
at Holliday, a suburb of Salt Lake 
City, where a factory will be erected, 
the initial capacity of which will be 
1,000 to 3,000 receivers per day. 

The basic patents on the Baldwin 
receiver are held by Nathaniel Bald- 
win, who has also invented many of 
the machines used in their manufac- 
ture. 
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Duntley Vernier Variable 
and Plain Condensers 


Vernier 
Plate 
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Vernier Adjustment Switch Vernier Adjustment 
44 plate Lever 22 plate 
Patents Pending Patents Pending 


Speed and accuracy in tuning up are features of these condensers. Without removing the fingers from the 
knob you can in a few seconds tune your instrument to the proper wave length. When the spindle is turned to 
the proper position for your station, it is only necessary to adjust the Vernier knob (the smaller of the two) to 
eliminate the foreign noises. It thus combines two instruments in one which is quite an improvement over the 
plain variable condenser. Besides this it gives youa clear and loud connection easily and quickly. The Ver- 
nier adjustment gives you an adjustment twenty times as fine as is possible with the plain condenser. The 
back panel mounting and non-conducting operating shafts make shielding unnecessary and reduces fixed capaci- 
ties to a minimum. 


Catalogue List Price Catalogue List Price 
No. (Retail) No. (Retail) 
44-V Duntley Variable Condenser with Vernier adjust- 43-P Duntley Plain Variable Condenser without Vernier 


ment, 44 plate, capacity approximately .001 a, 


Wake : 7.50 Adjustment, 43 plate, capacity approximately .001 








Micro Farads ................ ..$5.25 
22-V Duntley Variable Condenser with Vernier Adjust- ; 
ment, 22 plate, capacity approximately .0005 Micro 23-P Duntley Plain Variable Condenser without Vernier 
Farads tntidieaciolibacicehishahea aaa 6.00 Adjustment, 23 plate, capacity approximately .0005 
pO 


14-V Duntley Variable Condenser with Vernier Adjust- 
ment, 14 plate, capacity secedndereanenie a ee 11-P Duntley Plain Variable Condenser without Vernier 


Sekai .50 : ; 3 
Pores. —. ‘ Adjustment, 11 plate, capacity approximately .00025 
Duntley Switch lever, with bushing, Formica Knob, 1” Micro Farads -............-----...-------- weesevseessseseeeeeseeeeeeene 3,50 
radius, 134” radius, 114” radius, each...—..................-. -60 


We also manufacture Contact Points, Knobs, Dials, and Jacks. 


Write or wire today for complete jobbers prices and discounts. 


W. O. DUNTLEY COMPANY 


Fisher Building Telephone Harrison 5408 Chi cago 
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New Radio Products, Illustrated 
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To meet the demand for antenna insulators, the Illinois 
Electric Porcelain Co., Macomb, IIl., is manufacturing three ‘ 
sizes ranging from 2.5 to 4.5 in. overall, They are made of b ~ 
pure white vitrified porcelain, brown glazed, and are packed The 
in barrels. 


Ke 





above illustration shows the 
arrester manufactured by the E. H. Freeman Electric Co., 
Trenton, N. J. It is similar to the type of arrester used 
by railway companies on their signaling devices. The car- 
borundum disk placed between the contact points is a 
partial conductor and will ground static discharges and 
lightning, making it particularly useful for antenna circuits 
The “Hystatic” is practically a permanent protection, the 
claim being made that it will not deteriorate with age. 











BON PRODUCTS « 





The “Ace” battery manufactured by the Carbon Products 


Co., Lancaster, Ohio, is of the variable type construction, Radio aerials manufactured ready for installation are being 
having a range of 16.5, 18, 19.5, 21 and 22.5 volts. Use of placed on the market by the Darnoec Radio Equipment Co., 
seamless zinc cans and of special materials throughout 7 Princeton avenue, St. Louis, Mo. Several different styles 
makes this battery an excellent one for radio work. It is from two to four wire and varying from 50 to 125 ft., fur- 
enclosed in a moisture proof case and equipped with special nished complete with insulators and lead-in wire, are being 
lock-nut binding posts. Initial voltage, 22.5 volts; weight, made. 


4.25 lb.; list price, $8. 




















The “Tu-Way” plug manufactured by the-Carter Radio Co., 
209 South State street, Chicago, is designed to fit any type of 
radio jack, and the terminals are arranged so that any kind 
of telephone cord, tinsel or wire can be connected to it. The 
teminals are extra heavy and make contact’ with the full 
length of the cord tip, insuring a positive connection and 
holding the tips in proper alignment. The insulation between 
the tip and the sleeve is undercut, thus preventing partial 
short-circuits. ‘The handle, or sleeve (not shown in the illu- 
stration) is made of non-breakable, insulating material. 








Some distinct features are embodied in the “Berwick 
Supreme” radiophone head set, quantity preduction of which 
has been announced by the Triangle Electro Trading Co., 
632 Broadway, New York City. In designing the set, the 





company’s engineers worked particularly for clearness of A new direct-connected motor-generator set for charging 
tone, volume of sound, rugged construction, light weight radio, automobile and motor-boat batteries has been de- 
and neatness in appearance. It has 2,200 ohms resistance, veloped by the Wald Electric Manufacturing Corp., 248 
the cups are aluminum, and the head band and other parts North Tenth street, Brooklyn, N. Y., under the trade name 


are nickel plated. of “Niagra.” 
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Danger— Lightning — Fire 


eliminated in radio by using the 


PROTEX ANTENNA PLUG 


ELIMINATES OUTSIDE AERIAL. PROTECTS FROM LIGHTNING. 
oy, ELIMINATES LIGHTNING ARRESTER. ELIMINATES STATIC. 
_— SAVES COST OF DO NOT USE FOR TRANSMITTING 

ANTENNA EQUIPMENT. ¢ Le PEA ARE ORE PR 
SAVES COST OF 
























“al. 


PRICE $2.00 


1) 





CURRENT "BE | INSTALLATION. — he 
DOES NOT CONSUME \WBNMM GENERAL RADIO MFG. CO. | | 
CURRENT. BS aes erent art oa 








RADIOLA TYPE F.-H. GENERAL RADIO MFG. 
JUST INSERT PLUG 
INTO ANY LIGHT 
SOCKET AND TAKE 
GENERAL \ Leap to RADIO SET 
RADIO THIS MAKES YOUR 


MFG. CO. ANTENNA. 
EAST LIBERTY, 
PITTSBURGH, PA. 














<q ZPnarcn 





Radiola Type F Radiola Type FH Radiola Type FHH 
Crystal Set Audion Detector Tune Set Two Stage Amplifier 
List $12.00 List $45.00 List $45.00 


Write or wire today. Prompt deliveries. 


GENERAL RADIO MANUFACTURING CO. 


East Liberty, Pittsburgh, Pa. 
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New Radio Products, Illustrated 











A new filament rheostat manufac- 
tured by the Central Radio Labora- 
tories, 303 Sixteenth street, Milwaukee, 
is claimed to differ from others in that 
no magnetic material is used in its con- 
struction. ‘“Thermoplax,” an insulating 
heat resisting compound, is used for 
the base. The resistor is made of a 
special non-corroding alloy. The ohmic 
value gives maximum _ sensitiveness 
within the required range and the cur- 
rent capacity is sufficient for any 
vacuum tube without heating. 





reel 


ay 


44600068 omens 


——_ 





Speed and accuracy in tuning are 
afforded by the use of Duntley vari- 
able condensers with vernier attach- 
ment, manufactured by the W. O. 
Duntley Co., Fisher building, Chicago. 
When the large spindle is turned to the 
proper position, it is only necessary to 
turn the vernier plate to get an ad- 
justment claimed to be twenty times 
as fine as is possible with a plain con- 
denser. Back panel mounting and non- 
conducting operating shafts make 
shielding unnecessary and reduce fixed 
capacities to a minimum. Duntley 


condensers are made in sizes ranging 
from 0.0005 to 0.001 micro-farads 





— 4 ye 





The Devices 


Electrical 
Co., 120 West Third street, Cincinnati, 
has developed the “Homcharger” for 


Automatic 


charging radio storage batteries. It 
connects to any a-c. lamp socket, and 
will fully charge any “A” or “B” bat- 
tery in a few hours at nominal cost. 
Batteries are automatically charged in 
the right direction, and if the supply 
circuit fails the battery is disconnected 


and then reconnected when power is 
restored. 
— 








Sliders and rods 
for tuning coils are 
being marketed by 
Gehman & Weinert, 
42 Walnut - street, 
Newark, N. J. The 
slider has a_ bow 
spring of tempered 
brass on the inside 
of the sleeve, which 
giyes a firm contact 
and yet permits easy 
sliding for adjust- 
ments. 








A receiving set which is only 3.75 
in. long and 2.625 in. wide and which is 
called the “Baby Grand,” has been de- 
veloped by the Beaver Machine & Tool 
Co., 50 Church street, New York City. 
It has a crystal detector and by skillful 
design all the essential parts of the 
larger sets have been condensed into a 
receiver of vest-pocket size. It has 
tuning-in facilities to cut out inter- 
ference, and has a range extending up 
to 50 miles. 








The Hopewell Insulation & Manufac- 
turing Co., Hopewell, Va., is marketing 
a line of antenna insulators, lead-in 
and supporting bushings, and is prepar- 
ing to produce audion sockets, binding 
posts, knobs and dials, all of these 
articles being manufactured of ‘“Para- 
mold,” which is a material with a rub- 
ber base and which is impervious to the 
weather, acids and other injurious 
agents. The illustration shows a Hope- 
well antenna insulator, several styles 
and sizes of which are being produced. 











The receiving set shown above is of pocket size with a range of 25 miles. It 
has a crystal detector, and tuning-in is accomplished by varying the distance 


between two pancake coils compactly arranged in the case. 


retails for $5. 


The “Heliphone” 
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APPARATU? 


To Jobbers who are open for a quality line of Radio 
Equipment we can offer an exceptional selling propo- 
sition. 


Behind the name “BESTONE”” is a nationally-known 
organization with an extensive experience in the manufac- 
ture of ELECTRIC EQUIPMENT and SPECIALTIES, 


having the following and prestige of a considerable num- 
ber of Jobbers all over the country on its standard 
products. 


“BESTONE” wireless apparatus and supplies are 
made with the utmost precision, of the highest grade 
materials and workmanship—designed to produce best 
RESULTS for the radio operator. 


We manufacture a COMPLETE LINE of radio parts 
and accessories and are thoroughly equipped to meet your 
requirements. 


Write for Catalogue 


Inquiries will receive prompt attention 


HENRY HYMAN & CO,, Inc. 


"MANUFACTURERS 


NEW YORK SAN FRANCISCO CHICAGO 
476 Broadway 711 Mission Street 212 W. Austin Avenue 
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1,000,000 Radio Readers 


are reached monthly with our Advertising and 


when they buy a filament rheostat, they insist on 


getting a Bradleystat for perfect filament control. 


Can You Supply the Dealers 


with 














AT OFF 


PERFECT ‘FILAMENT ‘CONTROL 


The rheostat that is taking radio 
fans by storm, because it gives 
micrometer control with one 
knob. No verniers, no wire re- 
sistance, no loose contacts, no 
noise. It is not a novelty, but a 
high-grade filament rheostat, 
backed by twenty years’ experi- 
Retail Price $1.85 ence. 





Dealer Demand Is Growing, Daily 


Allen-Bradley interest does not end 
when the jobber’s stock is shipped. 
Tremendous consumer advertising is 
creating nation-wide demand for the 
Bradleystat. 


The Allen-Bradley demonstrator in six 
oil colors is a dealer help that is an 
automatic salesman. 


Write for our Jobber proposition on 
the Bradleystat. 





Electric tae 


492 Clinton St. 
Milwaukee Wisconsin 


Demonstrator—13x20 Inches 


Manufacturers of graphite compression rheostats for twenty years. 
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Several Messages on Same 


Wave Length 


John Hays Hammond, Jr., whose 
radio-controlled yacht caused a sensa- 
tion several years ago, has announced 
an invention perfecting secrecy in 
radio messages. 

The apparatus, technical details of 
which are for the present withheld, 
allows transmission simultaneously of 
scores of messages on the same wave 
length, while reception will be accom 
plished only by receivers tuned mag- 
netically to each of the various trans- 
mitters. Atmospheric and static in- 
terferences also have been eliminated 
by the new device to the point where 
messages can be received by it under 
conditions which would render them 
unintelligible in the ordinary set. 

Spark stations located near the 
Hammond receivers do not cause inter- 
ference, it is said, yet tuning in on the 
new device is so selective that both 
code and voice messages can be sent 
simultaneously on a very slight varia- 
tion of the same wave length without 
interfering with one another. Details 
will be made public when application 
is made to the patent office for patent 


| rights. 


* * 


A. T. & T. Broadcasting 


The call signal of the new Amer- 
ican Telephone & Telegraph Co. 
broadcasting station in New York 
City is to be WBAY. Present plans 
are to lease it to anyone desiring 
broadcasting service. The station has 
a range extending well over 1,000 
miles. 

%* * * 
Public Will Keep Up Interest in 
Radio 

“Radio is not a passing fad,” said 
Arthur J. McGivern, sales manager 
of the Manhattan Electrical Supply 
Co., Chicago, in a recent interview. 
“It will continue to interest and serve 
our people, for who can say that the 
American public will lose interest in 
up-to-the-minute news of the markets 
and current events, or who will tire 
of listening to a high-class musical 
program rendered by living, breath- 
ing artists hundreds of miles away?” 

* * * 


Radio Show at Seattle 
One of the first radio shows to be 
held in the Pacific Northwest was held 
in Seattle, June 5-10, under the aus- 
pices of the Seattle Radio Associa- 
tion and Toten Radio Club, J. W. A. 
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p 
New Field 


in Radio 


It’s Portable 


Very 
Liberal Discounts 
to the Trade 


Retails at $10 
(with 2 phones, $18) 


Sales Office: 
50 Church St., N. Y. C. 


BEAVER MACHINE & TOOL CoO., INC. 


THIS PAGE 


The BossWi// 


pa fr) ee 


YBEAVER 
baby Grand 


VEST POCKET 
Radio Receiving Set 


ERE’S a new harvest in radio profits. We 
| 2 have uncovered a demand that has been 
growing under the surface for months. The out- 
dcor season is upon us and thousands of veteran 
fans want a portable set to take along on 
hikes, picnics, to camp, etc. 
This instrument does all that any crystal set can do. 
Sells on sight to novice and veteran alike, and stays sold. 
Show this honestly made, handsome little instrument 
and you will sell many people who cannot afford the 
vacuum tube sets. 


Factory: 
Newark, New Jersey 
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RADIO 


ANTENNA INSULATOR 





Extremely Exceptionally 
Low High 
Price Strength 

ge ee a ee eRe eS 2% in. 

ee, ee eRe ae 15% in. 


At anywhere near equal price, 
this unit constitutes the best 
Antenna Insulator on the market 
for the Receiving Station. 
Ample Insulation, High Tensile 
Strength and Low Cost. Re- 
member that, and also that 
QUICK DELIVERY IS 
OFFERED ON THE 
EARLY ORDER. 


THE R. THOMAS & SONS CO. 


EAST LIVERPOOL, OHIO 


New York Boston 


Chicago 

















Bollong being the manager. In addi- 
tion to displays by the Radio Corp. of 
America and numerous other manu- 
facturers, there were exhibits by the 
U. S. Army and Navy Signal Corps 
and the engineering department of 
the University of Washington. 
* * * 


Regulate Radio Installations 

The Bureau of Standards, Washing- 
ton, D. C., has prepared circular No. 
62, which warns owners of radio 
equipment that unless they observe 
the fire insurance regulations cover- 
ing the installation of radio apparatus, 
the rates on their properties can be 
raised or the insurance refused en- 
tirely. A revision of these rules is 
being considered by the National 
Board of Fire Underwriters, and the 
Department of Commerce has _pre- 
pared a circular giving those suggest- 
ed for adoption. 

* * * 


New 1200-Ohm Head Set 

In addition to the 2400-chm head 
set which it is making for radiophones, 
the Kellogg Switchboard & Supply 
Co., Chicago, has begun the manufac- 
ture of a 1200-ohm set which lists at 


#8. 


2° SS 


U. S. Leads in Radio 


The supremacy of America in wire- 
less service will be appreciated, writes 
Commander Stanford C. Hooper, 
U. S. N., in Radio Broadcast, when 
it is understood that it has required 
more than 20 years of study, investi- 
gation, experimentation and trial to 
develop the radio art to its present 
stage where not only communications 
between ship and shore can be reliably 
carried on, but where trans-ocean com- 
munications can also be reliably car- 
ried on in active competition with the 
ocean cable systems. 

When it is understood further that 
there are now ten superhigh power 
radio stations in daily operation in 
the United States, five of the Radio 
Corp. of America, and five naval, and 
seven similar stations in daily opera- 
tion in our outlying possessions, one 
of the Radio Corp. of America, and six 
naval, making a total of seventeen 
such American stations, one gets the 
picture. 

These stations are capable of span- 
ning the Atlantic and Pacific oceans, 
the Gulf of Mexico, the Caribbean sea, 
the Gulf of Alaska, the Bering sea, 
and reaching out into the Mediter- 
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Post-Convention Notes 








Business On the Upgrade 


That business is out of the slough of despond is generally pronounced. Careful 
manufacturing, careful distribution, careful buying—all play their part in improv- 
ing conditions. The CPC policy is to practise and encourage this doctrine in the 
distribution of ACE dry batteries. 


Nurturing the Radio Field 


This youngster, Radio by name, has grown to rather husky proportions, and, like 
every growing child, must be watched maternally. One thing is manifest. Buyers 
realize that care must be exercised in purchasing parts and equipment. Standard- 
ized, high grade, dependable products should be used to safeguard against the 
fluctuations in design of equipment. Which is a mighty big reason why ACE 
Wireless Batteries are in demand. 





Sells on merit. Gaining in 
popularity every day. 30 to 
35 amps. Heavy duty worker. 






ace 
weer cat 


PLAsMLIGAT? 


*renoaset 
tev iceast! 





Summer Business to Boom 


Selection of good summer sellers occupies the minds of dealers. The 1922 summer 
will outdistance 1921 sales volume by virtue of the increased interest in electrical 
devices, the building boom, and advertising activity. Vacationists will carry flash- 
lights, dry battery lighting outfits for cottages and camps, motor boat ignition, 
etc. Doorbells will be installed with trusty battery “juice”. And Ace Hot Spark, 
Wireless, and Unit Flashlight batteries will be sold with great rapidity along with 
Ace and Victor Dry Cells. 


To the Jobber—His Dues 


The manufacturer that plays ball with the Jobbers instead of playing to the grand- 
stand of “flashy” merchandising, is boosting business ethically. The Jobber de- 
serves 100% support. His salesmen deserve the same. Many a fast doubleplay 
will be executed by CPC and Messrs. Jobber & Co. It’s the only way. 


Wireless Battery AC Dry Cells 
Hot Spark Battery Unit Flashlight Cells 


VICTOR DRY CELLS 





Fits all styles of tubular flash- 
lights. Made of seamless, ex- 
tra thick zinc, giving exceed- 
ingly long service. 










DRY CELL 





“ft 








Mt CARBON propucts 2 


CASTER, Ono. U.S” 





Far ahead” as telephone and 
doorbell battery. Supreme on 
low-amp. requirements. 











The unit battery with unique capacity, long life and snappy service. A good 
looker, a fast seller and offers generous margin of profit. 


Moisture-proof, durable; a single dry battery of 4 to 12 cellpower. Boost it 
for tractor, gas engine, Ford 
car, motor boat, and similar 
ignition; alsolighting. 


c a | é 
ah, —_ F 


THE . a 
2 — (ACE 
CARBON 





| HOT BB span | 
PRODUCTS CO. IGNITION™ BATTERY 


Not simply a dry battery, but a product created 
from specialized study of radio requirements. Long 


life, noiseless service and reliability. Variable type Manufacturers of dry batteries 
construction, equipped with five voltage taps, rang- and carbon products 

ing from 16% to 22% volts. Model U V-200 oo 

nished with special locknut binding posts which ° 
insure safe connections. Other types from 16% to Lancaster, Ohio 





108 volts, according to service. 
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RADIOPHONES 


An attractive proposition 
for Electrical Dealers 





C&W No. 12 


Single Circuit Regenerative Receiver. 


Retail Price . ae 





C&W No. 11 


Regenerative Receiver and Two Stage Amplifier. 


by the Engineers of one of the foremost Commercial Wire- 
less Telegraph Companies. 
Extraordinary efficiency and selectivity is obtained with sim- 


plified controls that enable the operator to select the desired 
signals and easily eliminate interference from other sources. 


These receivers are unique in that many heretofore trouble- 
some and critical adjustments have been entirely eliminated, 
thus assuring efficient and reliable operation by persons with 
neither technical knowledge nor professional skill. 


Licensed under Armstrong U. S. Pat. No. 1,113,149. 


Will you be our sales agent? We have a most attractive propo- 
sition. Write for descriptive literature and complete infor- 
mation. 


CUTTING & WASHINGTON 
RADIO CORPORATION 


(Subsidiary Independent . 
35 Water Street, aia 445 Security Bldg., 


New York Inc.) 


Ménneapolis, Minn, 








plate in the floor. 











ranean, Black and Red sea, the In- 
dian ocean and Asiatic waters. 

The effective transmitting ranges 
of each of these stations is from 3,500 
to 6,000 miles and as the stations are 
located along our Atlantic and Pacific 
coasts, in the West Indies, in the Pan- 
ama Canal Zone, in Hawaii, Guam and 
the Philippines, it is obvious that their 
effective transmitting ranges cover. the 
entire globe. 

In addition to these, there are ap- 
proximately 200 medium and low 
power stations having effective com- 
munication ranges from 500 to 3,500 
miles. 

~The number of American  super- 
high power stations alone exceeds 
those of the rest of the world com- 


bined. 


* * * 


Big Station for Argentina 

American, British, French and Ger- 
man radio companies have formed a 
pool to establish one monster station 
in Argentina. Each company will use 
the station to transmit messages to 
their respective countries. The sta- 
tion is to be managed by a commis- 
sion consisting of two representatives 
of each company and the ninth mem- 
ber to be chairman chosen by the 
Radio Corp. of America. T. H. Per- 
kins of Boston has been appointed to 
fill this post. 

* & * 


Dealers to Select Jobbers 

The Remler Radio Manufacturing 
Co., 248 First street, San Francisco, 
is using a rather novel idea in distribu- 
ting its products. The company re- 
cently sent out a letter to the trade, 
enclosing a post card on which dealers 
are asked to designate which jobber in 
their respective territories they prefer 
to handle the Remler products. In 
other words, instead of appointing a 
number of jobbers to distribute its 
products, the company is asking the 
dealers to help in the selection of job- 
bers throughout the country. 

* * # 


Electrically Treated Hay 


By an ingenious invention, said to 
be of Swiss origin, the nutritive value 
of hay as fodder is tripled by treating 
it electrically. The grass is processed 
without drying. It is first shredded 
and blown into a silo by a fan. An 
alternating current of 220 volts po- 
tential is then passed through the hay 
from a plate at the top of the silo to a 











June, 1922 


THE JOBBER’SMIJSALESMAN 








Business Building 


(Continued from page 8) 
in building up the business of wiring 
contracting.”’ 

Mr. White also referred to the dis- 
tribution of “Elexits” from a jobbing 
standpoint. 

H. F. Thomas, St. Paul, of the 
committee on accounting and statistics, 
presented the report of the subcom- 
mittee, which gave the results of five 
years’ work in collecting data on the 
operation of jobbing houses, and em- 
braced a special report covering the 
sales and operating expenses of five 
houses during 1921, 
contained in the report indicate that 
a number of lines need to be simplified 
to obtain economical distribution, and 
that the question of quantity packing 
should be 


The conclusions 


investigated to minimize 
the unpacking and repacking by the 
distributer for reshipment. It was 
recommended that the sales effort on 
any given commodity, in a given terri- 
tory, should be limited to that only 
which can be justified by the probable 
demand. Duplication of slow-moving 
articles should also be analyzed. 

T. E. Berger, secretary of the 
Society for Electrical Development, 
presented a which he 
analyzed the present conditions in the 
system of distributing electrical sup- 
plies and pointed out the need for a 


paper in 


number of readjustments. 

F. D. Van Winkle, Cincinnati, re- 
ported that a scenario had been pre- 
pared to carry to contractor-dealers 
the message of the “Sell "Em Some- 
thing More’ campaign inaugurated 
by THe JopBer’s SALESMAN, action on 
which will be taken at the next meet- 
ing. 

O. Fred Rost, Newark, presented 
for consideration a code of ethics 
which was drawn up by a special com- 
mittee of the association, action on 
which was deferred. 

J. G. Johannesen, Baltimore, was 
elected ex-officio 
Atlantic Division, and Bruce Wetmore, 
Boston, was elected a member of the 
W. R. Herstein, 
ex-officio 


chairman of the 


executive committee. 
Memphis, was_ re-elected 
chairman of the Central Division. W. 
E. Robertson, Buffalo, and F. S. 
Price, Boston, were appointed repre- 
sentatives of the association on a joint 
committee of the industry which is 
being organized by the Society for 
Electrical Development to consider 
matters involviig duplication of effort 
different branches of the industry. 




















“Circle T” ~ 


RADIO SWITCHES 





GROUND, ANTENNA 
AND BATTERY 


There is a big demand for Radio Supplies. 


Buyers, in 


most cases are waiting on dealers for stocks to come in. 
This is good business for the Jobber. Sell your dealers 


“Circle T’’ Radio Switches. 


immediate delivery. 


We have them in stock for 


GROUND SWITCHES 


S. P. D. T. 
114” and 214” Periphery of Blade 5” Break. On 


Asbestos Wood Base. 


One end connects to ground and 


protects against lightning. Other end connects aerial 


to instruments. 


No. 8727, List $2.65 


14” Periphery of Blade 5” 
Break. 60 Amp. Stock. Ex- 
ceeds Underwriters’ specifica- 
tions which call for %4” Peri- 


phery of Blade. 


ANTENNA SWITCH 





No, 8728, List $3.10 


30 Amp. Slate Base. 3P. D. T. 
Angle Blades. Used in receiving 
and sending wireless messages. 
Receive on D. P. send on 3P 
Slate Base 7”x8”!x34”. 


Base cannot absorb moisture. 


ae 


No. 8729, List $3.15 


24” Periphery of Blade 5” 
Break. Used when especially 
heavy material is desired. 100 


Amp. Stock. 


BATTERY SWITCHES 





No. 8, Fibre Base, List $0.34 


Mounted or unmounted, front 
or back-connected, porcelain, 
fibre or slate base. Single, 
double, three and four pole; 
single throw and double throw. 

ror use on all low voltage 
work. 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 


New York 
114 Liberty St. 


Boston 


Chicago 
40 S. Clinton St. 


San Francisco 


595 Mission St. 
Philadelphia 





























































THE JOBBER’S/J|SALESMAN 

















{2 DUDLO MAGNET WIRE 


IN FRACTIONAL POUND PACKAGES 


Offers you an opportunity to increase the profits 
from your radio line by cashing in on the grow- 
ing demand for high grade magnet wire put up in 
small amounts packed for ready sale across the 
counter. 










This is the wire designed to meet the exacting 
requirements of radio apparatus construction, and 
for years approved and used by the U. S. Govern- 
ment and largest manufacturers of radio and other 
electrical apparatus. 


Wound on a light metal spool and put up in a 
distinctive yellow carton, on one side of which is 
listed a table of wire diameters, it makes an attrac- 
tive shelf display and can be sold with no more 
trouble than a roll of tape. 

Three weights of wire: %, % and 
pound. 

Seven insulations: 

Enamel, 

Single Cotton Enamel, 

Single Silk Enamel, 

Single and Double Cotton Bare, 
Single and Double Silk Bare. 

One quality: Dudlo high standard. 
Also put up in larger quantities on 
our standard spools. 

Do not overlook this opportunity. 


— 








Write today for jobbers’ prices and sample spool 


DUDLO MANUFACTURING CO. 


FORT WAYNE INDIANA 














Kellogg Radio Supplies 


The Kellogg Switchboard and Supply 
Company have been Manufacturing tele- 
phone equipment of the highest grade 
for the past twenty five years and the 
same quality of material and care is used 
in making Radio supplies. 

Kellogg Radio Head Sets are the lightest 
on the market. Super sensitive. Simple 
adjustment. No sharp or interfering parts. 
Improves receiving qualities of your set. 
Kellogg high grade Tube Sockets, Insu- 
lators, Microphones, Plugs, Jacks, Con- 
densers are unsurpassed for Radio work. 


Kellogg Switchboard and Supply Co. 
Manufacture rs of High Grade Telephone Equipment 


Chicago, Illinois 

















Courtesy to Salesmen 


OME years ago, when doing “mis- 
sionary work,” I remember walk- 
ing up to the manager of a certain in- 
dustrial plant and handing him my 
card. The man went into a fit of anger, 
threw my card away with a curse and 
otherwise made it plain that he had no 
time for salesmen. This was an ex- 
treme case, but the principle involved 
is the same as that of the frequent oc- 
currence where a salesman finds him- 
self peeking through a little glass win- 
dow; the window is raised a crack, a 
clerk peers out cautiously, takes the 
proferred card, promptly returns it 
with a frigid look, and barks, “not in- 
terested ;” then down goes the window 
with a bang, and negotiations are end- 
ed. 

It must be admitted that the occa- 
sional “nervy” salesman, who is irri- 
tatingly presumptuous and sometimes 
actually insolent, is partly responsible 
for this curt attitude. This type of 
salesman discredits the profession and 
creates a strong feeling of repug- 
nance, which accumulates later to be 
heaped on the head of some well-bred 
man who has a proper sense of busi- 
ness ethics and is sensitive to discour- 
teous treatment. 

Nevertheless, the man who has 
worked all his life in an office is apt to 
suffer from a narrow point of view. 
He may regard salesmen as a class 
with disfavor. For this reason it would 
be an excellent thing if every purchas- 
ing agent or man whose work brings 
him into contact with salesmen could 
himself go out for a limited period and 
acquire some sales experience. 

He would then come to view both 
sides of the question impartially. He 
would find that selling was just as 
legitimate an occupation, and that it 
required just as much ability as office 
work. He would discover that other 
purchasing agents sometimes regarded 
him with as much suspicion and dis- 
taste as perhaps he had formerly re- 
garded salesmen who had had the au- 
dacity to seek to sell his company. In 
short, he would learn—perhaps with 
something of a shock—that the sales- 
man is not an -inherently different 
breed than other human mammals. 

Furthermore, he would find out 
that he and his concern were not the 
“holy of holies,” just as the boy who 
has been reared at home under the pro- 
tective wings of fond parents discov- 
ers with a shock on going out into the 
world that he cannot judge strang- 
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ers by how near they approach the 
standards of his own family. He 
would be painfully aware of just how 
the salesman feels when not accorded 
common courtcsy, and on returning to 
his regular duties at the office he would 
meet visiting salesmen with more sym- 
pathetic understanding. It couldn't 
possibly be otherwise—unless he hap- 
pened to be a natural born crab. 

As a matter of fact, selling—and 
that means salesmen—are just as es- 
sential as buying and _ purchasing 
agents. If nothing is sold, nothing 
will be bought. Buying and selling are 
reciprocal, just as much as the ebb and 
flow of the tide. A firm must sell as 
well as buy—or soon quit doing busi- 
ness. 

Courtesy toward a salesman means, 
first of all, granting him a decent in- 
terview. It is not consistent for a pur- 
chasing agent to think that he is dis- 
courteous when he refuses to see a 
salesman or when he dismisses him 
with a smile, and a few words such as 
“not interested today,” following 
which he turns his back and walks off, 
leaving the baffled salesman to kick 
his heels. When your own salesmen 
are not allowed a reasonable opportu- 
nity of stating their proposition you 
consider that they have not been 
treated fairly—and they haven’t. The 
salesmen who call on you and their 
managers feel identically the same 
way about it. 

A gentlemanly salesman, represent- 
ing a reputable house, is entitled to 
fair consideration at all times. Cour- 
tesy is a fundamental principle of 
business ethics; it is a part of every 
buyer’s responsibility to his company ; 
he is there for that purpose as much 
as anything else—to receive salesmen 
courteously. For a purchasing agent 
to act otherwise reflects unfavorably 
on the business methods of his organ- 
ization. 





On a Still Hunt 


P. E. Ogden, field manager for the 
Apex Electrical Distributing Co. at 
Memphis, Tenn., says he believes in 
using every argument in favor of a 
washing machine that can be found, 
and he submits a clipping which he 
thinks may contain a good tip to re- 
tailers in home-brew communities. 
This clipping, which is from the 
Howell County Gazette, quotes a let- 
ter from a distiller to a company offer- 
ing electric washing machines for sale. 











RADIO INSULATORS 


For Prompt Delivery 
To meet the demand for Insulators for Aerials of Radio Installations we 


have designed and now offer our Radio Insulators 
Nos. 0, 1 and 2 shown below. 


Tartare’ 
A A 
aUaUaua 


























Length Diameter Hole 
ee Ss ee Se ae Ere 24" 154” 32” 
| ae Pe Reee hae A ee bh 2” YY,” 
PO ee EN de, es es A, oe a 4” 2%” fs” 


Made of pure white vitrified porcelain, brown glazed. 


Our well known Jobbers’ Policy covers the marketing of Radio Insulators 
as well as our other products. 


Illinois Electric Porcelain Co. 


Macomb, Illinois 














If not satisfactory—on your own test—return it at our expense. : 
what we know it is, write us and we will tell you all about our prices and delivery. 
Thank you, Very truly yours, 


TRIANGLE ELECTRO TRADING CO., Inc. 


632-634 Broadway 





FACTS 


“If a man can make a better 
mouse trap than his neighbor, 
even though his home be in the 
wilderness, the world will make 
,a beaten path to his door.”— 
Emerson, 


We are satisfied to go by your 
own judgment. Send us your 
order for one sct of 


Berwick Supreme 
Radio Telephones 


and compare it with your 
favorite make for 


CLEARNESS OF TONE 
VOLUME OF SOUND 


ALUMINUM CUPS—2200 OHMS 


STURDY CONSTRUCTION 
LIGHTNESS and NEAT APPEARANCE 


If you find it to be 


Manufacturers of RADIO APPARATUS AND ELECTRICAL SPECIALTIES 
Triangle Electric Xmas Tree Outfits—Flashlights and Batteries 


NEW YORK CITY 
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Better Profits 


Selling the Improved Arrester 


JACOBUS VACUUM 


Aerial Protector 








as i . . 
: Approved by National Board of Fire 
List $2.00 Underwriters to Repiace Ground Switch 
The JACOBUS outsells other lightning arresters because it has already made a name 
for itself in hard service and because it possesses advantages which appeal to everybody. 
Nationally Can Be Installed 
Advertised JACOBUS Inside or Out 
Automatic; will not in- a a _* Great demand created 
terfere with set; eliminates — by leading | through national radio mag- 
ground switch and lasts i eens) ae Fen —— 6 Oe 
“ - _ B.2ee dependent Telephone paper radio sections of the 
de finitely a the simplest, Companies. country. Get your share of 
most efficient lighting pro- the profits. Write today for 
ection available. discounts. 











Distributors and Dealers Write for Proposition 


APEX ELECTRICAL 
SPECIALTY CO., Inc., 


77 Orange Street Newark, N. J. 











°° FLEXTUBE 





Flextube Non-Metallic Flexible 
Conduit is easy for the man on 
the job to handle,—its “roller 
bearing”’ interior insures the 
easiest kind of fishing. The com- 
pound will not rub off on the 
hands or wall. It is durable and 
every foot of every coil can be 
used. 


National Metal Molding © 


PITTSBURGH, PA. 

















Evidently the distiller did not know 
just what an electric washer was, be 
cause this is what he wrote: 


Dear Sir: your macheen she look good 
to me. How many galons will she hold 
and how much money will it cost to put 
pipe for cooling. Does she work on wheat 
or barley or corn. You work great blutt 
on wash macheen. I laf. You let me 
know what it take to fix me up.” 





Prices Decline 


“I’m so sore I could drink Georgia 
moonshine without any fear of com- 
mitting suicide.” These were the 
words from a manufacturers’ sales- 
man hindered from the possession of 
those valuable, appreciated, coming- 
in-vogue-again orders, as he was wait- 
ing for the engineer and fireman to 
extirpate a cow from the track which 
had depreciated the service of the 
“Alabama Special’ three times dur- 
ing a half hour. 

“Why this pensive feeling?’ in- 
quired the jobber’s salesman, who had 
met the peeved one at a way station. 

“Well, I'll tell you. Three out of 
the four men I called on today jumped 
on me about material they had re- 
ceived which took a big drop in price 
not long after it was stocked. When 
the last one landed on me I was thor- 
oughly filled with meanness, so I cited 
a little joke to him. I was the victim. 
I took the front door quickly, and— 
well, the day hasn’t gone well, that’s 
all.” 

“Old man, I’m interested,” said the 
J. S., “What was the joke?” 

“Listen,” resumed the M. S., “I 
said to him that there was a day not 
long ago when prices increased and 
many profited on their purchases, but 
the manufacturers asked for no re- 
bates. Now, comes a decline, and the 
attitude is quite different here and 
there. The situation reminded me of 
a story and so I told him about a 
struggling business man whose phone 
rang one morning. Thinking it might 
be an order he grabbed the receiver, 
and this is what he heard: ‘Mr. 
Jones, this is the bank with whom you 
deposit your money. It is necessary 
for me to advise you that your ac- 
count is overdrawn $50.’ ‘Is that so,’ 
exclaimed Jones, ‘Well, how much did 
I have at the beginning of the month?’ 
After a minute or so the banker an- 
swered: ‘Our records show $450 to 
your credit.’ Jones hesitated, and 
then went back at the banker: ‘Well, 
did I call you up?’” 



























AAPEX-ROTAREX 
MONTHLY SALES LETTER 


JUNE, 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: Our NEW INCREASED DISCOUNTS to Retail 
ROTAREX Washer and Ironer Dealers. 


To All Jobbers’ Salesmen: 

Always easiest for the dealer to sell because of their inbuilt quality and value, we NOW 
have made the ROTAREX Electric Clothes Washer and the ROTAREX Home Double 
Roll Ironer the easiest for the retailer to buy. 

ROTAREX dealers will continue to enjoy the accommodations, convenience and help of 
our wholesale distributors in every section of the country. At the same time we have added 
to this practical SERVICE to the trade the inducement of new discounts as large or larger 
than are quoted by any manufacturer who sells direct to dealers. 

Without reducing the margin we have always provided for our wholesale distributers we 
have been able by reason of our enormously increased sales, to cut our production costs. 
And in these new discounts we are passing along directly to our dealers the full benefit of 
the savings thus effected. 


NEW DISCOUNTS TO DEALERS ON 
RSTAREX ‘cet RSTAREX 


ELECTRIC CLOTHES HOME DOUBLE ROLL 


WASHER IRONER 
The following new discounts apply to ROTAREX WASHERS with Galvanized or Cop- 
per tub and to Gas Heated or Electric Heated ROTAREX LTRONERS and are allowed on 
the various quantities of either machine or on mixed orders for both washers and ironers. 


Lots of 1 and 2........ ae waco sccnunsiccts cated ap oe 
Dae OG SO Pee wee: 30% 
Lots of 12 or more..... aha 35% 
I eilepacovneeeees - AO% 
Retail Prices: West of Denver East of Denver 
ROTAREX WASHER, with Galvanized Tub......... pees . $152.50 $137.50 
ROTAREX WASHER, with Copper Tub........ = ene 167.50 157.50 
ROTAREX IRONER, Gas Heated ................. : a eae 152.50 137.50 
ROTAREX IRONER, Electric Heated ...................... sh eee 202.50 187.50 


Every APEX-ROTAREX jobber’s salesman has a list of dealers who have been waiting for this an- 
nouncement and who will seize this offer as soon as it is presented to them. 

On these new terms to dealers the ROTAREX Washer and ROTAREX Ironer will easily sell them- 
selves. All the salesman has to do is to sell the advantages of his employer’s service—quicker deliveries, 
lower freight bills, prompt assistance in financing installment sales and practical help in closing sales. 

You, Mr. APEX-ROTAREX jobber’s salesman, have before you the chance to make a new record. 
GO FO FF! 


Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO., 








R. J. Strittmatter: K. Sales Manager. 



























































SuNSHIN 


Electric Cleaner 









E 


A Product of the Wise-McClung M€g.Co. Its Guarantee of Quality 


Sold Thru Jobbers Exclusively 


HE Sunshine Electric Cleaner is an exclu- 
sive jobber proposition. It was built for 
jobber distribution. 


Sunshine demonstrations close sales for the 


dealer. All parts are instantly accessible. It 
can be taken apart and assembled quickly, 


holding a customer’s keenest interest. Simple 
to operate, yet it performs every function of 
modern Electric Cleaners. 


The Sunshine Policy permits giving both job- 
ber and dealer an extremely liberal margin of 


profit—more profit than any other Cleaner in 
its class. 


The Sunshine Finance Plan brings to the deal- 
er the unlimited resources to offer the “Easy 
Payment Plan” to every individual of good 
credit-standing in his community, while he 
receives the full advantages of a cash transac- 
tion. Instead of taking more capital as his 
business grows, it automatically brings more 
capital to him. So the more Sunshine Clean- 
ers the dealer sells, the more capital he has 
with which to work. 


Full particulars regarding the liberal Sunshine Policy and 
our unique Financing Plan sent on request. 


SUNSHINE SALES CO. 


410 Seventh St-NewPhiladelphia,0. 






























improved electrical 





Our No. 23 Outfit with five ap- 
plicators only $25.00 retail. This 
outfit includes our No. 21 ma- 
chine and makes an ideal home 
outfit, most attractive looking. A 
splendid seller backed by Shel- 


ton Quality and Reputation. 


‘ 








Outfit 
No. 23 


$2500 


design is still in great demand. } 
within the reach of everyone. -Only $12.50 with 


fine carrying case and surface applicator. 


Our No. 20 Outfit, the old original design, with 
mechanism, 


and mechanical 


has now been superseded by our Laboratory model 
Never- 


with patented hexagonal shaped nozzle. 
theless, this instrument, though of ten year old 


Its retail price is 


21 Outfit in- 


This No. 
cludes our laboratory 
model of special shape 


and design. It presents 
the best Violet Ray 
product on the market 
today. New features in 
construction, as for in- 
stance the tension reg- 
ulator which can be ad- 
justed without taking 
machine apart, also spe 
cial tungsten contacts of 
large diameter make this 
product still more per- 
fect. While this No. 21 
outfit is higher priced, it 
fully gives the value in 
return. Just compare 
Shelton Violet Ray out- 
fits with others. You 
can’t help but decide 
just one way. 






Shelton Electric Co. 


16 E. 42nd St. 
30 E. Randolph St. 


New York, N. Y. 
Chicago, IIl. 


VIOLET RAY WY \ 
The Acknowledged Standard 





’ 
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Model 4 Mixer 
A handy, sturdy, efficient 


drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel. 








i 


Dental Engine (with stand) 

Equipped with S. S. White 
flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rh stat. Motor has re- 
versing switch and three step 
pulley. Height of stand 48”. 





Dental Engine (with base) 


Same as stand model above 
except for highly polished 
heavily nickel2d base. 


S 


Billiard Table Cleaner 


Cleans thoroughly’ without 
affecting nap of cloth, 


Upholstery Cleaner 















leather bound Ch 
special vacuum clea 


cord. 








Type F. R. Motor 1-25 H. P. Smallest Type C Motor Type D Motor 

Hair Dryer 1-25 H. P. Jeweler’s size for laboratory work. 1-16 H. P. Medium % H. P. Best size for a} 

Both hot and cold air blasts, lathe motor with rheo- Type B same as Type size laboratory motor. kinds of dental laboratory anq 
Detachable heating unit. stat foot control. A with nickel finish. Universal type. jeweler’s motor work. 


Dumore motor, oper 
ing on direct or alter- 
nating current. Two 
bristle brushes. 10 feet 


hose. 25 ft. portable Capacity \”. Length 






Type A. Motor 














No. 1 J. G. Grinder 

1% eH. P. motor. 15,000 R. 
P. M. Reach of arm 44”. Ex. 
tension 2”. Complete  equip- 
ment. 

















No. 2 O. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
A Motor spindle reach 
214”. ‘Ball bearings. Complete 
equipment. 







ENTISTS and jewelers, always 
keen judges of laboratory and 







work-bench motor performance, are 
buying DUMORE motors in large 


numbers from dealers and supply 





No. 2 A. G. Grinder 

1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M._ In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”. Com- 
plete equipment. 






houses in your territory. 






Are you getting your share of this business ? 









The jobber’s salesman who interests his 
sales manager in listing DUMORE products 
will find it highly productive of profitable new 
business both for his house and for himself. 


















No. 2 B. G. Grinder 


1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm _ 10”. 
Complete equipment. 

















Wisconsin Electric Company 
1609 Sixteenth St., Racine, Wisconsin. 
Manufacturers of 


DUMORE 


ELECTRICAL TOOLS 
and APPLIANCES 











No. 2 C. G. Grinder 





1-6 H. P. Motor. Motor spin- 
dle speed 10000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 











i ‘neal 












Model 2 A. D. Drill 
Capacity 14”. Stroke 


at- 








; 3%. Drills to cen- « = \ 
ina ter of 714”. Ad- : ‘ we * 
justable table. . | a 











ner Model 1 A. D. Drill 

















Model 2-B D Drill 


coord ee eee Fheodl 
Capacity 4”. Stroke 1 


34”. Drills to cen- ' | 
ter of 8” piece. Ad- 4 7 
justable table. é * - 


Height 294”, oo 


10”. Helical gears. 
















No. 3 Multi-speed Grinder 

4, H. P. motor. Six interchangeable 5?! 
ae and seven quick-change pulleys. Spin4 
speeds 3600 to 50,000 R. P. M. A remarka) 
Model 2 A. D. Drill Model 2-B D Drill grinder. 













BA Model 1 B. D. Drill 
Capacity 4”. Length 
12%”. Ball-bearings. 
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ATLAS 





Receiver and Two Stage 
Amplifier Units at $35 each 
will quickly boost your radio 
sales. 


JOBBERS 


Write for our proposition 
on these and other ATLAS 
radio specialties. 


American Radio 


Sales & Service Co. 
Dickson Building 
Mansfield, Ohio 

















HIGH GRADE: 


RADIO 
HEAD SETS 


ARMY AND NAVY TYPE: 

2500 Ohm, per pair $10.00 
3200 Ohm, per pair 12.00 
SWEDISH-AMERICAN TYPE: 

2200 Ohm, per pair $ 8.00 
Jacks, Plugs, Microphones, Etc. 

Ask for Trade Prices. 











COMPANY 
CHICAGO, U. S. A. 





No Summer Slump 
IGURES, facts and statistics are 
available in almost every indus- 

try to prove that business generally is 
gathering momentum. 

A committee of men chosen by the 
President has been making a study 
founded on the successful efforts of 
practical manufacturers to anticipate 
the business cycle. This means that 
by next fall any manufacturer can 
get brass-tack information, which, if 
acted upon, will do much to mitigate 
the evils of the next boom and reac- 
tion, due, according to past experi- 
ence, in seven to ten years. 

But right now we face summer. Men 
will be apt to let down. It is vaca- 
tion time, plans are deferred, and in 
many industries sales efforts slacken. 
This summer is going to be different. 
The president of an_ international 
manufacturing company said last week 
that it is the most important summer 
for business in the last 15 or 20 years. 
He is putting out a new product this 
summer to bridge the seasonal gap. 
“We want profits,’ he says, “but we 
also want to do our part in pushing 
business along at a time when, ac- 
cording to custom, we wouldn’t make 
a new move.” This man’s idea ap- 
plied to every man who manages a big 
organization is the immediate need of 
today. 

The past has shown that the man 
who refuses to be bound by tradition 
can, to a great extent, control his 
seasons instead of letting them con- 
trol him. 

There is a summer idea in almost 
every industry. 

There are sales to be made every 
day this summer—and sales will be 
made by somebody. There won’t be 
any summer slump this summer for 
the manufacturer, jobber or dealer 
who mixes intense study about his 
goods with imagination and _ sincere 
sales effort. If it is too late to get a 
new product ready it’s never too late 
to apply a new selling idea. And it’s 
never too early to start using a new 
idea to build sales, summer or winter. 
—Printer’s Ink. 





Making Radio Parts 
The Ajax Electric Specialty Co., 
1011 Market Street, St. Louis, manu- 
facturer of plural sockets and other 
devices, has entered the radio field 
with a line of parts which the company 
is selling to jobbers and to manu- 
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facturers of complete sets. 








We offer jobbers a line of Radio 
Telephone equipment that en 
ables therm to make a most at- 


tractive proposition to their deal- 
er trade. 


Steinmetz Vacuum Tube Detector, 
including cabinet with all instruments 
wired ready for use. List $5.50 


Detector and Two Stage Amplifier— 
a high quality receiving set wonderfully 
efficient for long distance receiving and 
loud speaking. This set possesses the 
distinct advantage of having tuner, de- 
tector, and various stages of amplifica- 
tion in separate cabinets, enabling the 
operator to add to original equipment. 
List $22.50 


The above prices do not include batteries 
or tubes. 


Write today for full information and 
discounts, 


STEINMETZ WIRELESS MFG. CO., Inc. 


5706 Penn Avenue PITTSBURGH, PA. 


Manufacturers of telephone receivers, 
vacuum tube equipment and crystal 
sets. 














“All-American” 


Radio Frequency 
Amplifying Transformer 





Efficient on 


150-550 Meters 


Designed for 
amateur and com- 
mercial broad- 
casting receiving 
instruments— 
sharp enough for 
the discriminat- 
ing amateur and 
absolutely prac- 
tical for the av- 
erage layman who 
finds tuning com- 
plicated. -erfect 
shielding with 
low distributed 
capacity and 
roperly impreg- 
nated to protect it from atmospheric 
conditions — giving ure amplification 
without annoying tube noises and dis- 
tortion. Static disturbances are elim- 
inated to a great extent. Can be used 
with Radiotron, Cunningham, Moore- 
head, AP or Meyer tubes. Guaranteed 
to give satisfaction. 





Type R-10 
$4.50 


Also manufacturers of “All-American” 
Audio Frequency Amplifying Trans- 
formers. 


Type R-3, Ratio 10 to 1... $4.50 
Type Be Beatle 3 & 1... 4 


Liberal Discounts to Jobbers 


RAULAND MFG. CO. 
35 S. Dearborn St. Chicgao, Ill. 


Successors to the All-American 
Electrical Manufacturers. 
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FE. S. Huntina, who has for several 
years been connected with the General 
Electric Co. as general manager of its 
Ft. Wayne Works, has been appointed 
president and general manager of the 
Robbins & Myers Co., with factories 
at Springfield and Xenia, Ohio, and 
Brantford, Ont. C. F. McGilvray, 
iormer president of the Robbins & 
Myers Co., has been elected chairman 
of the board of directors, while W. J. 
Myers continues as vice-president, W. 
A. Myers as secretary, and H. E. 
Freeman as treasurer. Mr. Hunting 
has had 34 years’ experience in the 
production and sale of small motors, 
which places him in an advantageous 
position to direct the activities of the 
Robbins & Myers Co. 


Harry B. Kirkianp, vice-president 
of the American Wiremold Co., who 
was formerly located in the district 
sales office in New York City, has 
moved to Hartford, Conn., and estab- 
lished headquarters at the home office, 
assuming charge of the sales depart- 
ment. 


“Liserty” rubber-covered wire and 
cable is illustrated in a catalog just 
issued by the National Metal Molding 
Co., Pittsburgh. In adlition to speci- 
fications, tables are included to give 
in condensed form all of the data 
which users of wire and cable need. 
Descriptions of the manufacture of 
flexible cords, together with a compar- 
ison of the different types, and recom- 
mendations for their uses, form a val- 
uable part of the catalog. 


Tue Luminite Corp. has been or- 
ganized for the purpose of producing 
guaranteed radium illuminated prod- 
ucts, such as pendants, push buttons, 
switch-plate locators and house num- 
bers, with office and factory at 2+ 
Scott street, Newark, N. J. Leslie R. 
Fort, treasurer of the O’Keefe-Lynch 
Co., New York City, is president of 
the new corporation; Frank W. Fort, 
president of the Eagle Fire Insurance 
Co., Newark, N. J., is vice-president, 
and Capt. J. M. Sherwin, late of the 





U.S. A., is secretary-treasurer. The 
corporation is producing goods of 
standard quality and is guaranteeing 
the luminosity of its products for a 
period of five years. 


THe MaNvuractrurers’ ELectTrRICAL 
Corp., with offices at 123 W. Madison 
street, Chicago, has been organized to 
act as exclusive representatives in the 
Middle West for a number of manu- 
facturers of electrical equipment, in- 
cluding household appliances, switeh- 
ing apparatus, circuit-breakers, wiring 
specialties, transformers, molded in- 
sulation, wire and cable, and other 





Edgar Switzer 


products. Edgar Switzer, formerly 
syndicate representative for the West- 
inghouse Electric & Manufacturing 
Co. in its Chicago office, is vice-presi- 
dent and general manager of the new 
concern, which, he states, will co-op- 
erate with jobbers and also keep in 
close contact with the purchasing 
agents of central-station companies, 
industrial plants and other concerns. 


A Dovs.ir-Srranp heating element 
is an important feature of the 
“Calorie” grill being manufactured by 
the Standard Electric Stove Co., 
Toledo, Ohio. The principle is ex- 
plained in the following manner: If 





the heating element is made up of a 
single strand of No, 22 wire it has a 


diameter of 0.0253 in., a cross- 
section of 640.1 circular mils, and 
a radiating surface of 0.053 sq. 
in. per ft. If the element is made up 
of two parallel strands of No. 24, 
with a diameter of 0.201 in., the 
resistance is the same as that for the 
single strand of No. 22, but the total 
cross-section is increased 26 per cent, 
and the radiating surface 44 per cent, 
although the énergy transformed into 
heat is the same. The larger amount 
of radiating surface afforded by the 
double strand is claimed to result in 
long life for the element; in fact, the 
Standard company has_ used _ this 
method of construction for three 
years, and replaces a “burned out” 
element with a new grill, provided, of 
course, the element was used on the 
voltage for which it was designed. 


A Pocker Epitio0n of its catalog 23 
has been issued by the Benjamin Elec- 
tric Manufacturing Co., Chicago, list- 
ing its plugs, sockets, receptacles, re- 
flectors, panelboards and other wiring 
devices. The catalog is noteworthy, 
because the type and illustrations are 
of large enough size to be clear and 
readable. The company is sending 
copies of the miniature catalog to 
those making requests. 


THe Ite Evecrric VENTILATING 
Co., 2850 N. Crawford avenue, Chi- 
cago, has just issued its 1922 sales 
manual which is entitled “Ilg Tell 
Tales.” In general, it is somewhat 
similar to the previous manual, but 
the size has been reduced so as to 
make it easier to file and also to fit 
the standard jobber salesman’s cata- 
log. The field for the sale of venti- 
lating fans as well as the profits in 
installations is outlined in the man- 
ual, together with a large number of 
suggestions for the salesman. Meth- 
ods of interesting prospects in the ad- 
vantages of electric ventilating fans 
are described and suggestions are 
given for making installations. The 
advertising plans of the Ilg company 
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for the current year are outlined and 
the dealer helps are described. A 
great deal of emphasis is placed on 
“Good Health Week,’ which will be 
held October 23-30, and the Ilg com- 
pany is sending out quantities of pos- 
ter stamps to promote interest in this 
movement and to direct attention to 
ventilating fans as a factor in sanita- 
tion and good health. 


S. M. Masse, formerly connected 
with the advertising department of the 
National Carbon Co., has gone into 
the business of advertising and sales 
promotion, with office at 307 Bangor 
building, Cleveland. 


ANNOUNCEMENT has been made by 
Edward N. Hurley, chairman of the 
Hurley Co., 
of washing machines, vacuum cleaners 
and other electrical appliances, that 
arrangements are being made for the 
erection of a $1,250,000 factory in 
San Francisco. 


Machine manufacturer 


Preliminary plans. 
which calls for a structure having at 
least 100,000 sq. ft. of floor space, 
have already been prepared, and Mr. 
Hurley recently made a trip to San 
I'rancisco for the purpose of selecting 
a suitable site. The new factory wil! 
have direct connection with sources of 
raw materials, and will provide for 
foreign trade expansion proposed by 
the company. 


THe Moss-Scuury MaNnvuracrur- 
ING Co., 444 East Woodbridge street, 
Detroit, manufacturer of the ‘“Repeat- 
er Six” fuse plug, has appointed J. B. 
Higgins, formerly with the Michigan 
Stamping Co. and the Bussmann Man- 
ufacturing Co., as representative in 
Michigan, Ohio, and Ken- 
tucky, with headquarters in Detroit. 
Gordon McDonald, formerly with the 
Screw Machine Products Co., Provi- 


Indiana 


dence, R. I., will cover Illinois, Iowa, 
Wisconsin and Minnesota, with head- 
quarters at the Hotel Sherman, Chi- 
cago. Both men will work with the 
jobbers in their respective territories. 


A. (AL) E. Dusseavu, well-known 
throughout electrical circles in Mich- 
igan, has been appointed district man- 
ager for the Wm. P. Crockett Co., 
manufacturers’ agent, with offices at 
422 Moffatt building, West Fort and 
Griswold streets, Detroit, Mich. In- 
cluded among the manufacturers that 
Mr. Dusseau represents are the Hart 
Mfg. Co., Enameled Metals Co., Chi- 
cago Signal Co., Ferdinand C. Mesa, 
Alphaduct Co., Detroit Insulated Wire 





Co. and the O. C. White Co. Mr. 
Dusseau has charge of the territory 
embracing Michigan, Northwestern 


Ohio and Northern Indiana. 


“RoyaL’ CLEANER SALESMEN will 
have the opportunity during July and 
August to win $3,300 in cash prizes. 
The point system, which will be used 
in scoring, gives special credit for 
sales of the “Royal” cleaning outfit 
complete, including attachments. 
Throughout the two-months’ period a 
weekly prize of $25 will be awarded; 
$75 will go to the high man for the 
month of July, and at the close of 
August 20 grand prizes will be given, 
ranging from $50 to $1,000 each. The 
P. A. Geier Co., maker of the 
“Royal” cleaner, believe that this will 
be an effective means of stimulating 


“off season’’ business. 


Tue Magsestic ELtcrric DEvELopP- 
MENT Co. recently mcved into its new 
factory building on Folsom street, be- 
tween First and Second streets, San 
Francisco, where larger manufactur- 
T. D. Me- 


Mullen has been male secretary and 


ing facilities are provided. 


assistant manager; H. H. Daley, sales 
manager, and H. H. Traxler, purchas- 


ing agent. 


A VERY ATTRACTIVE BOOKLET illus- 
trating and describing the different 
types of Magee “ElectriCoal” ranges 
has been issued by the Magee Furnace 
Co., Boston, Mass. The construction 
features are also brought out in a 
forceful manner, and attention is 
called to the fact that ‘“ElectricCoal”’ 
furnaces tested 
proved by the Good Housekeeping In- 
stitute. 


have been and ap- 


AN InpbustrraiLt LIGHTING CoDE 
committee on 


Illum- 


prepared by _ the 
lighting legislation of the 
inating Engineering Society has been 
issued by the Westinghouse Lamp Co., 
165 Broadway, New York City, as 
Bulletin E-103. 
under the rules of procedure of the 
Standards 


The code was revised 
American Engineering 
Committee and has been approved by 
that body. It was prepared primarily 
for making available authoritative in- 
formation for legislative bodies, fac- 
tory boards, public service commis- 
sions and others interested in enact- 
ments, rules and regulations for better 
It is also intended 
as a guide for factory owners and 
operators in their efforts to improve 
lighting conditions in their factories, | 


industrial lighting. 




































“AMERICAN BRAND® 


f WEATHERPROOF WIRE AND CABLES | 
HAS NO EQUAL 


“AMERICAN 
BRAND” 


Weatherproof and 
Bare Copper Wire 
and Cables 


When 


mend and sell 


you recom- 


Brand” 


‘ables to 


“American 
wires and 
your customers you not 
only give them the best 
the 


Save 


wire in Universe, 
but them 
money by selling them 


vou 


more footage per 


pound. 
Brand,” 


means the 
obtainable, 


American 
therefore, 
best wire 
quick turnover, more 
business and bigger 
profits for you and 
and satis- 


your house 


fied customers. 


American Insulated 
Wire & Cable Co. 


CHICAGO 


















“AMERICAN BRAND” 


S WEATHERPROOF WIRE AND CABLES § 
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Let the 


Little Chef 


Earn Money for You! 


‘T"ELL your dealers to dis- 

play this handsome little 
Electric Stove on their coun- 
ters, along with the display 
card, illustrating the innu- 
merable uses wherever 
there's a light socket—hook 
up with our Ladies’ Home 
Journal advertising! 


They'll get results in a hur- 
ry! Results that you can 
total on the profit side of 
your ledger. Repeat orders 
galore from jobbers and 
dealers in the short time 
since the “‘Little Chef’ was 
introduced, prove that deal- 
ers everywhere are finding 
the “Little Chef’’ one of the 
fastest moving items they 
can handle. 


List Prices 
110 & 220 Volts 


$2.00 


32 Volt size (for use with 
Lighting System) $2.50. 
West of Rockies, add 25c 
Specifications 
2-piece cold-rolled steel construction, 
copper coated and nickel polished. 
7% in. long, 644 in. wide, 234 in. high. 


Farm 


Weight 22 ounces. 6 ft. cord and 
plug. The heating element is par- 
ticularly efficient. Water can't 
“short’’, rust nor corrode it. 


Not sold by agents or can- 
vassers—sold only through 
jobber and dealer. Write 
for full proposition. 


W. B. McAllister Co. 


Cleveland 


The 
Little Chef 


Electric Stove 
the Guaranteed 
Toaster Stove 





|and can be used to great advantage 
by salesmen in convincing them of 
the necessity of adequate lighting. 
The first part of the booklet con- 
tains rules arranged in convenient 
form for legal enactment of govern- 
mental regulations. The second part 
contains a discussien of the rules, 
giving an outline of the legal require- 
ments which must be met where a code 
is in force, and also giving suggestions 
and general information as to desirable 
practice in factory lighting. The 
third part takes up the advantages of 
proper and adequate illumination, both 
natural and artificial, and discusses 


such lighting particularly from the 
standpoint of the economies that can 


be effected. 


THE AssEMBLY of radio apparatus 
has developed new interest in the 
perfecting of soldering paste. Owing 
to the amount of current involved 
in radio communication it is de- 
sirable that all connections be per- 
fect in order that no resistance may 
develop. There must be no corrosive 
action at soldered joints, and this is 
the difficulty that is hardest to over- 
come. The Special Chemicals Co., 
Highland Park, IIl., has been con- 
ducting experiments on behalf of some 
of the large manufacturing companies, 
and reports that the use cf sal am- 
moniac in soldering is unsatisfactory 
for radio apparatus, although it makes 
the preparation of the paste a simple 
matter. Sal ammoniac, as is well 
known, is one of the most corrosive 
chemicals. It dries on the joint after 
soldering, then absorbs moisture, and 
begins to corrode. The Special 
Chemicals Co. claims it has developed 
a paste that entirely meets the re- 
quirements for use in soldering radio 
equipment. 


Tue Berrs & Bertrs Corp., 511 
West 42nd street, New York City, has 
issued a bulletin descriptive of its 
vacuum tube sockets, audio frequency 
transformers and variometers. The 
company has appointed the Spector 
Co., St. Paul, agent for Minnesota and 
the Dakotas, and W. Ross Hilton, 
Montreal, agent for Ontario, Quebec, 
New Brunswick and Nova Scotia. 


Tue Cuicago Orrice of the Jeffer- 
son Glass Co., manufacturer of illu- 
minating glassware and automobile 
lenses, has been removed to 1008 
State-Lake building, where new show- 
rooms have been acquired. J. E. 




















Pierce is Chicago representative. 
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Dress Up Your Line 
with Quality Products 


EDTOP electrical ap- 

pliances have a popu- 

lar appeal, are well known 

and backed by years of ex- 
perience. 





Duplex Kitchenette and 


Toaster 
Two-heat regulation. Special 
cleaning device. Nickel plated 
throughout. 


$9.50 





Stove Cooker and Grill Pan 
Toasts and Cooks at the same 
time. 

No. 104 Stove Only............ $6.25 
Novel Cooker ... 





Three Heat Electric Iron. High, 
low and medium heat, with heat 
regulating plug. 


$7.75 





Fitzall Plug Fits any 
electrical appliance. 








Special Announcement 


The new Redtop Upright 
Toaster will be ready in 
thirty days and will list at 


$4.50 























Write for trade prices 
and literature 


REDTOP ELECTRIC CO., 


8 West 19th St. New York City 
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New Electrical Products, Illustrated 








“Ad-A-Lite,” the new two-way 
socket just placed on the market by 
M. Propp & Co., 524 Broadway, New 
York, is arranged for shadeholders, has 
spring contacts in the base of sockets, 
will seat in deep sockets, and is at- 
tractive in appearance. It is put up in 
display cartons as an aid to retailing. 














A violet-ray machine which has an 
adjusting mechanism that allows fine 
regulation of current strength is the 
“Star Model A,” made by the Fitz- 
gerald Manufacturing Co., Torrington, 
Conn. The model is of the latest type, 
being of the two piece high-frequency 
design. It operates on either alternat- 
ing or direct current, and comes 
equipped with a surface electrode. It 
retails for $12.50. 





= ee ail 





The handy tester shown above and 
manufactured by Weinberg & Co., 870 
Blue Island avenue, Chicago, is de- 
signed for testing lamps, batteries and 
fuses, and for finding grounds and 
shorts in electrical devices. 











The new style electric radiator illu- 
strated above has been brought out by 
the Electric Heating & Manufacturing 
Co., Seattle, Wash. It has a capacity 
of 660 watts at 100 to 120 volts. It is 
equipped with 10 ft. of heater cord and 
separable plug, weighs 4 lb., and lists 
at $10. 








One of the main features of the T. 
& W. “Universal” combination plug 
and push-through switch made by the 
T. & W. Manufacturing Co., 4518 Ra- 
venswood avenue, Chicago, is that it 
is adaptable to all types of terminals. 
The plug is simple in construction, 
light in weight, and durable. It is pro- 
vided with a coil spring and bushing 
to protect the cord from wearing out. 








A compact rheostat regulator for 
socket attachment has been developed 
by the Wirt Co., Philadelphia. Four 
steps are provided, these being con- 
trolled by a fibre ring, shown in the 
illustration. The regulation has a large 
number of applications, such as for giv- 
ing variable speeds to single-speed fans 
and regulators, for reducing the speed 
of drink mixers, for giving four heat 
controls to single-heat heating pads, 
for dimming portable lamps, etc. It 
is supplied in nickel, brush brass and 
gunmetal finish; packed in individual 
cartons or mounted ten on a display 
card. 








The No. 810 desk lamp _ recently 
placed on the market by S. Robert 
Schwartz & Bro., 729 Broadway, New 
York, has a heavy cast-iron base, orna- 
mental design, 8-in. long and 5.5 in. 
wide, felted at the bottom. It has a 
brass parabolic shade, 12-in. flexible 
arm, 10 ft. of cord and separable plug. 
The lamp is furnished in verde green 
and antique bronze finishes. Carton 
packing is used. 





A line of improved small motors, 
ranging in size from 0.25 to 0.75 hp. is 
being manufactured by the Leland 
Electric Co., Dayton, Ohio. Direct- 
current motors, standard and odd fre- 
quencies in alternating-current types 
are being manufactured with inter- 
changeable frames. Special attention 
is given to single-phase motors, which 
are of the repulsion induction type, and 
of simple construction and manufac- 
ture. 
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New Electrical Products, Illustrated 








One of the new “Denzars” made 
by the Beardslee Chandelier Manufac- 
turing Co., 218 South Jefferson street. 
Chicago, is shown above. It is known 
as No. F22-7, has an ornamental can- 
opy, chain loop, holder, bowl and tassel, 
and is finished in colonial gold and 
relief, which furnishes a pleasing con- 
trast to the opal reflector and white 
enameled bowl. The manufacturer 
claims the ornamental features, to- 
gether with the soft, white, glareless 
light which “Denzar” produces, makes 


this new luminant especially appro- 
priate for lighting banks, school audi- 
toriums, offices, libraries, automobile 


sales rooms, and high class restaurants, 
or any strictly modern interior where 
excellent illumination is essential and 
an attractive luminant desirable. This 
unit is furnished in standard type C 
lamp sizes from 100 to 500 watts. 








Three distinctive features are claimed 
for a tumbler water heater recently 
developed by the Westinghouse Elec- 
tric & Manufacturing Co., East Pitts- 
burgh, Pa. It will not tip over the 
tumbler, it will not break the glass, 
and it will not burn or scorch the 
article on which it is laid. The heater 
is substantially and durably  con- 
structed and is practical for heating 
any small quantity of liquid. The ele- 
ment is inserted in copper tubing, 
bent to afford a large heating surface 
It is nickel-plated and highly po! 
ished. The through-switch of black 
composition is extra large to provid: 
a convenient rest as weil as a_prac- 
tical switch for the heater. 








A new side outlet plug designated as 
the “Anylite TP-2” has just been put 
on the market by the Anylite Electric 
Co., Ft. Wayne, Ind. Its construction 
is similar to the Anylite twin plug, the 
cover being of cold molded insulation 
and the legs of vulcanized fibre. Spring 
contacts insure good connections. The 
lower leg is threaded for “Uno” shade- 
holders, so that the lamp and shade are 
held in correct relative position, the tap 
for appliances being above the shade. 











The Bryant Electric Co., Bridgeport, 
Conn., has brought out its No. 2951 
shallow cup flush toggle switch, the 
features of which include: black com- 
position handle; direct action of lever 
on mechanism to prevent sticking; wide 
breaking distance to prevent arcing; 
phosphor bronze contact blades; extra 
long binding screws staked so they will 
not fall out; long music wire coil spring 
to insure easy action and long life; 
shallow cup to make it suitable for thin 
partitions. 











The flat-back wall receptacle has 
gradually been losing ground because 
of the growing popularity of outlet- 
plates. When used for new work these 
plates usually have a stud extending 
beyond the surface of the wall, and in 
old-house work the plate is set on the 
wall surface. Another cause is that 
outlet boxes, in general, are rarely set 
flush or true with the wall surface. For 
these reasons, it is usually necessary to 
make up special brackets and canopies, 
where a wall receptacle would have 
been preferable and cheaper. 

Pass & Seymour, Inc., Solvay, N. Y., 
have succeeded in filling this demand 
with their new “All Metal BR Base.” 
This base is suitable for every form 
of concealed outlet, old work, loom 
plates, ceiling plates, boxes for metallic 
and non-metallic flexibie conduit. When 
combined with the vartous bodies, it 
makes a full line of wiring devices. The 
standard finish of the “BR” base is 
brush brass. The bridge inside is a full 
inch above the skirt, and this base will 
therefore cover any projection such as 
pipe-ends or studs that extend one inch 
from the wall or ceiling surface. A 
complete series of adapters has been 
developed to secure this base to all 
forms of outlets. 








One of the features of the “Protex” 
plug fuse manufactured by the Protex 
Fuse Works, 1623 East 438rd_ street, 
Cleveland, is that when a fuse blows 
the window turns black, positively in- 
dicating which fuse to replace. The 
plug can be installed or removed with- 
out touching the fingers to metal be- 
cause the top of the plug is made en- 
tirely of insulating material, which 
harmonizes in finish with new style 
panels and cabinets. 
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New Electrical Products, Illustrated 








Quick and easy renewal is one of the principal features 
of the new knife-blade renewable fuse recently developed 
by the Bussmann Manufacturing Co., St. Louis. It is only 
necessary to handle three parts and the fusible element in 
renewing the fuse. The two terminals are permanently heid 
together. When a new link is put in, the two bolts are 
loosened and then tightened over the slots in the link. There 
is only one removable cap, the other revolving one-quarter 
turn and locking in place. The venting is definitely con- 
trolled by knurled disks attached to the terminals, spaced so 
as to give just enough clearance to allow the gases to 
pass with the flame quenched, and relieving the fibre shell 
from undue strain. Perfect alignment of the terminals in- 
sures good contacts with the fuse clips. The new fuse is 
made in capacities up to 600 amperes and has been approved 
by the Underwriters’ Laboratories. 





ar 





An outfit for etching ownership marks on electric lamps 
has been placed on the market by the Union Electric Co., 
Pittsburgh. The operation is stated to be the same as that 
of any other rubber stamp outfit, with the exception of a 
special ink and a metallic ink pad and brush. The ink is 
of such composition that it effectively etches letters and 
designs into glass surfaces, yet it has no harmful or acid 
effect on hands or clothing. The stamp, which is made up 
to order and carries the user’s name, is mounted on a 
flexible cushion to permit it to conform to the contour of 
the glass article to be etched. The one-half pint can of 
ink included with the outfit is sufficient for making 10,000 
to 12,000 impressions, so that the cost of etching each lamp 
is small compared with the insurance against theft which 
the etching provides. The ink may be used with an ordinary 
ball-pointed steel pen for writing on glass. The outfit is 
finding wide use in marking lamps by manufacturers, rail- 
roads, theatres and public buildings where these lamps are 
accessible to theft. Used with an adjustable band dating 
stamp, the outfit provides a means of marking lamps with 
the date put into service, and enables the user to know 
if he is getting the length of life from his lamps that he 
should. 
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The above illustration is an interior view of the plant of 
the Polar Wave Ice & Fuel Co., St. Louis, which is operated 
by electricity and is equipped with “Unilet” fittings manu- 
factured by the Appleton Electric Co., Chicago. The view 
is from the back of the switchboard and shows all wires in 
conduit, requiring the use of a large number of both Type A 
and Type B “Unilets,” sizes ranging from 0.5 to 4 inches. 
The general lighting consists of lamps in steel reflectors 
supported from octagonal “Unilets,” while the lighting in 
the store houses require the use of a larger number of vapor- 
proof “Unilets.” 











The Killark Electric Manufacturing Co., 3940 Easton ave- 
nue, St. Louis, Mo., has just placed on the market its new 
type FB entrance fitting for 2.5 and 3-in. conduit. It con- 
sists of a cover, a 2.5 or 3-in. hub, and a plate which will 
hold two, three or four porcelain bushings. The fitting is 
prevented from turning on the conduit by use of a set screw 
on the hub. By changing the relative positions of the hub 
and cover, the fitting may be used on either a horizontal or a 
vertical pipe, as shown in the illustrations. Although the 
reversible feature was patented by the company several years 
ago, it was never utilizd until this new product was developed. 





The “Tamco”™ 
electric waffle 
iron has been 
placed on Lilie 
market by the 
Triangle Appii- 
ance Manufac- 
turing Co., 514 
West Van Bu- 
ren street, Chi- 
cago ne. is 
made of alum- 
inum, highly 
finished, with 
fibre feet and 
handles, 6 ft. of 
heater cord, and 
separable at- 
tachment plug. 
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Con centrated Filament } Decca Tams s for Signs 





CUT DOWN CURRENT BILLS 


Its 


Two 





Signlite with clear bulb 


The only lamp on 
the market that 
is rated and guar- 
anteed not more 
than 10 watts. 


concentrated 
filament gives 
brighter and bet- 
ter light. 


reasons why 
Signlites 
readily to electric 
sign users every- 
where. 
ing them now. 

Write today for full 
details and discounts 


Manufactured exclusively for 


Save Sales Co. 
261 Broadway, NewYork City 


very good 


sell 


Start sell- 





Signlite with blue bulb 











Good Home: 


Good furniture and good 
lighting fixtures make ex- 
cellent home companions. 
Without one much of the 
beauty of the other is lost. 


When good lighting fix- 


tures of moderate cost are desired many 
dealers offer with confidence the Beardslee 
The quality, finish and design 
Let us send the C-| Cata- 


Carton line. 
invariably please. 
log and tell you how every detail 


taken care of to enable jobbers to sell home 
lighting fixtures at a profit and without de- 
A set of pho- 


terioration and missing parts. 
togravure prints are furnished for 


salesmen. 


BEARDSLEE CHANDELIER 
MANUFACTURING CO. 
218 So. Jefferson St., Chicago 


qn? MARK 


TRADE 


‘a casas 


‘ Companions 





















has been 


jobbers’ 




















Manufacturers’ News 


THe Trianete Evectrro Trapine 
Co., formerly located at 79 Chambers 
street, has moved to 632 Broadway, 
New York City. Besides manufactur- 
ing head sets and other radio equip- 
ment, the company manufactures 
Xmas tree decorations, flashlights, 
batteries and other specialties. 


Tue First of a series of monthly 
broadsides to be mailed, to dealers has 
been issued by S. Robért Schwartz & 
Bro., 729 Broadway, New York City, 
under the title of “The Leading 
Light.” Descriptions are given of 
“Esrobert” portable lamps and other 
lighting equipment manufactured by 
the company. Ordering is, simplified 
for the dealer by assortments listed on 
a post card, which can be sent to the 
manufacturer with instructions to ship 
from the dealer’s jobber. 


Tue CentTrAL Rapio LABoraTorIEs, 
with office and factory at 303 Six- 
teenth street, Milwaukee, has been or- 
ganized to produce radio products. 
The company has already entered into 
production and is making filament 
rheostats at the rate of one thousand 
aday. D. R. Stoekle, formerly phys- 
icist of the Cutler-Hammer Manufac- 
turing Co., is president of the com- 
pany. Mr. Stoekle was also associated: 
with the Western Electric Co. on re- 
search work in connection with vac- 
uum tubes. C. R. Hammond is sales 
manager of the new company. 


Tue WestineHouse Execrric & 
Manvuracturine Ce. has_ recently 
erected ‘and is now occupying the 
Westinghouse Electric “Building, at 
Second Avenue and Ninth Street, 
Huntington, W. Va. In the new build- 
ing the activities of the sales, service 
and warehouse departments have been 
co-ordinated, and this, with the fur- 
nishing of more adequate facilities, is 
expected to result in better service 
to customers. The building is a three- 
story structure containing 30,000 sq. 
ft. of floor space. Convenient rail- 
road sidings permit the direct han- 
dling of inbound and outbound freight, 
and the adequate floor space allows 
for the stocking of large apparatus 
and sufficient quantities of the smaller 
apparatus to meet the immediate de- 
mands of customers. The service de- 
partment is fitted to repair all classes 
of electrical apparatus. The depart- 
ment maintains close contact with the 
engineering department at the Wes- 
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tinghouse East Pittsburgh Works and 
as a result engineering advice is im- 
mediately available. Arrangements 
have been made to furnish steam and 
electrical engineers to install, inspect 
and repair equipment in the field. The 
Westinghouse Company plans_ to 
maintain its offices at Bluefield and 
Charleston, W. Va., in addition to the 


added facilities of the Hintington 
branch. 

ere . ' . 
Tue STANDARD E\LEcTRIe SaALes 


Co., 105 W. Monroe street, Chicago, 
and 6 Beacon street, Boston, which is 
marketing the products of a number 
of electrical manufacturers, has an- 
nounced the election of Harold E. 
Johnson as vice-president, Mr. John- 
son was associated for a number of 
yearS*with the appliance department 





H. E. Johnson 


of the Commonwealth Edison Co., Chi- 
cago, and with the 
Electrical Heater Co., and recently 


later American 


with the Geyser Washing Machine 
Co., as sales manager, and is well 


known among the jobbing trade in the 


Middle West. 





| 


| 





To Meer THE Demanp for a high- | 


grade safety type 


panel at a/| 


moderate price, the Sprague Electric | 


Works of General 
West 34th street, New York City, has 
brought out what is called its “Narrow 
Unit” panelboard. The panel is only 
10 in. wide outside the barriers and 


Electric Co., 527 | 


effects economy in wall space as well | 


as in price. 
double branch, and built in units of 


The panel is sectional, | 





A REAL PROFIT GETTER 
AD-A-LITE GO-GET-EM_ AD-A-LITE 


The Finest Two Light Device Made 


THE REASON 
Will take Shade Holder, has Spring 
Contact in Base of Socket, will seat 
in deep Sockets, handsome in ap- 
pearance. , 





AD-A-LITE 


Made for Service 


LIBERAL DISCOUNTS 


Giving greater prof- 
its to every one. So 
have your house get 
a trial carton. 


M. PROPP COMPANY 


Manufacturers 


524-528 Broadway, New York City 
Chicago Office: 730-738 West 
onroe St. 
Pittsburgh Office: 614 
Fulton Bldg. 


Frisco Office: 
595 Mission St. 





For Counter Display 
Ad-A-Lite Sales Booster 











ARE YOU SHOWING ’EM 
the “SELFBLO”? 


Alcohol TORCH 


It Fits the Vest Pocket! 


It is the best little “attention getter” you can carry. 





Invariably the dealer will say—“send me a car- 
ton.” Then you've done him a_ service—the 
“SELFBLO” will prove that. 


You can sell a few dozen every day by SHOW- 











PATENTS 
os ING ’EM. 
Get familiar with the 
“SELFBLO” Straight 
jobber to dealer Policy. 
Retails for $2.00 
Southern Repre- Middle West Rep 
sentatives resentatives 
Wetherbee Bros., L. Ss. Stewart 
Dallas, Texas Sales Co 
327 Dixie Terminal 





Cincinnati, Ohio 





Size 2%x5% 


Hunt-Lasher Co., Inc. 


Lynn, Mass. 
Successors to the good will, trade names, trade marks 
formulae, <«tc., ef the Federal Mfg. Co., Inc., of 


Boston, Mass. 
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“Northwind” 
The Popular- Priced 


Oscillating Fan 





The Northwind Os- 
cillator is a fast- 
selling item with 
any dealer. 


Its ten-inch blades 
at full speed move 
as much breeze as the 
average 12-inch fan. 


The three-speed 
Switch gives excel- 
lent regulation and 
the fan is very 
quiet on slow speed. 


The Oscillating 
device is adjustable 
and has proved its 
reliability through 
five seasons. 


The finish is at- 
tractive-—dull biack 
and brass. 


This fan stands up 
in service in a way 
which is surprising 
to many who have had 
experience with other 
"Universal" Fans. 


The price is right 


This fan now packed 
one to a box. 


The Emerson Electric 
Mfg. Co. 
St. Louis New York 




















four and six circuits each. The branch 
switches are 20-ampere, 125-volt 
tumbler type, quick make and quick 
break, with indicating handles and 
moulded bases. The switches are 
placed between the bus bars and the 
fuses, so that the fuse receptacles are 
dead when the switches are open. The 
main switch is either of a solid plate 
tumbler type, 60-ampere, or brush 
contact type, 100-ampere capacity. 
The base of each sectional panel as 
well as the barriers is made of molded 
insulating compound which is practi- 
cally unbreakable. 


Some Time Aco the Ajax Electric 
Specialty Co., St. Louis, tried out the 
plan of advertising its triple socket in 
national magazines, such as the Sat- 
urday Evening Post and Good House- 
keeping. Consumer demand was great- 
ly stimulated, inquiries coming from 
countries as far remote as China. It 
is interesting to note that the inquiries 
for triple sockets numbered four times 
as many as those for double sockets. 


Tue Weston Evecrricat INstrRv- 
MENT Co., Newark, N. J., has ap- 
pointed the Shiefer Electric Co., Inc., 
with offices at Rochester, N. Y., as 
sales representative for upper New 
York State and Erie, Pa. L. D. Jor- 
alemon, Otis building, Philadelphia, 
has been appointed representative for 
Pennsylvania, Delaware, Maryland 
and the District of Columbia, and the 
Warren C. Graham Co., Carondolet 
building, New Orleans, will represent 
the Weston company in Louisville, 
Mississippi and lower Alabama. 


THe Witiram C. Knautu Evec- 
tric Co., 113-115 West Market street, 
Louisville, Ky., has purchased prop- 
erty adjoining its factory on First 
between Market and Main 

The building will be re- 


street 
streets. 
modeled and will be completely equip- 
ed for the manufacture of repair parts 
for all kinds of motors and electrical 
power apparatus. The new property 
will increase the available floor space 
to 50,000 sq. ft. The move was made 
to take care of largely increased 
business, and some of the additional 
space will be used for display pur- 
poses. 


Davin C. Rosetanv has been ap- 
pointed general sales manager of the 
Campbell Lamp Co., Inc., 428 Broad- 


way, New York City. He was for- 


merly general sales manager of the 


= 2 * 


Manufacturing Co., New 














Easy to Sell and— 
No Service to Give 


VERY owner of a_ time 

switch will want the Barnes. 
Everyone who can use a time 
switch and doesn’t, can be sold 
a Barnes. 

The Barnes has overcome 
the big drawback to time 
switches—the expense and 
bother of winding them regu- 
larly. 

The Barnes winds itself—the 
only self-winding time switch 
made. 


Its installation means a big 
yearly saving to its owner—in 
wages and electricity saved. 

It can be installed and for- 
gotten—by its owner and by 
you. You will not be called 


upon to give service on a 
Barnes. Your profit will be all 
profit. 


Same turning mechanism is 
used in all types of switches. 
The H. & H. Snap switch in the 
base is easily removable. Any 
standard snap switch can be in- 
stalled by returning the clock 
to our factory. This makes it 
possible for the contractor to 
change the amperage of his 
switch, either in his shop or 
after being already installed on 
the job. 

See your local jobber. If he 
does not carry the Barnes in 
stock, write us for prices and 
full details of this Self-Winding 
Switch on which you can make 
much profit at little trouble. 
Ready for Immediate Delivery 

Sell the Barnes for— 
Stores 
Outdoor Illuminated Signs 
Apariment Houses 


Storage Batteries 
Railroads, Banks, Etc. 


J.O. MORRIS CO. 


Suite 1206, 1270 Broadway 
New York City 


BARNE §S 
Self-Windin 
TIME SWITCH 
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REPEATER 6 





PHANTOM VIEW 


JOBBERS 


Sell Fuse Plugs at 40% Profit 


—Our price schedule gives 
the jobber an average 
gross profit of over 40%. 


—The display container and 
other dealer helps enable 
you to sell the dealer easily 
AND INSURE PROMPT 
TURN OVER OF 
STCCKS. 


—Our salesmen will assist 
you and your dealers in 
every way possible. 


—We want your coopera- 
tion in marketing the Re- 
peater 6 through regular 
trade channels. 


—TO START WITH— 
MAY WE SEND YOU 
FULL SALES DATA 
AND SAMPLES? 
THANKS. 


MOSS-SCHURY MFG. CO. Inc. 
444-446 E. Woodbridge St. 


DETROIT 


—- 


= mann 


EPEAT 


TRADE 
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Haven, Conn., and has had about 14 
years’ experience in this line, having 
represented such well-known concerns 
as the Sterling Bronze Co., New 
York; J. B. McCoy & Sons Co., New 
York, and National X-Ray Reflector 
Co., Chicago. The Campbell Lamp 
Co. is patentee and manufacturer of 


of 


lighting fixture units. 


a number standard commercial 


F. J. Brascuke, for more than ten 
years a member of the National Lamp 
Works organization, died suddenly of 
brain hemorrhage at his home _ in 
Cleveland, May 26. He was a grad- 
uate ef the University of Purdue, and 
joined the engineering department of 


National Lamp Works in 1911. Later 





F. J. Blaschke 


he was with the Mazda service bureau 
at San In 1914 he 
came a member of the publicity de- 


Francisco. be- 
partment, and at the time of his death 
was editor of the Stimulator, the Na- 
tional’s house organ for jobber and 
dealer lamp agents, and was in charge 
of the advertising of the Ivanhoe- 
Regent Works of the General Electric 
Co. 
ke was widely known throughout the 


In this dual capacity Mr. Blasch- 


entire electrical industry, and his un- 
timely death is regarded as a_ per- 
sonal loss by his many friends. 


W. C. Atten, formerly manager of 
the Black & Decker Manufacturing 
Co.’s Philadelphia branch and later 
special representative, has been made 
branch manager of the company’s Chi- 
cago territory, which inclades. Wis- 
consin, Illinois, Missouri, Towa, Min- 











Talk 
Lightning 
Protection— 
Now 





Garton-Daniels 


C A sters 
Expulsion Type rresters 
Arresters 
You can sell two Keystone 


Expulsion Type Lightning Ar- 
resters for the protection of each 
unprotected A. C. transformer 
installed in your territory. Urge 
all of your customers to follow- 
out the “100% Protection” meth- 
od. This new method, you 
know, is simply the protection 
of each individual transformer 
with Expulsion Type arresters. 
It has been found that by in- 
stalling Expulsion Arresters in 
this way that the lightning 
troubles formerly experienced 
by your customers would be tre- 
mendously decreased—in many 
instances practically eliminated. 


Garton-Daniels Lightning Ar- 
resters should be recommended 
for all A. C. and D. C. station 
protection and large important 
line apparatus. 


Now is the time to get your 
customers started on lightning 
protection, and to get the great- 
est assistance from our adver- 
tising. 

Ask Your Office for Your Copy of 

Our Bulletin No. 183 


ELECTRIC SERVICE 
SUPPLIES CO. 


Manufacturer of Railway Material 
and Electrical Supplies 


PHILADELPHIA 
17th and Cambria Streets 


NEW YORK CHICAGO 
50 Church Street Monadnock Bldg. 


Branch Offices: BOSTON, SCRANTON, 
PITTSBURGH 




















- Newark, N. J. 
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NITROGON 


oe 
. 


WHY? 


N 


Because we have a 
complete line of incan- 
descent lamps of all 
types and sizes. 


Nitrogon service means 
that distributors can 
rely absolutely on the 
House and buy by the 
Brand. 


Nitrogon Electric Company 
46-48 Spring Street 











NVI 


has been associated with the Black & 
Decker company for about three years, 
prior to which time he was assistant 
sales manager of the Manley Manu- 
facturing Co. 


F. F. Senestocx, formerly con- 
nected with the Chicago Board of 
Underwriters as electrical engineer 
and for the past two years with the 
Sprague Electric Works of the Gen- 
eral Electric Co. as conduit specialist 
at the Chicago district office, has re- 
signed to become northern Illinois 
representative of the Trico Fuse 
Manufacturing Co., Milwaukee. 








S. L. Case, for fourteen years con- 
nected with the purchasing depart- 
ment of the Stone & Webster Co., has 
resigned to accept a position as sales 
engineer with the Westinghouse Elec- 
trie & Manufacturing Co. He will have 
charge of the Pacific Coast division 
and will specialize on high-tension 
insulators for transmission work, for 
which his long experience along these 
lines peculiarly fits him. 


Pians Have Been Compteten for 
a héw manufacturing plant for Henry 
Newgard & Co., 947 West Washing- 
ton boulevard, Chicago. The company 
manufactures. electrical specialties 
and also opetates an electrical con- 
tracting business. The plant is to be 
one story in height, with 21,000 sq. 
ft. of floor space, and is to be built at 
4603-19 Fullerton&yenue, Chicago. 
The plant with its equipment is to cost 
about $75,000. 


As AN INDICATION of the trend of 
business, a manufacturer ,of wiring 
specialties has advised THE JoBBeEr’s 
SALESMAN that there was an increase 
of approximately 35 per cent in his 
March billing over February billing. 
Also, that the February billing was 
30 per cent in excess of that for Jan- 
uary. Of course, the building activity 
is largely responsible for the gain in 
volume, but even at that it is an en- 
couraging sign of what the remainder 
of the vear may bring. 


ConstTRUCTION and other important 
features of ‘Marathon’ fractional 
horsepower motors are given in a 
booklet recently issued by the Mara- 
thon Electric Manufacturing Co., 
Wausau, Wis. Simplicity of design 
is one of the chief points about these 
motors, and it is claimed that they 
have excellent operating characteris- 





nesota and North Dakota. Mr. Allen| 





Back to the 
Doorbells! 


Jobbers’ Salesmen are 
preaching to contractor- 
dealers the wisdom of ring- 
ing door-bells, if they would 
ring up profits these days. 


It's good business for every- 
body, particularly if the 
‘“‘pushing”’ is done on 


PS “SIGNAL 
LINE” 

















Bells, 
Buzzers 
Ta? and 
“SIGNAL” Transformers 
Porcelain 
Housed 
Transformer 


SIGNAL equipment gets the 
call and the customer every 
time, whereyer it is shown. 


Hundreds of thousands of new 
homes to be wired this year. 
Every one should have a bell 
transformer. Sell ‘em “SIGNAL” 


for satisfaction. 


Tell your contractor-dealer trade 
about “SIGNAL” Mr. Quota 
Buster. Point out the three 
profits that accrue to those who 
sell ““SIGNAL"’—profit on the 
sale, on the installation, on the 
new business that develops from 
the introduction. 


Write for SIGNAL literature 


SIGNAL ELECTRIC 
MEG. CO. 


MENOMINEE, MICHIGAN 
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Etch Your Own Lamps 





With a Rubber Stamp at 


Minimum Cost 


A Standard Lamp Etching Outfit, in 
cluding rubber stamp with your own 
name and a half pint can of Reed’s Glass 
Etching Ink, will permanently identify 
10,000 to 12,000 lamps. A convenient and 
economical method of obviating theft 
losses of Electric Lamps. 

Safe to use—no acid effect on hands or 
clothing. 


SOLD BY 


Electrical Jobbers and Dealers 
Distributors of Factory Output 


UNION ELECTRIC COMPANY 
PITTSBURGH, PA. 


Canada: Northern Electric Company 
Made By the Makers of Etch-O-Lite 




















listen men! 


you can sell Little Bill 
Transformers to your partic- 
ular customers because Little 
Bill was made for particular 
people and is the QUAL- 
ITY Transformer. 
Capacity—over 23 watts. 


6-9-15 volts. 
List price $2.00. 





Write for discounts. 


SPERRY & BITTNER 


422 First Ave. Pittsburgh, Pa. 














tics with a minimum of expense for 
repair and maintenance. ‘They are 
made for all types of service and in 
sizes ranging from 0.125 to 0.533 hp. 


Turee Discount Sueets prepared 
for the convenience of the trade have 
been issued by the Bussmann Manu- 
facturing Co., St. Louis, now effective. 
Detailed dimensions, weights, carton 
quantities, list prices and discounts 
are given on separate sheets for 
“Buss” old code non-renewable fuses, 
open fuse material and approved non- 
renewable fuses. 


Tue DeVeau-Bartiing Co. is the 
name of a newly formed manufactur 
ers’ agency at 602 Equity Building, 
Detroit. 
had been established previously as 


Both members of the firm 


manufacturers’ agents in the Detroit 
territory, but had operated separately. 
Since combining they represent the 
Stanley & Patterson Co., Lowell In- 
sulated Wire Co., Chase-Shawmut Co.., 
Federal Porcelain Co., Passaic Rubber 
Co., General Apparatus Co., and 
the Horne Manufacturing Co. 


Tue Peartanp Rapio & ELEctTRIC 
Corp., 184 West Washington street, 
Chicago, has been organized by Sam- 
uel Pearson, formerly president of the 
Washington Light Co., Chicago, to 
manufacture and distribute radio sup- 
plies and apparatus. A variable con- 
denser with vernier attachment has 
been developed anidyis being manufac- 


tured in both 22-piii@siamd 44-plate 
sizes. The company is also making 
switch levers, binding ‘posts, jacks and 
other radio products. 


ONE OF THE most definite needs 
which has been felt as the result of in- 
tensified selling methods has been the 
need for more specific, localized in- 
formation about markets and poten- 
tial customers. Now an advertising 
agency comes forward with this in- 
formation, as a help to its clients. In 
stead of the state or the large city, 
this organization has taken the county 
as the unity of study. Every county in 
the United States—3,048 of them in 
all—has been analyzed as to business 
possibilities. As a guide in determin- 
ing the wealth, prosperity, and buying 
power of these communities, the fol- 
lowing figures have been obtained for 
each county: Value of farm property, 
value of crops, amount of income tax, 
value of manufactured products, total 
motor car registrations, white popula- 








AJAX 


Plural Socket 


PLUGS 


Leave Lamp in Position Intended 


6 Aa 
eg = 
e Ps 





No. 33 
(Cut 4 size) 
LIST PRICE, $1.25 EACH 


No. 33 is a 3 to 1 


FAVORITE 


Users of Plural Socket 
Plugs prefer Ajax No. 33, 
by 3to 1. This is proven 
by inquiries and direct by 
mail orders _ resulting 
from advertising in popu- 
lar magazines. 


If You’re Not Pushing 
Ajax We’re Both Losing 
Money. 





Ajax Electrical Specialty 
Company 
St. Louis, Mo. 


Manufacturers 
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“The Heart of 
the Kitchen” 


Trade Mark 





Pats. Pending 


MILWAUKEE 
HYDRO-LECTRIC 


Home-Hospital-Hotel 


DISHWASHERS 


Flowing water; soaps automatically; 
connected to hydrant; no rubber tub- 
ing; electrically driven; the only real 
sanitary principle; rust proof. 


DISTRIBUTING JOBBERS 
AND DEALERS WANTED 


Milwaukee Dishwasher Co. 


John E. Ferris, President 
301 First Wis. Nat. Bank Bldg. 
Milwaukee, Wis. 


“Have a Heartin Your Kitchen’”’ 
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Tests. 


Show the Facts 








i 
Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 
s 


Electrical Testing 


Laboratories 
80th St. and East End Ave. 
New York City 
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tion, total mileage of all roads, total 
mileage of surfaced roads. For further 
the information 
capitulated by states, and a climatol- 
ogy record is included, based on aver- 
ages for periods of 26 to 50 years. 
The task of compiling this data was 
carried through by the research de- 
partment of the Wm. H. Rankin Co., 
Chicago. In order to secure the de- 
information, this organization 


convenience, is re- 


sired 
went to every department in Wash- 
ington, D. C., the statistical depart- 
ment of every state, and many uni- 
versity and private research institu- 


tions. Such an undertaking as this in- 
dicates the science which business- 
hunting has become in 1922. The ele- 


ment of guesswork is practically elimi- 
nated from the decisions of sales man- 
agers who have their territory dis- 
sected for them with such complete- 


ness. 


IN oRDER to protect its customers, 
the Westinghouse Electric & Manu- 
facturing Co. is refusing to furnish 
any cooling coils with 
water-cooled transformers. Hereto- 
fore the practice has been to supply 
either copper or iron cooling coils, the 


more iron 


former being somewhat more expens- 
The decision to furnish copper 
coils only was made when it was as- 


ive. 


certained that a number of Westing- 
house customers bought iron instead 
of copper cooling coils to save money. 
This frequently resulted in trouble 
because of the rusting or clogging of 
the The Westinghouse com- 
pany, desiring to furnish only parts 


coils. 


which have proven to be durable, has 
decided to do so at its own expense 
rather than have the customers en- 


counter trouble with the apparatus. 


THAT THERE are unlimited oppor- 
tunities for the sale of electric lamps, 
especially in the automobile field, is 
emphasized in a_ broadside recently 
issued by the National Lamp Works 
of General Electric Co.  Repro- 
ductions are made of a series of ad- 
vertisements addressed to automobile 


owners which will appear in the 
Saturday Evening Post and other 
national magazines. An_ extensive 


line of dealer helps have also been 
prepared, which will assist jobbers’ 
salesmen in securing lamp contracts. 


THE RoLLER-SMITH Co., 233 
Broadway, New York, manufacturer 
of electrical instruments, meters and 
circuit-breakers, has appointed Eshav- 














LE BIJOU 
ELECTRIC 





America’s Best Seller 


It’s a jewel-—like econsisteney—it has the knack 
of charming and is every woman’s choice. Not a 


Curling Iron or Waver Rod or Comb, but the 
original and only Hair Waver. Every jobber 
should sell his dealers these wavers. Already 


being sold by the biggest jobbers in the country. 
Dealers repeat every two weeks. 


Le Bijou’s leading features help you sell with 
confidence. Made in three styles and two sizes 
for each style. The fastest and most popular 
seller in the U. 8. because it is a practical, 
honest-to-goodness Hair Waver. Stays sold— 
needs no servicing. Used in the most exclusive 
homes. Fully guaranteed and licensed under 
Marsh patents. 100% of Chicago jobbers stock 
and distribute our Wavers. Highest testimony on 
their practicability and simplicity in using. Now 
selling at 30% less than a year ago and at the 


lowest price for 1922. Buy now. Hairwaving 
and hairdressing lessons enclosed with each 
waver, 400% more sold in 1921 than 1920. 


Free show cards and illustrated folders with your 
imprint on request and to all your dealers. 


At the new low price are selling tremendously 
big and your early orders will be shipped imme- 
diately. 


Send for price list and terms. 


LE BIJOU SPECIALTIES 


188 No. La Salle Street, CHICAGO 





Can be used by anybody, sold by everybody. 











“CENTRAL” 
Rigid Steel 


CONDUITS 


The ideal pipe for jobbers—be- 
cause it wears well before and 
after installation; because we 
keep large stocks of Conduit, 


Elbows and Fittings for quick 
delivery. 


A piece of “Central 
Black” wound round 
and round like wire, 
without buckling, flat- 
tening or chipping the 
enamel. The ductility 
and finish are exclu- 
sively “Central.” 
“Central Black” is en- 
ameled; “Central 
White” is galvanized. 
We have recently in- 
troduced new _ proc- 
esses in the manufacture of ‘“Cen- 
tral White” and “Central Black” 
Conduits with the result that the 
finish of these products is now bet- 
ter than ever. By this new process, 
flaking or scaling of finish is elimi- 
nated. 

“Central White” “Central Black” 

(Galvanized) (Enameled ) 


CENTRAL TUBE CO. 
PITTSBURGH, PA. 
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YAGER’S | 


Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new style con- 
tainer. Non-cor- 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
COMPANY 
HUDSON, N. Y- 
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PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 











Every Business 


of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—supPeriority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
d for tab 
of specimens, 
detach them 
one by one 
and _ observe 
their sharp 
edges and gen- 
eral excellence 


The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 


‘ Ave. 
1 LS eee wide. CHICAGO 
































NORTHERN WHITE 
WESTERN RED 
GUGRANTEED GRADES 
24Hour Service 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


J SEND FOR BOOKLET CONTAINING 
VALUABLE 












ick & Hoyle, Otis building, Philadel- 
phia, to handle its line in that terri- 
tory in place of the Perkins-Lenoir Co. 
The latter company, which also repre- 
sented the Roller-Smith Co. in Balti- 
more, has been succeeded by F. E. 
Perkins, 113 East Franklin street. 


Tue Gricspy-Grunow-Hinps Co. 
has been organized with offices and 
factory at 906 West Lake street, Chi- 
cago, to manufacture extension lamps 
and other electrical automobile acces- 
sories. B. J. Grigsby is president of 
the new company; O. E. Grigsby, 
vice-president; W. C. Grunow, secre- | 
tary-treasurer, and O. Q. Hinds, sales | 
manager. 





| 

| 

AccorDING to a statement by O. | 

Sacksteder, Jr., secretary and treas- | 
’ . 


urer of the Aladdin Manufacturing 


Co., Muncie, Ind., his company has | 
created a division for the manufacture 
of radio equipment. Parts and com- 


plete sets will be produced, and they | 


will be handled through the present 
sales organization of the company. 


THe Spracve system of electric 
motor drive and control for newspaper 
presses is described in detail in bul- 
letin No. 48717, recently issued by the 
Sprague Electric Works of General 
Electric Co., 527 West 34th street, 
New York, N. Y. 


A NEw size of “Alligator” steel 
belt lacing, manufactured by the 
Flexible Steel Lacing Co., Chicago, 
has been placed on the market. It is 
known as size No. 1, and is designed 
for tape belts ;)¢ to 3°; in. thick. 

“Tue Diat or Destiny” is a two- 
reel moving picture produced by the 
Rothacker Film Co., for the Automatic 


Electric Co., which illustrates the ad- | 


vantages of automatic telephone sys- 
tems and shows how they operate. 


Tue Cuicaco orFice of the Driver- 
Harris Co., of Harrison, N. J., manu- 
facturer of resistance wire and other 
products, has been moved to larger 
quarters at 562 West Randolph street. 


THe Muvrtit Evectricat MaNv- 
FACTURING Co. has removed to 1848 
West 14th street, Chicago. It has 
issued a new price list covering its 
“Powerlet” conduit fittings. 


Tue Deminc-Yates Co. is the new 
name of the Wm. G. Yates Co., 5005 
Euclid avenue, Cleveland, manufac- 
turer of the “Yates” electric ironing 
machine. 


connections >» SpecO 
tective Paste, specially test. d 
Radic 
Write for circular today 
SPECIAL CHEMICALS COMPANY 
Highland Park, III. 








RADIO 
TELEPHONE COMPANY 


Jobbers and Engineers 


The on in Radio 


ELECTRA VOICE 


160 N. Wells Street 
CHICAGO, ILL. 











CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 























POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 
220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 































The usual fluxes corrode 
and mak NOISY Radio 
Use t Py 
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Creating More Buyers 


for Your Products 


HE possibilities for increasing the earnings of 

any business through economies and efficiencies 
in operation have well defined limits, but the possibili- 
ties for increasing earnings through the development 
of market are well nigh unlimited. 


The chief function of The Society for Electrical De- 
velopment is to develop market for electric service, 
appliances and supplies. 


This work is being accomplished by teaching the 
public to “Do It Electrically” and is made more inten- 
sive and effective as additional support (through more 
members) comes to the Society. 


68 electrical supply jobbers are now members of the 
S. E. D. and are thereby aiding in the good work. 


Are you one of the sixty-eight? 


If you’re not—if you’re one of the “others” who are 
not helping in this market development work a letter 
to Staff Headquarters of the Society will bring you full 
and interesting particulars. 


Then it will be up to you to decide whether you'll 
remain on the outside and benefit SOME or come in 
and benefit MUCH. 


Write that letter to 


THE SOCIETY FOR ELECTRICAL DEVELOPMENT, Inc. 


Staff Headquarters: 522 FIFTH AVE., NEW YORK,N. Y. 
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Two Winners for Jobbers 


New ‘‘Hold-Heet’’ Percolator $8 Retail 
New ‘‘Hold-Heet’’ Waffle Iron $12 Retail 


‘“HOLD-HEET” TAKES PRIDE in offering these two 
new appliances that embody in every way the qualities 
that have made “HOLD-HEET” famous—QUALITY 
MERCHANDISE AT MODERATE PRICES. 


“Hold-Heet” and the Jobber 


The live jobber today admits that the ‘‘Hold-Heet’’ Line 
is second to none in retail sales and quick dealer 
turn-over. With these two new articles and the Flat- 
Iron coming next month, “‘Hold-Heet’’ will have a com- 
plete line of high quality, moderate priced, fully guaranteed appliances. These lines 
will enable you to increase your sales and turn-over far beyond that ever obtained on a 
high priced line. The amount of open distribu- 
ter territory is limited. We have had to turn 
down some of the best jobbers in closed territory. 
Hadn't you better act before it is too late? 








“HOLD-HEET” PERCOLATOR $8 “HOLD-HEET” WAFFLE IRON $12 
Two quart capacity Makes full commercial size round waffle. 
Extra heavy hard aluminum. — quickly, cooks fast, 
18-Gauge—hard to dent. rge expansion joint. 
os samy = finish. - pase Pi to ea 
xtra strong coffee basket. at on top for warming plates. 
Patented jo - top—will not jar loose. Beautifully finished and polished—nickel plated steel 


and aluminum. 


YOUR EFFORTS ON “HOLD-HEET” ARE CUMULATIVE 


Order samples of these new devices today. 


‘“HOLD-HEET” IS UNEQUALED FOR ITS WONDERFUL REPEATING QUALITIES 


RUSSELL ELECTRIC CO MPANY MANUFACTURERS 
340 WEST HURON STREET ‘ ; CHICAGO, ILL. 


Note our changed address. The new factory is over five times as large as the old. 
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HE powerful breeze produced by the R & M Fan is 

doubly effective because the fan does not advertise 
its presence by mechanical noise or airhum. Through 
the breeze and the breeze alone, it makes its presence 
known. 


This is a feature every purchaser appreciates, whether 
buying fans for the hotel, theatre, office, store or 
home. And it is one of the many feaures of the R & M 
Fan which make easy sales for the dealer and jobber 
who specialize on the Robbins & Myers line. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO — BRANTFORD, ONTARIO 


‘oe & Myers ns 
































